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EDITORIALS—For the Sixteenth Time—As to a Sin- 
gle Association—Reasons for Business Confidence 
— The Value of Organization — “Recession” 
Versus “Depression’”—New Selling Methods for 
Old—-The Price Cutting Evil—Master the Twelve 
Points. 

W. M. Pattison, Leader in Trade, Passes Away 

Power Transmission Association is Formed 


Williams Elaborates on One Association Idea 
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European Conditions Improving 

William E. Cross 
Valve and Fittings Demand at Good Levels 

Joseph H. Barber 
Advertising Paves the Way for the Salesman 

Fred Counterman 
Price Cutting Practice Condemned 
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H. T. Wagener 
Executives Discuss the Industrial Paint Field 
What One Plant Does to Ward off Fire Spectre 
‘ Wm. Marr 
The. Story of St. Louis and Its Supply Houses 


“THE MILL SUPPLY SALESMAN” SECTION 
Mastery of Details Essential to Selling 
Frank Farrington 
Salesmen Should Study Twelve Points 


Are Quotas Good Policy? 
Frank H. Williams 
Don’t Miss Making Calls 
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gust 3d, 1917,.at the post . Published by The Crawford Publishi 5 
. v p lish C . 
he act of March 3d, 1879. 537 Scuth Dearborn Street, Chicane, Til. 











RN AE AEN! 








ee 










Decen 
S 





Friction Is an Enemy to Power 


Friction causes delays and hinders production; it 
produces wear; it makes costly repair bills necessary. 


The elimination of friction, then, is a most vital 
factor in operating any kind of machinery. 


This elimination can be accomplished only by proper 
lubrication, and proper lubrication is possible only 
with correctly designed and carefully made _ lubri- 
cating devices. 


For almost fifty years we have specialized in this 
field—designing and manufacturing lubricating devices 
that best meet the individual requirements of all types 
of machinery. 


Our efficient engineering department is at your 
service any time. Feel free to consult with us fully. 


DETROIT L[UBRICATOR (OMPANY. 
DETROIT, U. S. A. 




























BIAN VISES 


Trade Mark Reg. U. 








BRUTE FOR PUNISHMENT! 

That’s what a Columbian Machin- 

ists’ Vise is. It’s the only vise there is, 

made of malleable iron—iron with twice 

the tensile strength of cast iron, section 
for section. 


No wonder Columbian Machinists’ Vises 
will stand terrific punishment without 
breaking — will withstand severe usage 
and strains which would snap apart less 
sturdily made vises. 


Columbian Vises belong on the work 
bench where professional Mechanics earn 
their daily bread. They appreciate a vise 
that will stand any strain they give it. 


The Columbian Vise & Mfg. Co. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 
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Start 1927 with Red Caps! 


Join America’s leading jobbers in making the CAPITAL Red Cap 
Line of Industrial Brooms and Brushes one of your biggest 1927 
moneymakers. If you have not been handling the CAPITAL Line, 
you have been losing a big opportunity for profit, simply because 
CAPITAL Red Caps outsell all other industrial cleaning equipment. 


For 1927, stock the CAPITAL Line, Exclusively! 


That is the plan followed by most of the country’s best jobbers, who have 
found from years of experience that the CAPITAL Line meets practically 
every industrial need and has the quality that wins and holds trade against 
all competition. 


















¥ 
4 Vwitay? 


Write for the names of our jobbers near you. Get their verdict direct. Ask 
us, also, for details of our sales co-operation program which is a winning 
business-builder for all our jobbers. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Established 1890 Indianapolis, Ind. 


— CAPITAL Brushes Brooms 


Reduce Operating Expense with 
ia ANDERSON STEAM TRAPS 


In this day of keen competition the 
No. “O” Junior profit goes to the company that pro- 
duces high grade products cheapest. 
































Steam Trap 
Anderson Steam Traps help to cut 
production cost’ because they in- 





crease efficiency of steam using ap- condensation as fast’ “as it accumn@ 
paratus and thus cut fuel costs. anging "sea 





Anderson Steam Traps can be in- 
stalled quickly and easily. They are 
compact and occupy only small 
space, 

WRITE FOR INFORMATION 





Use an Anderson— 





’ 7 re 
The newest Andersontrap. Designed It Sa 7 rouble Killer 
to meet the demand for a _ trap 
‘ larger than the half inch Junior 
but possessing its compactness and THE V D ANDERSON CO 
small dimensions 4 e e £m 4 wu 1 i e 
No. ““O” Junior has a capacity of Cley eland. Ohio 
1000 Ibs. condensation per hour. It 
OA tten. » and c3 be 3306 3rd Ave., New York City 100 Pearl St., Boston 
has 34” inlet and outlct and can De 
made for pressures from 150 Ibs. 212 Race St., Philadelphia 207 Union Trust Bldg., Baltimore 


134 Plymouth Court, Chicago Siig Hacer cae in0 I se 
down. : ee 

















Detailed specifications on request. 
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GREATEST PLANT---FOREMOST 
PRODUCT 


Spa Wood Shovel and Tool Co.’s plant is con- 


ceded to be the largest and most modern shovel 
factory in world. An eminent authority 
said “This finest plant in the world 


the once 


iS the in which 


} 


steel is wrought 


ion of H. K. Wood's Mo 
and 
method that contributes toward precision in 


facture of th t 


v)-den-um 
practical 


In the product 

Ste ¢] Shovels, SCOOPS Spades every, 

Manu 

IC highest grade of such tools known to 
, : 


the industry is utilized. In everyv-dav-use in every 
division of activity where shovels, scoops and spades 
eas established 
} 


strongest shovel 


are used, the @ety itself as the hard 
| made, and vet is 


the lightest for a given strength. 


demonstrations 


in many 
one of these sup 


plant 


have 


proved that 


r-shovels will out-wear half a dozen 


ordinary shovels and still show no evidence of such a 


severe 


test. 


The \\ ood 


brands of 


carb yn 


steel 


1 
SHNOVEIS 


are 


4W2 


uy; 
Vv 





6 


W2 


everything that great skill in manufactur 


best of materials can produce. 
THE 


Piqua, Ohio 


Wood’ 


Mo-lyb-den-um 


== The American SuperSteel 


Shovels 








with the 


WOOD SHOVEL AND TOOL CO. 
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“TOLEDO” POWER DRIVE-- 


THE GREATEST LABOR SAVING 
MACHINE KNOWN FOR PIPING JOBS 


That is what owners from all parts of the country 
tell us, and the ever increasing demand confirms it. 


The “TOLEDO” Power Drive is portable—easy to 
handle—fast and dependable. It mul- 
tiplies the efficiency of “TOLEDO” 
pipe cutters and threaders many times. 
It instantly converts them into swift, 
highly efficient power machines. 





If your customers are now using \ 4 | 
hand pipe threaders and cutters they YS . 

TRADE “MARK will find the “‘TOLEDO” Power Drive ; 

a most valuable addition to their i 

“Toledo” Trademark equipment. Recommend it with the > i 

: 

: 


—a Sure Sign of : ° ei: 
Satisfaction assurance that it will more than satisfy. 








THE TOLEDO PIPE THREADING | 

MACHINE CO. TOLEDO, OHIO 

New York Office, 72 Lafayette St. 

| 

: 






Commercial 


ROLLER BEARINGS 


ONSIDER the clean-cut advantages of thi's 
eine ;' improved Commercial Roller Bearing. It 
Patent applied for is perfectly rigid in construction, eliminat- 
ing wabbling and uneven wear. It keeps friction 
down to a minimum. 














With Split The reason is this—the Pressed Steel Retainers are tied, spaced and held 
Outer Races rigidly in place by Steel Stay Rods, alternating with hardened and ground 
solid Steel Rollers. Stay Rods are shouldered and electrically welded into 

Send for illustrated the Retainers. This construction keeps the Rollers evenly spaced and always 


catalog, giving dimen- parallel to the shaft axis. 
sions, list prices and Performance in actual use has shown beyond a doubt that this is the right 
load tables. construction for a dependable, efficient Commercial Roller Bearing. The 


merits of this remarkable Bearing deserve your investigation. 




















BOND FOUNDRY & MACHINE COMPANY 


Manheim, Lancaster Co., Pa. 
New York Office, 256 Broadway Chicago Office, Reeves-Bond Sales Co., 39 S. Clinton St. 
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I WANT FACTS —. 
I CAN HEAR THE SAME STORY 
EVERY DAY, IF YOU CAN GIVE Ws al 
ME SOME CONCRETE FIGURES | | jit 
['M WILLING TO TALK i 
BUSINESS _!! MM 
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There’s No Uneasy Squirming For The 


1 


Salesman With Skayef Certified Surveys 


M' 


a re’ j ind profits. Even a postcard will be suthcient to 


oaKE 


Self-Aligning MARKED Ball-Bearing 
HANGERS 


SKF INDUSTRIES, INCORPORATED, 165 Broadway, New York City 
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laste — 


Successful business is a 
constant fight against the 
insidious inroads of waste 
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Wasteful Buying 


Often we think of waste in terms of material 
spoiled or merchandise become obsolete. Yet 
waste may creep in anywhere—into buying 


methods for example. It is wasteful to spend 
time interviewing ten salesmen if you can buy 
the merchandise and get the information you 
need from one well informed man. It is waste- 
ful to write ten orders, mail ten letters, check 
ten invoices and remit by ten checks when one 


will answer. 


Time Is Money 


Apart from all the extra costs in postage, 


clerical work and freight or cartage, conside: 


alone the element of time. Your time is your 
capital as truly as your real estate or your stock 


in trade. 

To find one good source of supply and concen- 
trate buying there, saves precious time for you 
and leaves you free to turn that saved time into 


extra profit or to enjoy it in needed recreation. 


You Can Begin with Small Tools 


We suggest that you try the experiment of 


concentrating smal! tool purchases. If it proves 


Come 16 


satisfactory, as we are sure it will, you will find 
it easy to extend the principle to other depart- 
ments of your business. 


In the small tool field you will find in the 
current GD catalog complete data on screw 
plates, taps, dies, drills, reamers, die stocks, tap 
wrenches, gages, pipe wrenches, cutters, and 
pipe threading tools. 


A Known Line Is Safe 


You can safely concentrate on@VD. Your 
customers know the line. They know some- 
thing of the reputation and years of experience 
that lie 


back of Gf Othreading tools. They 


know the G@Y®mark and will accept it as a 


guarantee of workmanship, quality and fair 


value. Hence these tools are also easy to sell. 
Concentrated buying and easier selling make 


for increased net profit. 


Send for Catalog 


Every hardware merchant can use @YD cat- 
alog No. 49. Beside much valuable informa- 
tion on small tools it describes dealer helps that 
are available. It is a book that will help you 
sell small tools as well as buy them to advan- 


tage. Mail the coupon for your copy. 


/ Greenfield Tap & Die Corp 
ZH Gereentield, Mass 








CORPORATION 
GREENFIELD. 4 MASS., U.S.A. 
York, 15 Warren Street 
Detroit, 224-226 W 
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No Wonder They’re 
Going Back to 
Wood Pulleys! 


OU cannot hide tacts from progressive 

manufacturers. They want to know 

what is best, and they find out. That's 
the reason why thousands of manufacturers 
ire buying nothing but wood pulleys for 
power transmission in their plants. Facts 
have proved to them that good wood pulleys 
are the best pulleys they can buy at any 
price. We firmly believe that— 
REEVES Wood §Split Pulleys will out-last 
ind out-perform any cast iron or steel pulley 
ever made. They are stronger, run truer, 
transmit more power, weigh less, are more 
solidly built, and are less expensive both in 
original cost and maintenance. They grip the 
shaft and grip the belt. They cannot slip or 


strip. 


No wonder thousands of manufacturers are 
going back to wood pulleys! Actual service 
records in their own plants have shown them 
the facts. 

What kind of pulleys do you sell—good wood 
pulleys like the REEVES? Do you know 
whether or not there is a REEVES repre 
sentative in your territory? Write or wire 
us today for full information. 


Reeves Pulley Company 


i stablished 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 


(Fl) 8 
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Get that belt going! 


When a belt breaks in your shop 
how long does it take to get it go- 
ing again? Broken belts tie up men 


and machines—production! 


Che Bristol method of joining belts 
is simple and quick. Any man on 
the job can do it. Bristol’s fasteners 
and a hammer are all he needs. No 


delay! 


Are you using the quickest method 


of repairing belts? 


Let us show you 


Write for some Bristol 
Fasteners to try out; also 
folder 719-H. Or, Bristol's 
are stocked by most mill 
supply houses. Use them 
on new installations, for 
repairs and = taking up 
slack. Made for all kinds 
and sizes. The Bristol Co.., 


Waterbury, Conn. 
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PROFITS— 


RE not built around one single order 

but are acquired in a continued 

stream through the repeat orders the 
first order brings back. 







T.B. Wood Sons Company Line of U. G. 
Power Transmission Appliances is built 
to make customers come back for more. 
And they continue to come back because 
these long wearing, economical power 
transmission machinery units have had 
built into them the quality resulting 
from 70 years’ experience in the manu- 
facture of Power Transmission Appli- 
ances. 








Such products and knowledge offer a 
profitable alliance for dealers of the 
better sort. 


T. B. Wood Sons Co. 


Chambersburg, Pa. 


NEW ENGLAND BRANCH SOUTHERN BRANCH: 
Cambridge, Mass. Greenville, S.C. 
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A SUPER CATALOG OF SUPER TOOLS 

















Two Colors 


























Fits Letter Envelope 
Types Grouped 


..tt sure is a Peach, and has already brought in a lot of 


inquiries... .. ~ writes one of our Eastern representatives. 


IT’LL DO THE SAME FOR YOU — 


Through increased production we are now able to take care 
of more Jobbers’ Electric Tool orders, and will furnish sufh- 
cient Catalogs with your name and address on front cover for 
circularizing your entire mailing list. 


Note These Advantages 


The Most Complete Line 
Forty-eight Pages 


Specifications of each Machine 
Detailed Construction Data 
Attachments and Accessories 
Illustrations of each Type 
Full Descriptions 


Besides a convenient Inquiry and Order Blank which the 
customer fills out and mails direct to you. 


THE HISEY WOLF MACHINE CO. 


CINCINNATI, OHIO 











smith Type” “Industrial Type” 
Hill briction spur Gear Speed 
Clutehes Pransformers 





There's a reason why you should sell 


“Hill Clutch” Mill Equipment 


fe aturing 


“Smith Type” Hill Friction Clutches 
“Cleveland Type” Oil Film Bearings 
“Industrial Type’”’ Spur Gear Speed 
Transformers 


““Steelarm’”’ Automatic Belt Tizhteners 
Flexible Couplings 


experience o 


every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 


General Office and Plant, Cleveland, O. 












CRESCENT WOOD WORKING 
MACHINES 


are etlicient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CoO. 


96 Columbia Street - Leetonia, Ohio 
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HAT’S it exactly—Flexible 
and tight. It’s the Flexitite 
Disc that does the trick. 


























The Flexitite Disc Gate Valve 
combines the good points of a 
two-piece and a one-piece disc, 
but it is a one-piece disc. ‘ 
It shuts off tight—seats and re- 
seats itself—and will not leak. 3 
Investigate this gate valve. NO LEAKAGE RISK 
Then, you will want it in your WITH FLEXITITE DISC 
stock bins —it sells itself. 
(Patented) Ohio Brass Company, Mansfield, Ohio j 
@ [ PORCELAIN t 
INSULATORS | 
LINE MATERIALS } 
RAIL BONDS ) 
6) @ | CAR EQUIPMENT i 
© ) MINING 
- byez MATERIALS as 
= VALVES 

















Flake Graphite 
Graphite Cup Grease 
Waterproof Graphite Grease 


Boiler Graphite 
Silica-Graphite Paint 
Solid Belt Dressing 


] PEs } 134 - lied 11 
Phese high quality products are 

eee. ay rey. as kag iad ee eee Fe faanat oract 
Hanulaclurine methods. They are made irom the finest OT ae 
1 + . “qe 1 
throughout the civilized world | 


Ho rite for Booklet 71-KP and Prices 


D N 


Tay Of ann 


Established 1827 


for their superior lubricating properties. 


Since 1827 the name of Joseph Dixon has been associated with graphit 


Paste Belt Dressing 
Pipe Joint Compound 
Aluminum-Graphite Paint 


ae 


JOSEPH DIXON CRUCIBLE COMPANY, Jersey City, N. 


DIXON’S GRAPHITE PRODUCTS 


the result of 99 vears experience and modern scientific 


le of graphite and known 


Poday the words “Dixon” and “Graphite” are practically synonymous. 
DIXON'S Graphite Cup Grease is made nly from the DINON’S Solid Belt Dressing ases be ¢ 
mineral oils Softer than most greases, cause it keeps leather belts phabl 
; : rhe ee : ; . 
oe ale a ; DIXON'S Water P: Grease an 
ns t n The bear I ; : a 
; ite pun ungers ears, wire ‘ he 
rease | uces S i i Be | , , 
exposed to weather or submerg S sa 
l ices IT ¢ ( I Tl < \\5] Pe ¢ 4raich 
and « thes hye init S Vill I 1 
DIXON'S 7 let 1 Fla G I DINON’S Silica-Graphite | ts ect any t 
nder ane aring lubrication, for coating gaskets surti gainst moisture, water ur het 
vhereve tte raphite is required rust producing agencies 
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Vy-inch Drill 


$30 





IEWED from every angle, portable electric 

drills were never easier to sell than U.S. 
Drills are now. You can truthfully say that they 
have never been matched for long, continuous : 
service. Their fine features and records naturally 
have been the ambition of others ever since | 
U.S. brought out the first portable electric drill 





30 years ago. Prices are right—a help, not a 
drawback. And when servicing does become 
necessary there’s a Westinghouse service shop 


close by. 


From your standpoint, the U.S. Plan of Selec- 
tive Distribution protects you completely in your 
territory. Discounts, factory co-operation, adver- 
tising and all other helps are ample. It isn’t 
possible to add another thing to make 
a line attractive to you. 


Write for yuan Parereth 


Catalog ‘‘C”’ 





GENERAL SALES MANAGER 


ie. = > ~=THE UNITED STATES ELECTRICAL TOOL COMPANY 
fw Oldest Builders of Electric Drills and Grinders in the World 
Cincinnati, Ohio. U.S.A. 







\ “Portable Electric Drills ) 
_ 





Grinders-—Polishers 
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, A Complete Service, 


Elevators—Conveyors—Power Transmission 








HE reward of skilled engineer- 

ing, good manufacturing and 
honest merchandising, ispermanent 
patronage and the confidence of the 
public. 




























The Caldwell Creed is to give all 
that you pay for and more—un- 
questioned quality, plus an intelli- 
gent engineering service. 





It should mean a great deal to you 
that Caldwell customers stay with 
us year in and year out—thoroughly 
sold on the fact that Value for their 
money is certain. And that is real 
economy in buying. 





Whatever your needs may be in 
the elevating, conveying and power 
transmission field, there is a 











Caldwell product adaptable to your | 
use. Write or wire Caldwell or 

nearest Link-Belt office. { 
| | 
Caldwell Products ' 


Power Transmission Machinery—Bearings, Shafting, Pulleys, Machine Molded Gears, Cut 
Gears, Chains and Wheels. 
Elevating and Conveying Machinery—Helicoid Conveyor and Accessories, Belt Conveyors, 
hain Conveyors, Elevator Buckets, Boots and Casings, Car Spotters, etc. 


Send for Catalogue M.S. 45 


H. W. CALDWELL & SON CO. 


LINK-BELT COMPANY, OWNER 
CHICAGO: 1700 S. Western Ave. 

2676 Woolworth Bldg. DALLAS, TEXAS: 810 Main St. 

Link-Belt Company Offices in Principal Cities C-46. 








NEW YORK 


























CALDWELL 


Conveying and Power Transmission Equipment | 
Roa. T ra 
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Newark, N. J. Syracuse, N. Y. Philadelphia, Pa. 
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-RAHMANN BELTING 


We firmly believe Rahmann Belting 
is the best belt made and therefore the 
best belt for the reputable dealer to 
handle. 


Of course, our saying so alone does 
not convince and we should like an 
opportunity to prove this to your en- 
tire satisfaction. 


Write us if you desire to secure a 
dependable, profitable line of leather 
belting. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 

















Ball Bearing Specialties of 


The CHICAGO Line 


Daggett Ball Bearing Loose 
Pulleys 


Ball Bearing Clutch Pulleys 
Ball Bearing Countershafts 
Ball Bearing Hanger Boxes 


Ball Bearing Belt Tighteners 











FOR GREATER EFFICIENCY 


USE THE 
BALL BEARING SPECIALTIES 


The CHICAGO Line 


They are: 


Fool-proof, dirtproof and dustproof. 
Oil-tight—cannot leak, drip or spatter oil. 

Simple in construction, accurately made, and durable. 
Guaranteed to operate at any belt speed or load. 


Complete information upon reguest 


Chicago Pulley & Shafting Co. 


Main Office: 
23 N. Desplaines St. 
Chicago, Ill. 
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fey eet ae Senay f Just the name, Duxbak, means good 
H ii Eh Ht : 
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leather belting. 
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HS aa py hose who use it know its quality 
: first hand. Its reputation has uncon- 
sclously impressed those who do | 

not use it. All in all, the name | 

Duxbak has a definite meaning to 


i 
every belt user. | 
We have something more to offer 
vou, as a dealer, than a mere agency 
proposition for leather belting. Your 
inquiries and correspondence are 
invited. 

| 
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The Clipper Belt 
Lacer standard of 
the werld. More than 
225,000 now in-use. 








The above Diploma of Award indicates 
that even in far off New Zealand the 
value of Clipper Belt Fasteners is rec- 
ognized, in this case by the awarding of 
the First Order of Merit. The Clipper 
Belt Lacer Company is justifiably proud 
of this award and accepts it as a sign that 
Clipper Fasteners are rapidly becoming 


standard throughout the world. 























No Boundaries! 


T is not surprising that the Gold Medal Award of 
the New Zealand and South Seas Exhibition has 
been awarded to the Clipper Belt Lacer Company. 

The widespread acceptance of Clipper Belt Fasteners 
as standard belt connections, not only in North and South 
America but in Europe and Asia, should have a notice- 
able effect upon the decisions of practically ail foreign 
countries. 

Since one-third of the enormous daily production of 
4,000,000 Clipper Belt Hooks is exported to foreign lands 
it is evident that Clipper enjoys an international repu- 
tation. 


WHY CLIPPER PRODUCTS ARE SO 
WIDELY USED 
Clipper products are sold at a low margin of profit and 


at prices that meet foreign competition even in foreign 
countries. 


Clipper Hooks are mechanically perfect and are made 

of the best fatigue-resisting steel. 

Clipper Pins are the best we know how to make. 

Clipper Hooks have a staggered double grip. | 
Clipper Belt Lacers are the most efficient lacers for use 
with Clipper Hooks. Material and workmanship fully 
Suaranteed. 


Standardize on Clipper Products 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


eas : O 
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INCORPORATED a 
ae 
and 7 
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ur Associate Vistributors: 
e 
Coblentz Tool & Supply Co. The Long Island Hardware Co Topping Brothers f 
Erie, Pa. Long Island City, N. Y. New York, N. Y. 
rane See eae Sm The C. S. Mersick Co. Lewis E. Tracy Co. 
Rochester, N. Y. N oa ae Bost Mz 
Ths £. A. Kiev Co. ew Haven, Conn. oston, Mass. 
Cincinnati, Ohio Paulsen Supply Co. The C. H. Wood Co. 
The E. A. Kinsey Co. Chicago, Ills. Syracuse, N. Y. 
ianapolis d. m ' : i 
The sede eee 2 Ae —— Root, Neal & Co. The Strong, Carlisle & Hammond Co. 
e Buffalo, N. Y. Detroit, Mich. 
Cleveland, Ohio 
Maddock & Company J. Russell & Company Pittsburgh Gage & Supply Co. 
Philadelphia, Pa. Holyoke, Mass. Pittsburgh, Pa. 


Cordially Invite You to Visit Our Exhibit at 
THE FIFTH NATIONAL EXPOSITION 
POWER AND MECHANICAL ENGINEERING 
GRAND CENTRAL PALACE, NEW YorkK 
DECEMBER 6th to 11th, 1926 


a pao is ~ 
Booths ( 55)-50.) 3rd Floor 


» 


See the Proof es Check the Results 





We are the originators of the only exclusive Distributing Engineer- 
ing, Merchandising Plan which completely covers all bearing 
requirements. 


BAR STOCK SPECIAL CASTINGS FINISHED RODS 
100% SALES COOPERATION - ASSURED STOCK TURNOVER 








A Bearing Metal with Increased Service Life 
Non-Scoring Non-Seizing 
Proven by Nationally Known Users 





Sold only through exclusive Distributing Jobbers 


BEARIUM BEARINGS, INCORPORATED 


ELLICOTT SQUARE, BUFFALO, N. Y.—29 BROADWAY, NEW YORK CITY 
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The WRIGHT Brothers 


(ey an DEW Ace) a @) 8 (0) 


gave to the world 
the first perfected 
flying machine 
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2” (WRIGHT Brothers 
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VN os : Highly Perfected 


& Cc as Chain Hoist 


‘ol 


soon’ The hoist with at least twenty-one 
\\ scientific features—21 reasons 


why you should specify a 


JIGHT 


IMPROVED HiGH SPEED HOIST 


AVM Over Cone eNO > ooo 


The best jobbers can supply you. 





( 


TIMKEN TAPERED 
ROLLER BEARINGS 


Eicht to each trolley. 


STEEL SIDE PLATES 


Bumps rs protect wheel flanges and 
treads 


CHILLED TREAD WHEELS 


Absolute roundness insures ease in 
handling 


STEEL EQUALIZING PIN 4 


Permits placing trolley on I-Beam 
atany point and insures equal dis- 
tribution of the load on the four 


W heels 


STEEL HANGER PLATE 5 


May be eliminated and hook hung 
on equalizing pinto save, headroom. 


STEEL HOOK—DROP FORGED- Oo 
PROOF TESTED 
The strongest part of the hoist 
— hook never opens to drop the 
10ist and load 


STEEL DROP FORGED 7 
CROSS HEAD 


SAFETY LOAD CHAIN GUARD os 


Completely shrouds the upper half 
of load wheel, holding six links of 
load chain in wheel at all times. 


STEEL LOAD WHEEL 


Special analysis electric steel cast- 
ing, annealed 


OIL TUBFS 1 O 


To insure positive and easy 
lubrication at vital points 


MAIN DRIVING SPINDLE ] ] 
AND PINION 
Upset forging S.A.E. steel 1035 
heat treated 


BRONZE BUSYED 
LOAD SHEAVE 


BALL BEARING DRIVING SPINDLE 1 3 
Where speed is greatest. Not sub- 
jected to heavy and shock loads. 
Eliminates wear on this part 


STEEL SUSPENSION PLATES ] A 


An extra precaution to care for 
heavy overloads 


NON FOULING HAND t 5 
CHAIN GUIDE 
( 


alleable tron) 


GEAR COVER—EXTRA HEAVY ] 6 


Pressed from '" plate. Insures 
permanency. 


STEEL CHAIN—ELECTRIC WELDED : 7 
Special heat treated and proof 
tested An elastic limit 4 2times 
rated ypacity, and breaking 
strength 6/2timesr ated capacity 


STEEL HOOK—DROP FORGED ] 8 
PROOF TESTED 


ns to drop the load. 


DETACHAB!E STEEL COUPLING | 9 
DROP FORGED 
Completely ¢ 








ed Ball Bear- 
ing. Easily tachable to renew 
chain. Load is not held oncon- 
necting bolts but by the forgings. 


BALL THRUST RFARING ON 2O 

BOTTOM SWIVEL HOOK 

Permits easy swiveling of load 

ia hanging 

ding perfectly 

heave pock 

I n longer hfeto 

an wheel the greatest 
point of friction and wear 


OIL CUPS SPRING COVER IN “a ] 
ALL OIL HOLES 


Ask Us About Them 
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STILLSON* 


(like Walworth) 
trademark and 
tered by its 
the Walworth 
pany, in the U. 
Patent 
several 


States 


foreign countries. 


, 
{ " \, 
“7% 


, my 
pig 


a 
regis- 
owner, 
Com- 


Nya 


. 


Get a STILLSON 
and you won’t have to 
figure on inserted parts to 

prolong its life 


Office, in the 
and in 


“You pays your money 
and you takes your choice” 


All the teeth of a STILLSON are made 
to stay in and to stay sharp. They won't 
slip. they can’t jam and they're not likely 
to break or wear down until you have got 


If you want a pipe wrench with a grip 
like a steel bulldog, but with a set of teeth 
that outlast bulldog that 
vet a Walworth STILLSON. 


will any ever 


lived 


Make sure that Dan Stillson’s own mark 
“STILLSON® is drop forged in the top jaw 
and youll have teeth that will last as long 


as the wrench itself. 


WALWORTH COMPANY, Mass 


Boston, 


Plants at Boston, Greensburg, 


Walworth International Co 


Pa.; 
» New YVork, 


vears more of use out of the wrench than 
vou ever expected to. 


The steel-handled STILLSON is made as 
\ ood 


small as 6 inehes and as large as 48. 


handles in 6 to 14 inch sizes, 


Distributors in Principal Cities of the World 


Kewanee, TL, and Attalla, Ala 


Foreign Representative 


WALWORTH 


STILLSON 


encom tw 


reece 
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"Rivtien design, POSITIVELY ALIGNED ROLLS 
and Timken-made steel give Timken Bear- 
ings their extreme thrust and radial capacity. 
Higher all-around load capacity permits com- 
pact mountings. Compact mountings shorten 
the shaft. Thus Timken Bearings largely offset 
the increased size which is necessary for en- 
closed motors. 

As in any type of Timken-equipped motor, 
the Timken Bearings themselves can be so 
perfectly enclosed, and they run so free of 
friction that the lubricant lasts for months or 
more. Timken lubrication starts when the motor 
does, which gives still more wear-prevention. 














Timkens actually mean that the bearings will 
last as long as any part of the motor, with 
almost no attention, while improving every 
phase of performance. 

THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


I 2 formation regar g bearing sizes and their mountings can be cured 
fromt { ken R r Bearing Ser & Sales Company Branchie 
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Quality Counts! 


O sell quality, in a chain block, is to sell ser- 

vice. Chain block users know YALE. They 
know that in a Yale Block— Differential, Screw- 
Geared or Spur-Geared—they are getting the great- 
est service and hoisting safety money can buy. 

And the latest Yale Ball Bearing Spur-Geared 
Block adds still another outstanding feature to the 
record of notable improvements in chain block 
construction originated by Yale. 

It is easier to sell a Yale Block. The name 
YALE helps make the sale. Yale advertising helps 
make the sale. And the product you sell upholds 
your reputation and the reputation of the manu- 
facturer—in every emergency. 


The Prairie Pipe Line Company’s pumping sta 


tion in Oklahoma is an example where a ten-ton 
chain block, or a 40-ton block must possess the 
highest efficiency, the greatest strength, dependa- 
bility and overload capacity. 

Yale blocks were selected. Quality counts— 
every time. 

Yale Material Handling Equipment includes 
Ball Bearing Spur-Geared Chain Blocks, Screw- 
Geared and Differential Chain Blocks, Ball Bear- 
ing Electric Hoists, I-beam Trolleys, Overhead 
Crane Equipment, and Electric Industrial Trucks, 
Tractors and Trailers. 

Factory Locking Equipment— To acquire lock- 
ing control, security and convenience throughout 
the factory, use Yale Master Keyed Locks. 


When you visit the Fifth National Exposition of Power and Mechanical 
Engineering Equipment this month, see our exhibit of Yale Material 
Handling Equipment—Booths 622 and 623. 
The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ont. 


YALE MARKED IS YALE MADE 
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1. = line of rubber items sufficiently 
ymplete to permit effectively supply- 

g the requirements of the trade solicited. 

6 A.qualiey of product uniformly good 
“"* and capable of del uvesing service re- 
sults that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable protit return. 


4. Freedom from competition from his 

source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation. 


5. Selling helps of reasonable amounts 

so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 
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i proof 1 is in the pudding 


E are mighty proud of the way our 

cooperative advertising has “gone 
over the top,” prouder still of the many 
new friends this policy has won for 
Republic. 


Below are reprinted a few extracts we 
have been receiving from the jobbers: 
“Republie’s cooperation with the jobber 


is not to be had from any other rubber 
company known to us,” 


We enclose our order and it will be in- 
teresting to note that this is a direct 
result of letters you are sending out 
for us.”" 
™ 
[i you have not yet received a copy of 
“Republic in 1927,” we advise you to 
write for it immediately. 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 
No Branches 


REPUBLIC 


BELTING — HOSE — PACKING MOLDED 
LATHE CUT GOODS AND FLOOR COVERING 
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OIL PUMP Taf | 
is built to confine the lubrication - °° 
problem to the selection of good oil. Tee 

A quarter century of continuous 
steady service has proven that even a f 
the earlier models of Hart Pumps%4@q 
never fail either in the positiveness of their action 
or the degree of feeding accuracy. 


Every Hart Pump is guaranteed for the life of 
the machine it serves—an obligation we gladly as- 
sume because renewal of wearing parts subjected 
to normal service is almost unknown 

The Hart Pump offers everything you could ask 
—precision, unfailing dependability, accurate indi- 
vidual regulation on one to four lines, sight feed, 
massive construction, handsome appearance, rea- 
sonable cost and the unqualified guarantee of a 
firm with unblemished reputation for good work- 
manship and fair dealing. 


Sell HART PUMPS subject 
to 30-day free trial 


In the belief that showing is better than telling the 

merits of Hart Pumps, and consistent with our life guar- 
antee, we want your customer to iry an installation en- 
tirely at our risk. 
You can sell a Hart Pump of any type and size, subject to return 
within 30 days and cancellation of the bill if the performance 
is not entirely satisfactory. We will back vou liberally on 
this offer. 

All Sherwood Products are in the distinguished service 
class, sold at reasonable cost, with fair profit to the 
dealer, and performance is liberally guaranteed. 

Why not make us your regular source of supply? 


This Sherwood 
Catalog FREE 


if vou return the coupon 

Send for your copy and keep it 
handy asa guide to proper selec 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Oijil and 
Grease Cups. Oil Gauges, Indi 
cator Cocks, Gauge Cocks, High 
Pressure Gas Valves, Flue Clean 
ers, Fusible Plugs, etc. 


1713) Eimwood Ave., Bulfato, 


HERWOO 


A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 





Sherwood Miz wennerteing Company 
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Bi RUSSELL BURDSALL & WARD BOLT & NUT CO. ff 
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The most extensively advertised 
line of bolts and nutsin the World 
—-—- and your customers are 
reading this advertising. 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


HEWITT RUB 
BUFFALO, 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 

With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 


terprising Mill Supply Dealer. Write 
today. 


BER COMPANY 
NEW YORK 








When writing to Advertisers 
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STYLES SIZES 
Machinists’ f Machinists’ Combination 
Vise Vise Pipe 
—e Vise 
, 3” to 7” jaw 
Sizes 
2” to 814" jaw =... 
ee 4 Sizes 
Machinists’ 334” to 6” jaw 
Vise 
Machinists’ ; ' ‘ 
Vise Hinge Pipe 
Vise 
Heavy and 
Light 
12 Sizes 
Holds Pipe 
%” to 12” 
12 Sizes Drill Press Vise 
2” to 8%” jaw i ; 
YT saa ae 7 
io) : ; 
¥ 2 Sizes 
e cy 3%” and 5” jaw 
Gy ed 
} Gas Soldering Furnace 
| Pattern ies Qax 4 Sizes 
| Makers’ * Jaws Hatde Pipe % Vise 
| Vise “y 8”x16" 7a, naNe ve 
‘Se 
ts 
Manual Training Vise 
Single and 
Double Burner 
— | 
\ 
: 
| All Steel 
2 Sizes 7 
7” and 10” jaw 60 lbs. to 450 lbs. 
Complete Line Manufactured by 
oo 
Yost Manufacturing Company 
Meadville, Pa., U. S. A. 
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Are you laying sales plans 
for 1927? 


THESE MONTHS—November and December 
—mark the close of a year of industrial progress. 


It is time for each executive, each sales man- 
ager and salesman to look back on 1926 and note 
the weak spots in his methods,— 


And prepare for 1927! 


Think, as you read this, of a firm you respect 
and admire for its prestige, standing, and integ- 
rity. Hold it as a pattern for your plans for 
next year. 

Then write to us and ask how their represent- 
atives have earned your high opinion, and an 
equal one of hundreds of others like yourself. 


Like as not we furnish this firm with engraved 
business cards, stationery, or both. For the 
John B. Wiggins Company has been making en- 
graved business cards which mold just such 
opinions, for the past sixty years. 


The John B. Wiggins Company 
1143 Fullerton Avenue, Chicago 
(PEestablished 1857) 
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WIGGINS 


Peerless Book Form 
CARDS 


THEY DETACH FROM TABS WITH PERFECT EDGES 
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REPEAT 


BUSINESS 


Pagel salesman knows that real 

profits come from the sale that leads 
to a continuous flow of sales. That's 
just what the first order of Kleen 
Kwality Kloths means. 


Practically all of your customers use 
wiping cloths of some kind. Isn't it just 
as easy to sell them a brand that is not 
only clean; but actually sterilized? 
Klean Kwality Kloths are washed in 
chemicals, boiled in live steam and 
baked at 225° F. for 30 minutes before 
they are baled. This makes them as 
sanitary as hospital gauze and lintless, 
too. 


You can sell them in four grades and in 
any quantity from 1|0-lb. packages to 
1000-lb. bales. Let us show you how 
they will be a profitable product for you 
to handle. 


Aaron Ferer & Sons 
ST. LOUIS 


Branches in main 


industrial centers 


Kleen Kwality 
KLOTHS 
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How many belts that have come to your notice have lasted 12 
years and 4 months? 

And did you ever sell a belt that after serving 148 months 
brought the buyer a 10° 7 cash rebate? 

This is exactly what a Diamond Rubber Belt accomplished on 
this installation. 

Lasted 12 years and 4 months in service. 

Handled 1,300,000 tons of crushed rock. 

At a ton cost of only .00146. 


After which, half of the belt was still good enough to be sold 
for light conveyor service, at a price representing 20‘; of its 
original value—thus constituting a 10‘¢ cash rebate on the first 
cost of the entire belt. 
The superior service value of Diamond belts makes 
the line not only profitable but a permanent business 


X builder for the jobber and distributor. We shall be 4 
Y very glad to give vou full details on the Diamond J 
Se propositton, 


THE DIAMOND RUBBER CO,, Inc. 





oN Akron, Ohio 
. Atlanta Chicago Boston Dallas 
New York Philadelphia Kansas City 
Los Angeles Seattle San Francisco 
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YOUR CATALOG PROBLEMS 


Are Easily Solved 
Through Our Service 
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IF INTERESTED 
WRITE US 


© 
e/ 
THE CUNEO CATALOG SERVICE COMPANY 


2242 Grove Street Chicago, Illinois 








ver, 192¢ . 4 
December, 1926 ’, Sito TL: ni 
—— : ; ; ; 








ew 








**Hallowell’’ Steel 
Bench Legs _ have 
become very popu 
lar because they 
can be picked up 
from stock, ready 
for use and as they 
are rigid as rocks, 
give absolute satis- 
faction and cost lit- 
tle, no wonder they 
are ready sellers 











**Gast’’ Oiling Machines 
for loose pulleys will pay 
for themselves in a few 
months. Loose pulleys 
practically never wear 
| out, when equipped with 

he “Gast”? Ojiling Ma 
chine Oil twice yearly. 
Brings profitable repeat 
orders. 








**Pioneer’’ Steel Hangers, the 
original all-steel hangers, cost 
less to stock than any other and 
are now so well introduced that 
they almost sell themselves. 
Steady repeat business brings 
profits. 
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**Hallowell’’ Steel 
Collars are recog- 3 
nized to be the best i 
ore’ cece,” cecane This page lists the principal pro- i 
high polish and low ducts of the Standard Pressed | 
rice, explain thei Steel Company—each one a qual- 5 
ol dl ae ity product in its line. All these i 
items are consistently advertised | 
and therefore sell easier than ‘ 
competing lines. For complete j 
| descriptive circulars, please ad- i 
dress Box 3, at Jenkintown. ' 
i 4 
] 
a 
~“ ° 
i a ~ 
i ~ 
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X : 
we : 
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‘*Hallowell’’ Steel Bench Drawe **Unbrako” Hollow Set and Socket-Head Cay 
ny bench Dust-proof Pilfer-proc Screws 1 up under strains that wreck s 
Keeps tools whe belor and ir screw similarly tested Besides, 
that the t A si i products cost you and your cus- | 
etter fc en , tome les but net you more profit, and 
© that’s somet! to think about 








Standard Pressep STEEL 3. 


a 








Box 3, Jenkintown, Penna. 
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The Profit Stays in Your Pocket! 


The Jobber of Sidney-Built machinery does not spend his profit in ren- 
dering service. Whatever servicing is necessary is done direct between the 


buyer and our factory. 
i 
—— 


Machinery Lathes 





But that’s only one reason why Jobbers like 
the Sidney and Famous Lines. They make more 
profit because the discounts are larger. Selling 
price is no higher and often lower than com- 
\ every Sidney Lathe and Famous 
»t 





petitive make And what is more 


pe Woor 
orking Machine is guarantéed fo 


for lite 
The Sidney Line of Lathes and ~— Woodworking Machinery is com- 
plete from every angle Why not get our Jobbers’ Policy Address Dept 
The Sidney Machine Tool Co., Sidney, Ohio 

























F LON 20 years on the market without a complaint 
Jt ss f 


Uf Belts are like shoes—they need attention or else they become 
SH 





hard and cracky. Atlantic Belt Dressing being a high grade ar- 
ticle, so little is needed that the cost of keeping belts soft and 
pliable and making them wear longer is very small. We manu- 
facture three kinds—for leather, rubber and canvas belts. Also 
made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 
































INJECTORS 








600,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 


©Our wish for pou at this 
Christmas season and for all 


the New Dear 1S placements, together with an as- 
sured and proper profit to the job- 
lap all pour friends and ber through our established resale 


prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 


customers 


StaWarm 


STA-WARN “CORPORATION 














American Injector Co. 
DETROIT, MICH. 
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CORED and SOLID BARS 


PATENTED 
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A Good Name That Helps You 
Sell More Bearing Metal 


Finished bushing Bearings made of Bunting Phosphor Bronze 
are specified on the blue prints of thousands of manufacturers of 
machinery, because the mechanical trades have known and re- 
spected this metal for years. Why should you not offer bars of 
this same metal to your customer? Cored and solid bars of 
Bunting Phosphor Bronze are available in 85 stock sizes. Pat- 
terns for hundreds of other sizes. We have a good proposition 
for the mill supply distributor. Have you seen it? 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 
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THE WORLD'S 
STANDARD 





There’s a Reason WHY 


90% of the Machine 
Shops in the Country 
use 


Armstrong Tool Holders 


Aside from the fact that more and better 
work can be done with ARMSTRONG Tool 
Holders, shops prefer them because they: 


ALL Forging 


SAVE | 70% Grinding 


90% H.S. Steel 


Overwhelming preference like this reflects 
to the profit and good will of Mill Sup- 
ply Jobbers and Salesmen who push the 
ARMSTRONG Line. 


Your market for good toll holders is 
already developed. Give Shop Owners and 
Superintendents the Line they demand. The 
ARMSTRONG Trade Mark is your best 
Guarantee of Highest Quality of Material, 
Design and Workmanship. 


Write for Catalogue B-23, showing 
the complete ARMSTRONG Line 


with descriptions, sizes, prices, etc. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 No. Francisco Ave. 
CHICAGO, U. S. A. 
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Self Fluxing 
SOLDER 


SimpleSafe ? Sure 








Requires only heat 
















FLUX IN POCKETS 


KESTER Acid-Core SOLDER 


For general soldering and he: avier electrical work. Self 
Fluxing —* ‘Requires Only Heat.’ 
Standard size No. 3, about !'% inch 
in diameter, runs about 30 feet per 
lb. Packed on 1, 5, 10 and 20 Ib. 
spools. Special gauges 
also available. 





































Here is the small package of Acid Core Solder. So simple 
anybody can use it. Ten cans about !4 pound each are 
packed per carton. Ten cartons (100 cans) to the case lot. 


KESTER Rosin-Core SOLDER 


For very delicate electrical and radio work. Contains 
highest quality metals and 
rosin flux. Standard size 
about 3/32inchindiameter, 
runs about 50 ft. per Ib. 
Packed on 1, 5 and 10 Ib. 
spools and 18 in. sticks in 
5 Ib. boxes. 
Special 
=n ter 6gauges also 
__}_ available. 
KESTER Radio SOLDER 


(Rosin Core) 


Sure and Simple—approved by radio engineers. 





Safe, 
Harmless to the most delicate 


parts. Absolutely non-corrosive 
ilux makes low-loss 
joints. Ten cans 
ibout |, Ib. each 
percarton. Ten 
eartons (100 
to the 
case lot. 


cans 











~ CHICAGO SOLDER COMPANY 
| 4215 Wrightw ood Avenue, Chicago, U.SAe 


Ciishiaiors a nlite largest 
manufacturers of Self F eng Solder 
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Your hber Can Supply You 
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STANLEY 


Solid Woven Cotton 


B elting 
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The Solid Woven Belt that | 
Does Not Stretch 


From every practical engineering standpoint, solid woven cotton 
should be an excellent belt. 








4 It is pliable and has a grip on the pulley proven greater than any 
other belting material. 

é Cotton is extremely durable; it has tremendous tensile strength. 

: Unfortunately, cheap experimental types of solid woven cotton 

Fe belting were the first samples introduced in this country. They 


stretched—they disappointed users—they kept. stretching and 
stretching. All solid woven cotton belting got a black eye. 

It remained for the Stanley mills to introduce a belt would not stretch. 
Stanley Belting does not stretch any more than any other type of fine belting, One 
mall take up after a few hours running—and sometimes sccond take up later on 


the extent of the stretch 








long staple American cotton i: mpregnated with a dressing that 
prevents absorption of moisture and largely overcomes the feature of expansion and 
contraction due to weather. 





Thousands of Stanley belts are in service exposed to the full extent of atmospheric 





ations, to oil, dust, extreme heat and cold—they are giving full satisfaction and 
economy. There is no deterioration in storage. 

Stanley combines all desirable service features of good belting. Hundreds of new 

users are adopting it annually. Investigate now for your 1927 catalog Full in 





Irmation, discounts and small samples will be sent in prompt reply. 





— 





Stanley Belting Corporation 


13. N. Jefferson St 124 Adelaide St.. W. 320 Broadway 
CHICAGO PORONTO. ONT. NEW YORK 

























Southwark St... S. E. 1 
LONDON ENG. 
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No Need sa nee 
to Strain pik 


the Back 


APPLETON CAR MOVER COMPANY é 
APPLETON, WISCONSIN 


OUR POLICY 
is to sell 


through the jobber 


Copyright A.C.M. ¢ 
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| One Man Can 
Place the 
Heaviest Car 





ay 


P.O. Box 42 





The Famous ATLAS Car Mover 





Gears Tools and Other. 

[+ # Hardware 
Articles 

Cleaned of Scale 








RAPIDLY 
and DRYLY 








SAME SAND USED OVER AND OVER 


Sou 





an move about to efect 


Our ¢ omple le 


illustrated catalog tis free 
for the asking n 


Metal Goods of Every Kind and Description Should be 
Sand Blasted to increase Plating Durability 


The sand blasting process 1s fully treated in our catalogue. It improves 


your plating, making a surface to which the plate will adhere more 
securely and much more rapidly and so sand blasting saves time in 
plating, and improves your finish—very desirable ends you will agree 
This also applies to articles to be painted, sprayed, enameled or other- 


wise treated. Mat finishes of various degrees are quickly secured. 


LEIMAN BROS. 


AUTOMATIC, CONTINUOUS FEED 


SAND BLAST 


isa strongly built machine that lasts for many years, yet is not expen 
sive. It does the work with less effort and expense than all other 


makes. That's why the most discriminating concerns use this one 


No Dust Collector or Arrester Needed 


No expensive parts to wear out and require renewal. All parts are 
very sturdily made of common material and are very low priced to 


’ , 
replace. You can get them everywhere because they are in common 


use for other purposes. 


No chance 


of order— 


for this simply constructed machine to clog up or get out 


a common occurrence with higher priced mac hines 


23 WALKER STREET 
NEW YORK 


Vakers of good machinery for nearly half a century. 
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Jenkins Valves keep moving 
because the demand for 


them is constant. 


The demand is constant be 
cause thousands of engineers 
who have used Jenkins 
Valves and who have ex 
perienced their trouble-free 


service, have standardized 


Jenkins advertising appear 
ing in over 100 publications 
] 


reaches valve buyers in 


every trade and industry 
Wide circularizing and hun 
dreds of calls made daily by 
Jenkins 


service representa 


tives—these are further aids 
in keeping Jenkins Valves 


MovViINnG 


JENKINS BROS. 


80 White St. 

524 Atlantic Ave. 
133 No. 7th St. 
646 Washington Blvd...Chicago, Tl. 


New York, N. Y 
Boston, Mass 
Philadelphia, Pa 


JENKINS BROS., LIMITED 


Montreal, Can London, Eng 





Always marked with the "Diamond" 


enkins Valves 


SINCE 1864 











Sa, 
There’s A Whole Lot 
- 
In Knowing Just How! 
l Job 
Sa Other manufacturers are buying the same 
shi quality of material that we use: doubtless 
str; a few manufacturers have the same 
ar ay equipment and possibly there is at least 
long one other manufacturer in our line who 
thay has an organization that is as thoroughly 
den trained. BUT——There’s a Whole Lot In 
Sed Knowing Just How! 
an S 
Th Pressed Steel Shimmer 
We believe that in point of varied ex- 
perience in the manutacture of stampings 
of all kinds, including everything from 
pace heroic sized statues to tote pans. that this 
organization is unique. 
pei Se. 
uld be 
F Everything in the list 
nproves of items we make must 
‘ect de conform to standards Niaceata ail 
| agree of material and work- Posarimat Kettle 
hii manship that have es- 
tablished the 
nameof Mullins 
as leadersinthis 
industry. That 
list includes el- 
evator buckets. 
mere ladles. kettles. 
one melting bowls. : 
steel cuspidors. malay ewes 
ee tote pans, shop barrels. shipping barrels, 
riced to pressed steel wheels, battery boxes. auto- 
ere motive stampings. 
st Sarai 
Write for Catalog and Special 
Offer for Jobbers 
J MULLINS BODY CORPORATION 
102 Mill Street Salem, Ohio 
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Electrically Welded Chain with © 
IT , 4 [ C} f 9 9 twenty-five per cent greater strength at the 
wai;»i a 7en ey. weld. Because of its smooth outer surface 


it is adapted for use in plain sheaves of 





i any kind—and customers know what to 

| Once they've used a Cheney Hammer, nothing order when they send in their “repeats. 

| else quite satisfies tool users. THE COLUMBUS McKINNON CHAIN COMPANY 
' ) 

' Sales Office: Columbus, Ohio 

| ; — . Plants: Columbus. O. Tonawanda. N.Y. 

E rom start to finish, Che ney Hammers have the In Canada Uchinnon Columbus Chain, Ltd., St. Catharines, Ont 
' stuff that pleases *em—tool steel heads perfectly “Makers of the famous Dreadnaught Tire Chains” 


uw ” 
tempered; second-growth hickory handles that INSWELL ELECTRIC: WELD: 
have a real grip; and a “hang” that’s right. CHAIN 


For over 90 years men have seen Cheney Ham- 5% nn 
if 

& | 

) ae " L | 

Ww sie, 
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Hammers. * 
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mers stand up under a world of battering. That's ff ' 


why men who know tools ask for Cheney y 4 
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Flexible Steel Lacing Company 
1638 Lexington st., Chiengo, U.S.A, 
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Look for this 
Trade Mark 


39 










Look for the W" 


that means ‘well-made’ | 


ACK of, as well as on every 
GENUINE Williams 
“Vulcan” tongs stands the Wil- 
liams mark of quality. All tools so 
branded are positively guaranteed 





and have been for over a genera- 
tion. That’s one reason it’s so easy 
to sell Improved “Vulcans.” 


Reversible, double-ended jaws 
mean practically “two tools at the 
price of one.” The proof-tested 
and CERTIFIED Chain assures 
dependable service and absolute 
safety to the operator. Nine sizes 
for 1g” to 18” pipe. Write for new 
catalog. 


Pry the new No. 15 1 2 for 16” pipe 


J. H. WILLIAMS & CO. 


‘“‘The Wrench People’’ 


New \ ork 


BUFFALO 


Chicago 


GENUINE 





IMPROVED 
CHAIN PIPE TONGS 
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In 1864 lhe entire worlis supply of lwisl drtts 
came from lhe case shown tnlhe mserl belour 


TO MEET Yow NEEDS TODAY 
MILLIONS Of High Speed and Carbon Twist 


Drills, Cutters, Reamers, Taps and Dies 


ARE CONSTANTLY MOVING THROUGH THIS 
UP-TO-DATE STOCK ROOM 


~ gece 
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THE CAPACITY OF THE TRUCK IN 
: aa eras 2 ; THE FOREGROUND IS GREATER 
/ i <a Rea , "1 THAN THAT OF OUR FIRST STOCK 
; ieee ae ROOM SHOWN IN THE INSERT. 
i 
| 


YOUR GUARANTEE 
that we are prepared to fill your orders promptly . 


TWIST DRILL & MACHINECO. 
NEW BEDFORD, ,MASS.U.SA. 


The enormous stock shown above, in part, is / 
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“Cyclone” High 
Speed Hand 
Chain Hoists Y% 
} to 12 tons style 


“Matchless” 
Frame Trolleys 
ton sizes, 
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Adjustable 


Y% to 40 


“C-M”" 
Low 

Head- 
room 
Hoists 
One of 
many 
fvpes. 
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‘OVERHEAD MATERIAL 
HANDLING EQUIPMENT 








HE increasing demand for cost-saving, time-saving, 

strength-saving material handling machinery is in- 
creasing the market for ““C-M” Overhead Material Hand- 
ling Equipment. The numerous possible combinations of 
“C-M” Material Handlers offer exceptional sales oppor- 
tunities for distributors of the “C-M” line. 


“C-M” Engineering Service is organized to determine 
the correct combinations of “C-M” Material Handlers to 
meet standard and special requirements. Backed by this 
definite assurance of practical co-operation, every “C-M” 
distributor secures and holds the confidence of prospec- 
tive purchasers. The “C-M” policy is based on 


‘‘FACTS to show YOU a way to MORE PROFIT!’’ 
This policy applies to both “C-M” distributors and ““C-M” 
purchasers. 

The “C-M” products illustrated on this page are a few 
members of a complete family of Overhead Material 
Handlers. Information pertaining to the complete line 


and your profit-making opportunities will be furnished 
gladly upon request. 


THE CHISHOLM-MOORE MFG. COMPANY 
CLEVELAND, OHIO 
Branches in New York, Chicago, Pittsburgh 


Agencies in All Principal Territories for Prompt Service 


OVERHEAD 
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““Cyclone’’ High Speed Hand 


Chain Hoists. 16 to 40 ton 
style. 


“Cyclone’’ Hoist connected 


to “Matchless 


’ Troliey. A 


famous combination. 


“C-M" Electric Hoist. All 
types and capacities for 
every condition. 
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When you’re “20 Miles from 


Nowhere” on a “He” job—you'll surely need 


WILLIAMSPORT 
WIRE &'" ROPE 


; 
Because: You'll want to know the tensile strength of the wire | 
; 





rope you're using. 


Williamsport—alone—gives you this proof. 

That’s why “Monighan Walkers” are equipped with William- 
sport Wire Rope. Able Engineers declare that taking chances on 
any part of their equipment particularly on isolated jobs is poor 
business efficiency, to say the least. They just won't do it. Others | 
must go through the bitter experience of a tie up or accident to 

be convinced. 

Most manufacturers of good machinery on which Wire Rope is 
a part of the equipment use Williamsport for your protection. 


Your safety is paramount to a slight difference in cost in the 
minds of these manufacturers. 


WILLIAMSPORT WIRE ROPE COMPANY 


Main Office and Works Gen’l Sales Offices 
Williamsport, Penna. Peoples Gas Bldg., Chicago 
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CLEVELAND 
NEW YORK-CHICAGO-LONDON 


‘T_ BAI) Twist Drie 
<_< COMPANY 
. 1 


TRADE MARK REG. U S. PAT. OFF. AND FOREIGN COUNTRIES 


Manufacturers of 
Carbon and Cle-Forge High Speed Drills for every purpose; “Mezzo” Super-Carbon Drills; 
Hand, Jobbers’ and Shell Reamers; “Peerless” High Speed Reamers; “Paradox” Adjustable 
Reamers; “Quick-Set’? Reamers; “Spirex’’ Machine Taper Pin Reamers; Chucking Reamers 
for Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; 
and the “Ezy-Out”’ Screw Extractor 


Famous Names 
/ Ne ” ‘ 
CLE*PORGE “S240 GR ~Ay, “ ; 
, ’| Bulldog — 
| Grit 
RIT in the | 
bulldog | 
makes him the 
master of his | 
| kind. Hesticks | 
| totough tasks — 
Se —and finishes. | 
zy- oN Li” = 
eZur ™ P ae That same fac- 
~ | tor makes the | 
= superior small | 
_, — tool. | 
SpifeX) $e i 
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SELL THE CAN OF 
UNUSUAL USES 


Purchasing Agents prefer Witt Cans be- 
cause the longer they use them the more 
uses they find for them. 


Witt Cans are used for refuse and ashes; 
Witt Roller Cans for storing and moving 
small parts, oils, etc.; Witt Pails as tar 
buckets, ice buckets, mud buckets, etc. 
You find them giving unusual service 
everywhere and proving our guarantee to 
outlast three and more of the ordinary 


kind. 


The rugged construction and customer sat- 
isfaction of Witt Cans and Pails are build- 
ing business for others—why not get your 


share? Write today for catalog and prices 


—you ll be glad you did. 


The Witt Cornice Company 
2119 Winchell Ave. Cincinnati, Ohio 
Manufacturers of 


ww 


as NO OS Latta) ated 


Wihilh 


CORRUGATED 
*CANS and PAILS 
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ETTER babbitt than Genuine 


‘““A’’ doesn’t exist. It is the 
perfect result of a half century 
experience in metal making. 
Send us a trial order and we'll 
prove it to you. 


Premium Quality at Ordinary Price 


FF bd I 
a a ag’ 


Eagle ‘‘A’”’ is a 
premium quality 
babbitt at no more 
cost than the 
ordinary. 
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HOYT 








HATEVER you do, don’t just 
take our word for it when we 
tell you that HOYT Solder is 


far superior. Try it and prove 
to yourself that what we say 
is true. 


Send for FREE Booklets 


Let us help you solve your solder and 
babbitt problems. 


Send for free Booklet I 


HOYT METAL CO. 


St. Louis 


New York Chicago 








Detroit 
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Are You ina Position to Supply 


Bonney *CV 
Chrome Vana- 


dium Wrenches? 
Master Mechanics 


everywhere are us- 

ing Bonney *C. V. 

Chrome Vanadium 
Wrenches 


CAL ts a Bonney Trademark 
registered in the U.S. Patent Office 














\ il ( tered August 11, 1 


- Set No.25 
BONNEY \ e Contains six *“CV” Engineer's 
‘om ™ _ 


type 15 degree angle wrenches 
with 12 different openings from 
¥"' to 1”. Price, east of Missis- 
sippi $6.85 without Leatherette 
Roll. $7.85 with Roll. Canadian 
and Wester prices slightly 
higher. 








Bonney Chrome Vanadium Wrenches 
are standard among good mechanics and 
even though you carry a line of ordinary 
carbon steel wrenches, it will pay you to 
handle also Bonney high quality wrenches, 
a demand for which has already been 


GH ROBIS | . established and is rapidly growing. 


Write for our attractive Jobber proposition. 


Bonney Forge & Tool Works 


Allentown, Pa. 


Mukers of Special Service Wrenches of Chrome Vanadium. 
Carbon Steel Drop Forged Wrenches. Pipe Wrenches, Vises and 
Drop Forgings and the Bonney Rim Tool. 





Patents Pending) 
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~ Make that j joint 
«| per — tight! 


sven ne nomane Send as tne 
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N a gasket, it is the material that 

counts; the time and labor of 
Ee" cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. . 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 














Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphi- 
Pittsburgh St. Louis San Francisco 
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AN IMPROVED PIPE 
FOR MILL AND MINE 


Here is a product that represents the highest development in the art of pipe manu- 
facture. Made by the largest organization in the world devoted to pipe making; 
under expert supervision, by skilled workmen and modern mechanical methods. 
Butt-weld sizes 1 to 3-inch are subjected to a special patented process to remove 
the welding-scale from both interior and exterior of the pipe—this process result- 
ing in five outstanding advantages. Briefly, they are: Clean, Smooth Surfaces, 
forming a better base for galvanizing or other protective coatings—Full Delivery 
Capacity, less friction loss because there are no obstructions to the flow—No 
Clogging of Valves or Small Orifices because there is no scale in the pipe to break 
off—Minimized Corrosive Tendencies, particularly pitting—-and Greater Strength 
at the Weld. due to the additional rolling the pipe receives. We will be glad to 
tell you more about the advantages of Scale Free Pipe for use about the mill 


and mine. Ask for a copy of “NATIONAL” Bulletin No. 7. 


NATIONAL LUBE COMPANY 
Frick Building, Pittsburgh, Pa. 
DISTRICT SALES OFFICES IN THE LARGER CITIES 


Only “NATIONAL?” Pipe Is Made by the SCALE FREE Process 
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a new die stock with a 
generous profit margin. 








The Oster No. 44 Receder. 


A big, powerful, clean cutting 
tool that pays you bigger divi- 
dends on every sale. 


ern EY RS CRN 


Readily adjustable for over, under 
and standard threads. 


A simple rotary movement 
provides the important feature 
of adjustability. Easily ad- 
justed to cut either deep or 
shallow threads. 


Universal guide, gear reduction 
and ratchet attachment insure easy 
threading. 
One man can cut up to 4-inch 
pipe with its narrow, sharp- 


rake dies, correct gear reduc- 
tion and ratchet handle. 


Your letter head will bring full 
details of this money maker. 


The Oster Manufacturing Co. 


Manutacturers of the most complete line 
of pipe threading equipment in the world. 


2087 East 61st Place Cleveland, Ohio 


OSTER 


pee ema 
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For Safety and Economy 


POWELL 


specif y 








Bronze, Iron, and Steel 
globe, angle, cross, check, 
and gate valves—a valve 
for every purpose — as 
well as lubricators, oil- 
ers, grease cups, whistles, 


Fig. 110 
Bronze Regrinding 
Globe Valve 


water and oil gauges, ap- 
proved fusible plugs, and 
a most complete line of 
engineering appliances 
comprise the Powell line. 


Standard in quality, dis- 
tinctive in design, finest 
of workmanship, and 
truly finished products, 
thoroughly inspected and 
rigidly tested with more 
than eighty years of con- 
tinuous development for 
longevity and economy in 
service. 

Fig. 444 


Iron Body Rising stem 
Gate Valve 


THE 
WM. POWELL 
COMPANY 


2521-2531 
Spring Grove Ave. 


Cincinnati, Ohio 


Fig. 150 


Bronze Composition 
Dise Globe Valve 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 






























ic FOUNDED IN 1910 BY ELMER CRAWFORD 





——SS===2—__ 


















Vol. XVI 


DECEMBER, 1926 


No. 12 
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CHICAGO 
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FOR THE SIXTEENTH TIME 

Before MILL SUPPLIES reaches you again the 
vear Nineteen Hundred and Twenty-Seven will be 
several days old, and there is hope and confidence 
that his great family will be not only pleased to 
ereet him, but assured that he will be the greatest 
vear-kid that has ever appeared to cheer the hearts 
of his sponsors in the United States of America. 
His health seems assured, with a glorious back- 
ground and an environment that cannot be im- 
proved. This is only preliminary to wishing you a 
very Merry Christmas and a Happy and Prosperous 
New Year. To those with whom MILL SUPPLIES 
has had business contact, and to those yet to give 
us that pleasure, this annual message is presented 
for the sixteenth time, and never more sincerely and 
whole-heartedly than now. 





AS TO A SINGLE ASSOCIATION 

In our November issue J. H. Williams presented 
a plan for a single mill supply association, embrac- 
ing both manufacturers and distributors in the 
three associations now covering the field—the Amer- 
ican, Southern and National. Mr. Williams had in 
mind an executive head with almost absolute power, 
the individuality of the trio to be preserved by 
leaders with vice-presidential or some other subsid- 
iary title. The principal idea was to avoid troubles 





engendered in the selection of time and place for 
the annual convention. We see the associations op- 
erating sometimes as a trio, and for the last two 
years in solo and duet formation, the National tak- 
ing the solo part. 

That all interests should meet more or less har- 
moniously once a year is agreed on all sides. The 
general idea is and has been that some way must be 
found to bring the three associations together, each 
maintaining present alignment and functions. It 
can be done, of course, but the method must be left 
to the officers, executive committees and advisory 
boards of the associations. Every individual mem- 
ber has ideas on the subject, and is able to make 
more or less forceful presentation of these ideas 
orally or by the written word. MILL SUPPLIES 
last month invited him to pass along his views, with 
a promise to broadcast replies to a supposedly anxi- 
ous public. Some have already done so, but a ma- 
jority state their communications are not for publi- 
cation. 

In this issue will be found a second letter from 
Mr. Williams, enlarging on his theme, and making 
clear some points that he fears MILL SUPPLIES 
did not understand. It might be well to say that 
comments made by the editor on the plan were not 
called out by lack of understanding, but failure to 
believe that the plan in its entirety ever could be 
worked out successfully. 





REASONS FOR BUSINESS CONFIDENCE 

The financial, commercial and industrial interests 
of the United States, in the aggregate, were never 
more soundly prosperous than now, as the year ap- 
proaches its close. There is nothing in sight that in- 
dicates the probability of happenings to prevent 
this country going into the new year with general 
business in the most satisfactory condition it has 
ever known. No thoughtful person overlooks the 
effect on the south of a superabundant cotton crop, 
most of it to be marketed at a price far below the 
average. Experts say it is being moved at a loss, 
and there is no doubt of the serious curtailment of 
the purchasing power of the one crop planter. 

Regardless of that, the general prosperity of the 
country is evidenced in many ways. The most def- 
inite of these is the fact that October steel produc- 
tion was the largest in history, and that car load- 
ings of revenue paying freight for the last week 
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isfactorily, and the lower the cost to the user, when 
not accompanied by wage reductions and unemploy- 
ment, the better. Decreased costs and lower wages 
for the worker are no longer linked together. 
There are still a lot of people capable of being 
moved by two statistical jokes appearing regularly 
in all publications. 
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who are interested in selling their output to other in- 
dustries through the distributor, rather than by 
maintaining branches and warehouses everywhere 
and selling direct. Not one of these organizations has 
the membership it should have, and in addition 
all have too many members who but infrequently at- 
tend conventions, and when they do attend take no 
active part in the proceedings. 

All these manufacturers and distributors organ- 
ized for a serious purpose, and have 


accomplished a 
lot Ol 


but as a result of failure to unite ag- 
push across the line various reforms 
agreed on as desirable or necessary, have failed to 
Many, unfortunately, are too modest or lack 
the streneth to make a real fight for what they may 
be convinced should be done to better certain condi- 
tions affecting their branch of the industry. Prac- 
tically every supply house in the country complains 
that it is compelled to sell a lot of items that seriously 
cut into net profit. The question naturally arises, 
really necessary to stock and sell unprofitable 
items or unprofitable lines? 
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which not only answer broadly in the negative, but 
declare they make even pipe and fittings carry a per- 
cent of profit equal to their average cost and profit 
schedule. The that in their particular 
localities there is at least something in the air that 
induces them all to demand a price that always shows 
if they can do it, 
on the Sherman anti-trust law and the de- 


answer is 


a living profit. so can you, and 


Still smile 


partment of justice at Washington. That other fel- 
low, now blamed for all the trouble, might be in- 
duced to sing a very melodious song if you would 


only adjust your dials to his particular wave length. 
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my is swept before the attack. In its disorganiza- 
iia Ol is beaten, driven back, perhaps almost anni- 
hilated. 

Compare this wv ith the army that advances 1n or- 
derly fashion, making sure that communications are 
established with the rear, being certain that the 
inits side bv side are properly aligned, stopping now 
ind then, even dropping back in places if necessary 
to see that perfect organization is maintained, and 
ever keeping a sharp outlook ahead to avoid pit- 

| falls. What if the enemy does receive reinforce- 
ments? What if he does push the pursuers back a 
bit? The latter are well organized. It may be to 
their advantage to retire to positions where they 
may hold most of the ground they have gained. 

In the rout of the first army we see “depression,” 
n that of the second “recession.” And so with busi- 
ness. A wild boom usually results in pronounced 
depression, or even panic. On the other hand, 
where a sound, conservative business movement has 

| been in progress, its leaders usually have things well 
enough in hand, so that when there is a lull, it is ina 
position to withstand shocks, though compelled per- 
haps to realign its front or retrench a bit here and 
here Judging by the effects of the Federal Re 
erve syste! hus far produced, the lessons learne 
n the depression that followed the post war boo 
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est competitive policy. They build for permanence 
and security in the commercial world. Competitive 
selling has by no means entered upon an utopia. Dis- 
honest competition still exists in the relations 
tween some manufacturers and distributors, and be- 
distributors But 
Andrews may be assured that business men rely on 


be- 


tween some themselves. Gen. 


selling methods more adequate than liquor-induce- 
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in 


wise to promote business 
the buyer, in a competitive field of his 


ments. They are too 


that way, and 
own, is so eager to secure the superior product that 
he will not jeopardize his chances of getting that 
product by encouraging the salesman to bribe him 


by liquor or cash. 





THE PRICE CUTTING EVIL 

Complaints of price cutting by both mill supply 
distributors and manufacturers are heard frequent- 
ly. The margin of profit of the distributors of mill 
and kindred supplies is already too small, we are 
told, without making them smaller by ruinous com- 
petition. 
The problem of price cutting by distributors is 
discussed forcibly by H. T. Wagener, sales manager 
James McGraw, Inc., Richmond, Va., in this is- 

of MILL SUPPLIES. Mr. Wagener tells how 
his company meets the situation produced by price 
of 
articles carrying reasonable margins of profit and 


through pushing specialty items. 


of 


sue 
cutting, through contests for salesmen on sales 


By means of this 


plan the company has been able to hold up its pro- 


ts. Nevertheless, Mr. Wagener subjects price cut- 


oun severe indictment. 
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VASTER THE TWELVE POINTS 





tegardless of the distributor's opinion of the 
points brought out by Mr. Gattshall in the article, 
Fhe Distributor’s Place in the Industrial Picture,” 
the November issue of MILL SUPPLIES, he and 
sO ion may well benefit from the twelve 
Ponts — ¢ phasiz hy ak value of the distributor, 
1¢ Vell a ne Col US1O}1 } l ele 

If it is true that the tendency is toward buying 
directly from the manufacturer, which is a conelu- 
s10n rived by Mr. Gattshall following his 
ewspaper survey and the National Association's 
juestionnaire to member houses, then it is up to 
he distributor to see that members of his organiza- 
tion are ready to prove the fallacy of arguments in 


buying. He ean best 


prepare them 


to fight by fortifving them with convincing argu- 
ments. It would be well for distributors to absorb 


the twelve points and to see that their salesmen and 
the other members of their organization do likewise. 
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Our Distributors Wrote This 
Advertisement 


For the past year our distributors have given you on this page every 
month, business facts concerning the Mechanical Rubber Company. 
Summarized, here is what they say: 


1. That the quality and value of Mechanical Rub- 
ber Goods consistently wins new consumer 
friends and secures repeat orders. 


2. That the sales assistance and missionary effort 
which this company gives to distributors is con- 
spicuously effective and constructive. 


3. That the Mechanical Rubber Company’s 
prices make the distributor a competitor in a 
competitive market, thereby insuring a legiti- 
mate and satisfactory profit. 


4. That the Mechanical Rubber Goods Line of 
this company is the most complete on the mar- 
ket, thus insuring the sale of more items. 


5. That the policy of this company of selling only 
to distributors, backing the distributor in every 
reasonable and practicable way, is a sound, 
friendly, constructive policy. Business rela- 
tions are happy and congenial. 


Distributors themselves have written these facts about The Mechanical 
Rubber Company. That is why they are of special interest and signifi- 
cance to supply houses. Write us for further information about The 


Mechanical Rubber Company's policies. 


THE MECHANICAL RUBBER COMPANY 


Cleveland New York 
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W.M. Pattison, Leader in Trade, Passes Away 


Founder of The W. M. Pattison Supply Co., Cleveland, and a Past Presi- 
dent of National Association—Warm Tribute from Business Associates 


Wallace Macauley Pattison, founder and president of 
The W. M. Pattison Supply Co., Cleveland, one of the 
outstanding figures of the mill supply trade, a past presi- 


dent of The National Supply and Machinery Distributors’ 


Association, and a director of The National Pipe and 
Supplies Association, died late Tuesday, November 16, 
following an illness of four months, the 
paralytic stroke. He was 68 years of age. 

Mr. Pattison was born in Cleveland, March 5, 1858, 
one of the second generation of Pattisons to be born in 
that city. He was graduated from the Central high 
school in 1876 and entered the employ of the New York 
Central railroad. Five months later he left to take a 
position with the George Worthington Hardware Co., 
and was a director of that firm in 1897 when he resigned 


result of a 





The 


Late W. M. Pattison 


to torm The 


W. M. Pattison Supply Co., with several 
former associates. 


With Mr. Pattison when he founded 
the company were W. H. Smith, A. C. Vaughn, C. E. 
McCombs, Arthur Jones and P. O. Boylan, and all of 
these men, with the exception of Mr. Jones, who died 
several years ago, are still with the firm as executives 
and part owners. 

Although started as a small firm, The W. M. Pattison 
Supply Co., under the leadership of Mr. Pattison, pro- 
gressed steadily until it has become a million dollar 
corporation. Mr. Pattison, as a result of great ability 
and untiring energy, early became a leader in the mill 
supply and machinery trade of the country, highly re- 
spected and loved by all those in the industry with whom 
he came in contact. He was the third president of the 
National Association, holding that position for two terms. 

Mr. Pattison civic and business leader of his 
community. He was president of the East Cleveland 
commission from its inauguration under a new charter 
in 1918 until the time of his death, although it 
he never sought an office. 
foregone conclusion. 
Cleveland was unique. 


Was a 


is said 
Unanimous re-election was a 
His position in politics in East 
IiXvery year he tendered elective 


and appointive officials a banquet to promote cordiality 
in the officialdom of the little community. 

“Other city officials might become vexed and excited 
over the problems of suburban government, but Pattison 
was always calm and cheerful,” the Cleveland Plain 
Dealer stated. “He spent many long night hours settling 
difficulties at the city hall that younger men would have 
given up as too hopeless or too petty.” 

He was known as a friendly man. It is said that he 
had more friends among persons from every station in 
life than anyone in Cleveland. His friends state that his 
success in business and civic positions was an outgrowth 
of his character. He possessed a genius for organization 
and for making and keeping friends, and his associates 
in all the branches of his activity will feel his loss deeply. 

Mr. Pattison was a past president of the City Club 
and the Cleveland Association of Credit Men, a director 
of the Chamber of Commerce of Cleveland and of the 
Guardian Trust Co., Swartwout Co., Ohio Body Co., and 
a number of savings and loan companies, and was a mem- 
ber of the Union club. 

Mr. Pattison was united in marriage to Miss Dora M. 
O’Marsh in 1882. He is survived by his wife; Charles, 
a son; Mrs. Mary Nau, a daughter, and John Pattison, 
a brother. 

Public funeral services were held Friday afternoon, 
November 19, in the Windermere Presbyterian church, 
East Cleveland, at 2:15 o’clock, while family services 
were held in the late home, 1850 Mount Union avenue, 
East Cleveland, at 3 o’clock. Burial was in Lake View 
cemetery. Pall bearers were the eight men who were 
associates of Mr. Pattison longest in The W. M. Pattison 
Supply Co., as follows: Harry T. Thompson, William 
Kelly, Evan W. Jones, A. C. Vaughn, C. E. McCombs, 
Frederick C. May, P. O. Boylan and William F. Miller. 

There follow tributes from many friends and asso- 
ciates of Mr. Pattison: 

After attending the funeral of our beloved friend, W. M. 
Pattison, of Cleveland, I give you herewith my humble tribute 
to this dear departed. 

“His life was gentle and the elements 

So mixed in him that Nature might stand up, 
And say to all the world; 

This was a man.” 

Wallace M. Pattison and I were very good friends for at 
least twenty-five years. His superb character and constant 
interest in the welfare of his host of acquaintances endeared 
him to many. 

His genial disposition, like the sunshine, made him welcome 
everywhere. His code of business ethics helped materially 
to establish a higher standard and improved conditions in 
the supply business and kindred industries, and those in the 
business will ever be grateful for his constant and untiring 
efforts in their behalf, and will revere his memory. The 
sorrow of his family and associates will not be more keen 
than that of his many Puchta, president 
The Queen City Supply Co. 


Triends.—George 


To one who has been intimately associated with him for 
many years the death of W. M. Pattison comes as a real 
personal bereavement, and leaves a void of great proportions. 

An outstanding character in many walks of life, whose 
ethies were real and appeared in his daily business life, with a 
high sense of the rights and privileges of competitors and 
of the necessity of dignifying the business in which he was 
engaged, such a man was he. 

He gave to every interest with which he was identified 
his very best, giving unselfishly of time and talent to pro- 


(Continued on Page 573 
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Che Joundation of Your 
i; HE third essential in the founda- Machinery Profits 


tion of machinery profits for Mill 
“= Supplies dealers, is national adver- 
tising. 


National Advertising helps build pres- 
tige—-it lessens sales resistance, and it 
































paves the way for the salesman’s story 

by answering the preliminary questions 
asked about an unknown product such as, National Advertising 
“Who makes it?” “Are they responst- aahie Cilicia: te Cad 
ble?” “Who uses it, and what does it do?” 2 
Advertising, unsupported, does not make 


) 
sales, nor is it intended to make sales, Prestige of Product | 


but properly backed up by intelligent sell- 
ing, it reduces selling effort and expense 
| and makes possible a more complete and 
frequent coverage of your local markets 














than would be possible even with 
a large and high-priced sales 


m ° force. 

| Dodge delivers its message | 

n Dodge has overlooked no factor 
lo the Presidents and Directors in its selling program. They 
| of Industry recognize two factors as enter- 
| - ing into the sale of Dodge equip- 
ment; the recommending factor, 
+ and second, the approving fac- 


tor. Presidents and directors of 
industry are important factors in 
the sale of large orders. Dodge 
reaches them through Colliers,’ 
System and Nation’s Business. 
All three have been selected for 
their executive appeal. All of 
them exercise a great influence 
upon public opinion and are read 

— by the men who either originate 
audi ae or approve your order for Dodge 
products. 
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Through these publications Dodge is giv- 
ing the general public a complete story 
of its facilities, 
which represent the added value in the 


experience in service, 


name Dodge. 


The series of Dodge advertisements ap- 


pearing in the three magazines of general 


circulation, has been de- 


clared the most dramatic 11 


Che most dramatic 
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appears, and leave its with 


certainty. 


message 


Dynamic in their sales influence, convine- 
ing in their wording, these advertise- 
ments carry home to the people you are 
anxious to impress, the reason why there 


is added value in the name Dodge. 
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Through them the Dodge ~ ‘ee 
: : ; pe rm 
story is logically unfolded history of the Indusiry _ af aor 
from month to month. «u7O 
Each idea is conveyed by pour ba | 
means of a powerful presen- 2 DODGE 
aia tation, which, with the size 
| of space used, insures that 
} ; ; 2 
it will stop the readers oi 
S ; a ‘ 
the magazines in which it 
9 
J Distribution 
i, Fifteen District Sales Offices 
located in Chicago, Milwau- 
¥ kee, Minneapolis, Cleveland, 
" Cincinnati, Oneida, Boston, 
; Philadelphia, New York, 
yf Newark, Atlanta, St. Louis. 
n Houston, San Francisco and 
: Portland cooperate with 500 
in leading mill supply and ma- 
’ chinery dealers in making 
Dodge service immediately 
>. available to industry . 
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16 “ Black Bird’’Floor 
Brush. Made of pure 
black horse hair 
staple set Size 14° 
wide. A high grade 
brush. 


— 2 oe ce aon 











_ BetterWearing Brushes 


530 Floor Sweeping Brush (Old 
Faithful’’). Made of special mixed 


hair body—hith grade horse hai, = | QP Every Floor and Bench Use 


wnt: 
Factories, garages, stores, public institutions, 
office buildings—every place where floor and 
bench brushes are used, can reduce brush ex- 
984 Floor Brush | Designed for penditures with the longer-wearing qualities of 
pounds. A stiff fibre center Osborn Brushes. 


gives cutting effect and body to 
the brush. The casing, made 
from extrastiff pure black horse 


hais. picks up fine dirt. Widths Osborn, during its 30-year brush making ex- 
perience, has scoured the world for better-wear- 
ing brush making materials. 


The result is, that Osborn brushes, in addition 
to being designed in shape for each particular 





GOO “See ii Penew timed job are also built of the very best materials for 
Made of selec a a Fibre- : 
peed wh ss yd Ba pre that job. 


and ends makes sweeping faster 
-very good for factories, garages 
side walks orany heavy duty work 


Brushes bearing the Osborn trademark can be 
counted on for better and longer-wearing service. 





Tit OS0RN MANUFALTURING LOMPANY 


399 Factory Bench or Machine acai its 


Duster. Made of grey Tampico 5401 Hamilton Ave. Cleveland, Ohio 
Fibre—staple set Length of fibre 


2” —overall length 10° 









421 Counter or Bench Duster 
Made of Mixed Grey Hair 
taple set. Lenéth of hair 2%” 
»verall length 8” 


981—Counter or Bench Duster 
Made of pure Black Horse Hair 
staple set. Length of hair 2'/) 
verall length 8 A moderate 
ice brush for household or 

» use 


A BETTER WEARING BRUSH FOR EVERY USE 


aR IN E> Lar 














1926 December, 1926 
(Continued from Page 5.3) 
s\ mote the common good and to raise to the highest possible 
level the business in which he was so greatly interested. 

He probably enjoyed the largest intimate personal ac- 
quaintanceship of anyone in his line, and, as a leader of 
great ability and wisdom, did more to bring about stability 

= and satisfactory returns on certain lines than anyone of 
whom we have knowledge for the last twenty years. 
a I am sure that to many, both manufacturers and distribu- 


tors, his death has come, not only as deplorable from the 
viewpoint of the industry, but also as a great personal loss. 

He has left a heritage that will be prized by many of us 
through all our remaining years.—George D. Mellvaine, sec 


retary The National Pipe and Supplies Association. 





I am distressed to hear of the death of my dear friend, 

Wallace M. Pattison, of Cleveland. Not knowing that he had 
been ill, your letter came as a distinct shock. 
Mr. Pattison was a man of exceptional ability, and his 
| life will be an inspiration to all who have been associated 
} with him. No one could come in contact with him without 
| being affected by his friendly smile and his lovable disposi- 
tion. 

By the death of Mr. Pattison The National Supply and 
Machinery Distributors’ Association suffers a grievous loss, 
as he had been one of its most active and energetic supporters. 
While naturally the greatest part of the loss will be felt 
by his family and immediate associates, yet the death of 
men of his type means a loss to the whole community and 
to the business world. 

There was in 





him a kindness of word and deed 
the everlasting regard of those whose privilege it 
work with him and the respect of all who knew 
Charles Bond, pre side nt Charl S Bond Company. 


that won 
Was to 


him.- 


The death of W. M. Pattison will be a very severe loss 
to the supply business, as well as to his own business and 
associates at home. 

He was a natural born leader, and had been very instru- 
mental in placing at least a part of the supply business 
on a better basis than it had been for years. He believed in 
co-operation and the conduct of business along ethical lines. 
We will all miss him greatly, especially in our association 
vork, where I had the honor of coming in contact with him 
at least once or twice a year.—WW. J. Radcliffe, president The 
BE. A. Kinsey Co. 


Wallace M. Pattison was an unusual 
industrial life, genial and whimsical, with a 
feeling of kindliness for almost everyone in the world. 


easily, and so far as I know 


figure in both ou 
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His industrious application to his business brought h 
in contact with a great many people in Cleveland and 
throughout the country, and they all have a very keen sen 
of personal lo in his death.—H. W. Strong, treasurer The 
Strong, Ca le & Hammond Co. 

I just returne ‘rom attending the private funeral of our 

itual friend M. Pattison. There was both a_ public 

ia private funeral, and the esteem which held 
own by the one hundred or more friends who came 
from all parts of the country to pay their last respects. 

Words cannot expre my love for Mr. Pattison He had 
pee! ociated th me fo the i dozen yea He wa 

ead kin ind courteous, and never in my ] 
‘ erence | | | oO ot ivone 
It f; , heritage o oO 
nd fa ? leave r 
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I e just returned from attending W: ce M. Pattison 
fune il n Cleveland Only those who ere n attendance 

appreciate the great esteem 1n hich he i i by a 
friends. There were men from all parts of the United 
States. The industry has lost a real asset 1 e passing of 
Mr. Pattison, and the National Association one of its staunch- 
est friend B. H. Ackles, president The National Suppl 
E ) Vachinery Distributors’ Association. 


en NS ae Lal (ORE ARS PC EE A Ure 


I am just in receipt of yours of the 18th, advising of the 
death of our friend, W. M. Pattison, of Cleveland. Surely 
this is a great loss to the mill supply industry. It was a 
privilege to know W. M. Pattison, and to know him was to 
enjoy his friendship in the fullest sense. His passing’ is 
an irreparable loss to the industry and the mill supply asso- 
ciations which so often brought us together.—Joseph M. 
Hottel, vice-president Delta File Works. 


I enclose copy of a general letter sent to all the members 
of the National Association announcing the death of Wallace 
M. Pattison. 

Mr. Pattison was beloved by all who knew him, and he 
will be greatly missed, not only by his associates in Cleveland, 
but by the trade throughout the entire country. Wallace M. 
Pattison was a big, broad and generous man—and an 
exemplification of the highest type of American business 
man.—Geoi ge A. Fernley, secre tary-treasurer, 


To Members: It is with deep regret that we advise you 
of the passing away of W. M. Pattison, president of The 
W. M. Pattison Supply Co., Cleveland. 

Mr. Pattison was the third president of our association, 
and since the formation of the organization had been one 
of its most active and energetic supporters. 

Wallace M. Pattison was a firm believer in the value of 
co-operation, and he was tireless in his efforts to improve 
conditions surrounding the distribution of supplies and ma- 
chinery. 

It is unnecessary to state that the name of Mr. Pattison 
will be long remembered by the members of our association, 
and that in his passing away we have all lost a faithful, 
loyal friend.—The National Supply and Machinery Distribu- 


tors’ Association. 


It is with deep regret that I learn of the death of W. M. 
Pattison. He was a fine gentleman in every sense of the 
word—a man of exceptionally strong character, and those 
of us privileged to know him are all better off for association 
with him and the opportunity to absorb some of his many 
sterling qualities —Jrving W. Lennar, president Indianapo- 
his Brush & Broom Mfg. Co. 


In the passing of Mr. Pattison the mill supply and machin- 
ery industry has lost, in my opinion, the most outstanding 
figure in the industry in the last 25 years. Mr. Pattison’s 
vonderfully genial and friendly personality, his marked abil 
ity as a mill supply man, and as a leader of others in the 
industry, deserve more than passing comment. He will be 
issed for a great many years, not only for his lovable 
x, but for his great construc ability. We can ill 

to lose such an outstanding figure in the industry 
as W. M. Pattison. lvin M. Smith, president Smith-Court 


ney Compa 
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broad business principles, with kind heart, always, for his 
competitors, whom he looked upon as close friends. He wil 





be long remembered a fine, uprigl usiness man whi 
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elped materially in the building up of the supply business 
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Power Transmission Association Is Formed 


Belting and Transmission Equipment Manufacturers Effect Organ- 


ization at New York City Meeting—W. H. Fisher Chosen President 


Organization of the Power Transmission Association 
was completed at a meeting held in the Hotel Pennsyl- 
vania, New York, November 18. 


posed at the present time of 104 belting and transmission 


The association is com- 


appliance manufacturers. 

Decision to permanently organize at the present time 
The 
November 17, considered the report and 
then to recommend immediate organization. 
Frank H. Willard, president and general manager of the 
Graton & Knight Mtg. Co., the motion that the 


permanently organized, the was 


followed recommendation of the survey committee. 
committee met 


decided 


made 
motion 





W. H. Fishe r 


seconded by EK. D. Hans Rees’ 


McKown, vice-president of 


Sons, Inc., and was adopted unanimously. 
Purposes of organization, as outlined in the report of 
the organization committee, are as follows: 


istribu- 


tion of power; to make a scientific study of all engineer- 


‘To promote the most efficient and economical d 


ing problems connected with the transmission of power; 
to accumulate and compile accurate and authoritative in- 
formation regarding the most and _ efficient 
power transmission methods, and to place this informa- 
tion at the disposal of all power users through the 
bers of this organization and through planned 


economical 


mem- 
publicity ; 


to further the interests of affiliated manufacturers and 
their distributors making and handling power equip- 
ment.” 

W. H. Fisher, secretary and sales manager, T. B. 
Wood Sons Co., Chambersburg, Pa., chairman ot the 


organization committee, and one of the most active work- 
ers in bringing the manufacturers together, was chosen 
president of the association. 

The following were chosen vice-presidents: F. H. 
Willard, president Graton & Knight Mfg. Co., Worcester, 
Mass.; E. D. MeKown, vice-president Hans Rees’ Sons, 
Inc., New York; George H. Miller, president Dodge Manu- 
facturing Corporation, Mishawaka, Ind.; William R. 


Simpson, vice-president The American Pulley Co., Phila- 
delphia; S. A. Ellicson, president Chicago Pulley & Shaft- 
ing Co., Chicago; Wylie K. Lee, president Clipper Belt 
Lacer Co., Grand Rapids, Mich.; B. A. Keiley, president 
and general manager R. & J. Dick Co., Inc., Passaic, N. J. 

L. H. Shingle, president Shingle-Gibb Leather Co., 
Philadelphia, was chosen treasurer. 

The officers will constitute an executive committee to 
carry on the work of the association, and a board of 
directors will be appointed later. The board will be com- 
posed of members of the executive committee and two 
from group in the association. Under the plans 
outlined in the report of the organization committee, it 
is planned to have also an executive secretary and engi- 
neer. Each of the vice-presidents represents a different 
group of industries. A vice-president in charge of the 
rubber belting group will be chosen later. The nom- 
inating committee was composed of the following: Geo. 
H. Fisher, Fisher Leather Belting Co., Inc.; F. E. Barth, 
Graton & Knight Mfg. Co.; Bond, Charles 
Bond Company, ay Standard Pressed 
Steel Co. 


each 


Carter C. 


and Hallowell, 


President Fisher stated that the thirty days follow- 
ing the meeting would be devoted to getting things 
started, and that the executive committee would work 


out all details at 
secretary, 
the new 
mittee t 


d just as quickly as possible install a 
whose duty it will be to put the program of 
full effect, the executive com- 
on just what this program will be. It 


association into 
agree 
was decided that an aggressive campaign to bring the 


total membership up to 200 should 


diately, with the 


be conducted imme- 
obtaining approximately 
$75,600 for the work of the first vear, to be secured on 
the $1,000,000 
or more would contribute $1,000; companies capitalized at 
from $500,000 to $1,000,000 the sum of $750; those 
capitalized at $500,000 the sum of $500: 
companies $200,000 


ot $250 a 


ovpject ot 


following basis: Companies capitalized at 


$200,000 to 


capitalized at $75,000 to the sum 


than $75,000 


less 


id companies capitalized at 
the sum of $100. 

In presenting the question of 
the chairman of the 
made the following statement: “The preliminary survey 
work of the developed conclusive and 
definite opinions of the need of such an association as we 
have under consideration, in which it is proposed to 
amalgamate several groups of manufacturers whose 


for 
committee 


organization 
organization 


con- 
sideration, 


committee has 


in- 
terests are common and who would benefit as a whole by 
co-operation. Undoubtedly every individual 
turer of each group would benefit by 
organized effort. It 

ment, not only 


manufac- 
the result of such 
is advisable to enter into this move- 
for the development of a greater volume 
of business, but also for self preservation.” 

About executives of companies manufacturing 
belting and transmission equipment were present at the 
New York meeting. 


sixty 


The organization meeting following one the preceding 
day, the feature of which was the reading of the organ- 
ization committee’s report by Chairman Fisher. Prior 
to proceeding to the work of organization at the second 
meeting, delegates to the gathering heard interesting 
addresses by Fraser M. Moffat, president of the Tanners’ 
Council of America, and E. J. Mehren, vice-president of 
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the MeGraw Hill Publishing Company. Both spoke on 
the advisability and advantages of co-operating in the 
legitimate work of promoting the interests of business. 
Mr. Moffat recently returned from Europe, where he 
attended in London a joint conference of the tanners of 
the world, and is very enthusiastic in the matter of co- 
operative work. Mr. Mehren, though his organization, 
has been closely identified with the work of the larger 
trade associations. He made interesting observations on 
the results of their efforts. 

The organization committee in its report, presented by 
Chairman Fisher, traced the history of the present move- 
ment to organize a power transmission association, re- 
ported its findings and made recommendations. The 
report follows: 

On the morning of Wednesday, May 19, 1926, a number of 
manufacturers of belting, power transmitting machinery and 
other allied lines met at breakfast at the Hotel Jefferson, St. 
Louis, to discuss the advisability of taking some concerted 
action to meet and counteract the growing tendency to trans- 
mit power by other than mechanical methods. 

It was the unanimous opinion of those present that the 
practice of direct driving was seriously affecting manufac- 
turers of materials used in the mechanical transmission of 
power, and the matter was considered of such importance that 
it was decided to call a meeting of all interested manufac- 
turers to consider and determine if some movement should 
not be inaugurated to promote the interests of the various 
industries involved. 

Forty manufacturers responded to the call and were present 
at the meeting held in Hotel Cleveland, Cleveland, Ohio, June 
11, 1926, and as many or more wrote letters expressing inter- 
est and endorsing the movement. 

At this meeting it was determined to continue the project 
by the appointment of a committee to be known as the surve) 
committee to determine the most economical method of 
transmitting power. . 

This committee was instructed to solicit contributions to 
the fund for making survey and to promote and develop, if 
sufficient interest and support warranted, an organization to 
permanently carry on the work. 


Considerable work was done by the committee during the 
summer months, and, for the purpose of interchanging the 
experiences of the different members in their contact with 
manufacturers of the various industries and to determine 
future methods of procedure, a meeting was called for 
September 14, 1926, in New York. 











The committee met in the Old Colony Club rooms in 
Waldorf-Astoria Hotel September 14, and the whole day was 
devoted to hearing reports and discussions, which were en 
tered into by everyone present. 

The two principal developments resulting from tl is meeting 
vere 

First, the necessity for securing greater co-operation of 
vanufacturers by having at least a majori signi their 
willinenes to contribute to the cost of ne 1 

vanizatio 

Second, the advisability of forming an organization before 
o a SUrveS 

latter of ecuring litiona membership A co 
ere to be of vital importance, for while great intere va 

own, there \ not the response necessary to 1? i 

ifficient me De? Ip to tisfactorily prov e for the co yt 

KC in undertaking as is under consideration, t wa 
ecided that the members should constitute themselves a com 
mittee of the whole on membet hip. 

The ac ability of first organizing and then making 

irvey was the unanimous opinion of the committee, based 
ipon the conelusion that the amount contribute was not 

ficient to meet the expenses of such a survey as should 
Ue undertaken, that it would not be fair Ol equitable for a 
nall number of manufacturers to undertake this work, 
which would benefit each industry as a whole and, finally, 


] 


that this work should be inaugurated and carried on by an 
rganization set up for the purpose and equipped to lay out 
ina develop the work upon lines that will rive best results 


61 








Upon adjourning the committee set out to work diligently 
for sixty days and to meet and report at this general meeting. 

We shall begin our report with such items as will require 
decision of the question of organization and follow with 
recommendations for procedure in the event it is determined 
to effect a definite organization. 

Membership: Your committee secured from various sources 
a list of approximately 600 manufacturers of materials who 
enter directly or indirectly into the production of appliances 
used in the mechanical transmission of power, embracing 
such articles as bearings of various types, bearing metals, 
balata, canvas, chain, cotton, leather, link and rubber belting 
belt dressing, belt lacers, power transmitting machinery, cast 
iron, paper, wood and steel pulleys, hangers, couplings, tan- 
ners of belting leather and other industries which might 
benefit by the use of mechanical methods of transmitting 
power. 

In this list of approximately 600 manufacturers there exists, 
in the opinion of the committee, a potential membership of 
at least 400 that would benefit directly in the results of the 
work of such an organization as is contemplated, and there- 
fore should take part in its activities and share the burden. 
In fairness to those interested in the formation of this asso- 
ciation a minimum limit of 200 members should be set as 
being necessary before organizing. 

Taking into consideration the work of your committee over 
a period of four or five months, and the excellent support 
given by trade papers, there should have been little difficulty 
in securing 200 contributors, especially when the project is in 
the interest of each industry as a whole. The total number 
of contributors today is 104. This number being considerably 
under the minimum set for organization membership, the 
first question that will be presented for your consideration 
today will be: Shall we proceed to form a permanent organ- 
ization with an initial membership of 104, or shall we continue 
as a committee to make further efforts to secure membership 
of approximately 200 before organizing ? 

Of equal importance and equally as necessary to decide 
before effecting an organization is the matter of expense upon 
which to base the amount of dues or assessments necessary) 
to Operate an association upon a plan so comprehensive in 
every way that maximum results may be obtained in the de- 
veloping of opportunities for increasing the volume of busi- 
ness available to each of the associated industries. 

As the question of the probable annual cost as an operating 
organization must be determined, it is considered advisable 
to make an estimate of a budget necessary to carry on the 
work proposed. 

While it is difficult, in fact impossible to estimate what 
eventually will be necessary, 


t is possible to set a budget 
within which the organization can work, and after giving 
the matter careful consideration, the committee has reached 
the conclusion that a sum of $75,000 would be a fair annual 


expenditure to promote and develop the advantages possible 
of accomplishment. 
This sum is made up on the basis of $25,000 to cove: 


salaries of secretary, manager, engineer and stenographer. 


and the expense of engineering research work, traveling ex- 


penses, ete.; and $50,000 for research work and preparing 
resulting information for advertising and for other methods 
f petting our information to every user of power. 

Having determined the amount for suggested budget, it is 
necessary to formulate a plan for levying dues or assessments 
upon a basis sufficient to raise approximately the amount 


necessary. 





In adopting a seale of assessments for association members 
provision should be made for manufacturers whose product 
s not directly used in transmitting power, but which enters 
into the construction or becomes a part of such material. 
Under this class would come suc] rs 
of babbitt metal used in shaft bearings, manufacturers of 
canvas used in rubber and other types of belting, as well as 


many other manufacturers who would benefit indirectly an 
manufacturers of other countries. 

As a suggestion for this class the following is submitted 
\ssociate member, annual dues $100. 

There is another class of manufacturers whose business is 


so related to both the electrical and mechanical transmissior 
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THE JOHNSON PLAN 


1. To distribute 100°; through the Mill Supply Distributor. 


N 


To place the distributor in practically the same position as 


though he were manufacturing Leather Belting. 
3. To help the distributor sell more Leather Belting. 
4. To help the distributor’s salesmen sell more Leather Belting. 
5. To never misbrand Johnson Leather Belting. 


6. To quote one price (the lowest) to all distributors. 


Johnson distributors, through our one-price policy, 
have the satisfaction of knowing that a distributor 
in another part of the country is not being quoted 
a lower price. Johnson distributors know they have 


our lowest prices at all times. 


Considering weight as well as quality, Johnson Belting is 
priced as low as it would cost you were you manufacturing Belt- 


ing—yet it is not a price proposition. 


Quality is the biggest goodwill builder the Johnson line pos- 


sesses. Ask any Johnson distributor. 


May we refer you to a number of them, also submit the 
proposition that enables Johnson distributors to profitably meet 


competition and furnish quality that brings repeat orders? 


Holnseon Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 


product 
Generul Offices anid Fuctory 
423-435 Kast 56th Street, 


New Work 1.1. 
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manufacturers that, while they should contribute, there might 
be some hesitancy about becoming known as a part of this 
movement. 

As a 
Contributing member, annual dues $100. 


uggestion for this class the following is submitted: 


tion of finance being of especial importance, thi 
after or in connection 


The que 
item will be taken up 
with the item of membership and we will then decide if it is 
have presented 


immediately 


advisable to form an organization before we 
to the prospective members the approximate annual cost and 
have secured approximately 200 applications for membership 
on this basis. 


that this movement develop into definite 


committee has 
following outline to submit, viz: 


Assuming 
form, youl 


will 


eiven much thought to the organ- 


zation and has the 


Power Transmission Association. 


The name is to be 
In form it is hoped to develop the association into a master 


veaded by president, a vice-president from 


organization a 
and representing each of the various groups of industries, a 


treasurer and executive secretary and an engineer. 


engineer would 




















These otheer the executive secretary and the 

constitute an executive committee, and the same with double 
the number selected from the membership at large would 
compose the board of directors. 

As the objects of the the committee has for 
nulate ind suggests the 

To promote the most eflicient and economical dist 
of power; to make a scientific study of all engineering prob 
lems connected with the transmission of power; to accumulate 
ind compli ecurate and authoritative information regardin 
t most economical and eflicient power transmitting method 
i! { place thi information at the disposal of all powet 
ise) rou 1e members of this organization and throug! 
»] ! yul a » further the nterests of affiliate manu 
factu und their distributors making and handling we? 

om)» the yULLINE { > opose t 
e! we created to be n charge of a c pe e! 
I } ) L Sele ific dy oO ill engineering problems 

» 1 irvey nd do research work covering: « \ se 

chanical power trans ion, including suc ortant 
( 1dency to ib ute nad i € to line 
ermenc sel ! 1 re tive cost 
( otor an ro ) oto. rive 
! I nd electrical losse n trans 
on i oO} noto. 1} ( e] e « enc} 
) itor drive deprecila »? I inte 
1 ti al compares Will Nn ( nic il 
( dM: ¢ rye es ilt ne fro ori cos of 
lifferer equipment 1 n iy Oo he Ol! 1¢ orn Oo! 
on whi vould be valuable and helpful. 

In on to developing and accumulating these statistics, 
thi ep nent would solicit and invite members to submit 
their problems for solution and advice and also to report 
their experiences in connection with different in lation 

Suc information, based upon the researches of our own 

net combined with the experiences of our members, 
would be of inealeulable benefit in developing sales depart 
ments not only of our own members but of those of the 
dealers handling our products. 

The department should be so organized as to be in position 
to receive inquiries for information and to reply to ques- 


tions 


that might be put to it concerning the mechanica 
nission of 


power. 


Another department would be one to properly 
prepare and effectively disseminate authoritative information 
propaganda through the upon 
different subjects, by advertising in trade and other magazines 
issuing a publication of our Here 
departments would benefit through having access 
to and permission to use authentic facts intelligently prepared. 


proposed 


and preparation of papers 


and probably by own. 


again sales 


The possibilities of such an organization are unlimited and 
might be enumerated indefinitely. A sufficient outline is given 
upon to base an association which great 
way toward helping to reclaim business now being lost, but 
which is legitimately ours. 


which would go a 
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Your committee is convinced it will be to the advantage of 
every industry interested in manufacturing appliances or 
materiais used in the mechanical transmission of power to 
have an association which will permit and encourage co- 
operation. We are all working at an unfair disadvantage 
today because of the lack of co-operative action and our fail- 
ure to develop and disseminate honest facts relative to our 
methods of transmitting power. 

That our businesses have suffered and will continue to 
suffer through this lack of co-operation is an assured fact, 
the other interests are well 
powerful momentum of propaganda. 


because organized and have a 

It is encouraging that there is a consciousness of the over- 
doing of individual driving and that many engineers and users 
of power are ready to co-operate on the basis of facts, but 
we must prepare to give these facts in a convincing manner, 
based on economy and efficiency. 


To meet this condition will require large membership, a 
considerable campaign fund and real genuine co-operation. 


We have the opportunity to help ourselves. Shall we do it? 


Officers and 
were as follows: 


members of the organization committee 
Chairman, W. H. Fisher, secretary and 
manager T. B. Wood Co., Chambersburg, 
Pa.; first vice-chairman, F. E. Barth, general sales man- 
ager Graton & Knight Mfg. Co., Worcester, Mass.: 
vice-chairman, ( 


sales Sons 
second 
M. Murray, president Transmission Ball 
Inc., Buffalo; treasurer, Lester H. Shingle, 
president Shingle-Gibb Leather Co., Philadelphia; secre- 
tary, W. W. French, promotion manager Dodge 
Manufacturing Corporation, Mishawaka, Ind.; Edward 
H. Ball, president Chicago Belting Co., Chicago; Milton 
H. Cook, president H. N. Cook Belting Co., Fran- 
George H. Fisher, president Fisher Leather Belting 
Co., Inc., Philadelphia; R. Hockaday, general manager 
The Belting Co., Baltimore; William D. 
Hamerstadt, general manager The Rockwood Mfg. Co., 
Indianapolis; O. E. Jacobs, sales manager Detroit Belt 
Lacer Co., Detroit; B. J. Keilly, president and general 
manager R. & J. Dick Co., Inc., Passaic, N. J.; Wylie K. 
Lee, president Clipper Belt Lacer Co., Grand Rapids, 
Mich.; Edward D. McKown, vice-president Hans 
Sons, Inc., New York; W. R. Simpson, vice-president The 
American Pulley Co., Philadelphia; Martin G. 
vice-president and general manager Royersford | 
& Machine Co., Philadelphia; Victor Wilmot, sal 
Manufacturing Corporation, 


Bearing Co:, 
sales 
San 
CISCO; 


Chesapeake 


Rees’ 


Sperze 


oundry 
es man- 
ager Dodge Mishawaka, 
Ind. 

A vote of thanks was tendered by the 
W. W. French, sales promotion manager, Dodge Manu- 
facturing Corporation, who was temporary secretary dur- 


ing the organization period, for the able work he had 


association tT¢ 


aone. 
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Distributor Issues Catalogue 
The Victor 
has just 


Angeles, 


be sent on 


Belting & Rubber Co., Ine., Los 
issued a new catalogue, which will 
This company was organized in 1908 by Charles 
H. and James B. Coffey, with the Los Angeles branch of 
the Pacific Mill & Mine Supply Co., Inc., of San Francisco 
for twelve years. The company was incorporated July 3, 
1922, and located in the Terminal Sales building, 747 
Warehouse street, where it has been since. Five sales- 
men are employed to canvass southern California, south- 
ern Nevada, Arizona, Mexico and the oil fields. The com- 
pany distributes belting, hose, packing and fire fighting 
equipment, and maintains a belt shop, where belting up to 
10 inches in width is manufactured and repaired. Charles 
H. Coffey is president and general manager and James 
B. Coffey is secretary-treasurer and buyer. The company 
is capitalized at $50,000. 


request, 
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Sheet Packing 


Adense, resilient sheet 
packing that will pack 
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N thousands of plants, Johns-Manville 
Service Sheet is the one and only sheet 
packing used. It packs against almost any- 
thing, from mercury vapor to molasses. 

This principle of broad service 1s embodied 
in all of the SrANDARD Seven Johns-Manville 





A packings, to make it possible for you to have 
iii ian Ril ata fewer packings in vour stock room, less money 
Plunger Packing tied up, easier handling, and elimination of 
ple whi the mistakes which naturally result from the 

tedthe red and confusion of many “‘special’”’ packings. 


JOHNS-MANVILLE INC., 292 Madison Ave. at 41st St., N. Y.C. 
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| Williaa: Elaborates on One Association Idea 


Discusses Points Raised by This Magazine 





Favors One General 


Manager for Executing and Guiding, But Not Determining Policies 


J. H. WILLIAMS 
President J. H. Williams & Co., Buffalo 


Believing from comments in the November issue of 
MILL SUPPLIES that the suggestion I made for a united 
mill supply association, embracing all existing organi- 
zations interested in the merchandising of mill supplies, 
and having common merchandising problems, was not 
sufficiently outlined to permit of the helpful comment re- 
quested from readers, it is probably incumbent upon me 
to amplify the suggestion a little, which I accordingly do 
herewith by means of answering some of your comments. 

In addition, however, there 
should be made perfectly clear: 

First.—The plan, if it has merit, should be considered 
at this time only in its broader aspects, and all discus- 
sion of functions, methods, personnel and details of or- 
ganization should await recommendations to be worked 
out by joint committees after appropriate study 

Secondly.—The underlying thought, inspired by more 
than fifteen vears of observation, is that something 
should be done to cause the two jobbing lions and the 
manufacturing lamb to lie down together rather than to 
continue to fence themselves in with separate protective 
associations, which in their origin might almost be said 
to have been conceived in fear and subconsciously dedi- 
cated to the proposition that the interests of jobbers and 
manufacturers were opposed rather than mutual. 

If the object desired is co-operation, it hardly can be 
disputed that this would be better obtained with a single 
management, where distributors and manufacturers 
would be brought together under the same auspices, with 
each having complete independence of decision as to trade 
matters, but with no possibility of dissension over such 
relatively immaterial matters as convention locations, 
etc., Which today prevents joint meetings of the entire 
industry, and thereby retards that friendly organized 
consideration of each other’s suggestions that spells co- 
operation, and which unorganized gets nowhere. 

Answering the comments of MILL SUPPLIES specific- 
ally: 


are two points which 


. and 


1.—The original suggestion was that a small commit- 
tee from each of the present associations meet jointly 
to discuss the possibilities, and your article points out 
that it is not for committees to decide. Naturally decision 
must be by the associations. Individuals and committees 
can obviously do no more than work out the details and 
recommend, but a small group of the several member- 
ships, familiar with the respective functions, objectives, 
routine, ete., must inevitably frame the picture to be 
presented, else chaos will result. 

2.—‘‘MILL SUPPLIES believes the plan would have to be 
broadened to provide for individual officers, including a 
secretary, for each of the three associations, so as to 
permit them to take care of the detailed and individual 
interests of the present associations.” This quotation 
is from your November issue. 

It seems to me that the employment of independent 
secretaries for each of the proposed sub-divisions, or sec- 
tions, is the one thing that should be avoided, the one 
thing that would perpetuate past conditions. The em- 
ployed general manager’s office could supply recording 
secretaries for the meetings, should the 


and carry on 
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functions and routine work of the present associations in 
exactly the manner desired by each of the proposed sec- 
tions as determined independently by that section alone. 
Consideration of these requirements, if necessary, could 
be given in the apportionment of the dues as between the 
sections. 

In this conncetion there should be as many vice presi- 
dents as there are sections, each one elected by his own 
section to preside over the meetings of that section when 
meeting alone, and to be ex-officio a member of the board 
or executive committee of the association, along with the 
president and general manager, and any others needed to 
provide equality of representation in the management. 
In the type of organization suggested the employed gen- 
eral manager is the real executive, responsible to the 
membership through the board for executing and guid- 
ing, but not determining, the adopted policies and regu- 
lations, and for securing co-operation from the members, 
with the president chosen in turn from each of the sec- 
tions as presiding officer at public meetings, as the asso- 
ciation’s spokesman before the public, and as the person 
to lend aid to the general manager in the promotion and 
maintenance of harmony whenever necessary. 

3.—MILL SUPPLIES states “The hope of a smooth work- 
ing organization will abide or go on the rocks over the 
selection of a forceful, widely experienced, non-partisan 
chief executive to serve as president,’”’ and you read into 
the suggestion a Judge Landis or Will Hays, whose pow- 
ers in respect to decision in determining matters of pol- 
icy are considerably more extensive than is necessary 
here, since we have no question of lost public confidence 
to reclaim. But we do need a czar for the transaction of 
business and for stimulating co-operation between mem- 
bers. For the reasons stated above, the general secretary 
or general manager (but not the president) is the man 
who must make the “smooth working organization” and 
whose selection is so important. It is obvious, however, 
that discussion of that selection should await approval 
of the plan itself, which it can well afford to do since 
we know that such men do exist, and, though expensive, 
are worth their cost. 

4.—Your article mentions the elaborate exhibits as well 
as sales efforts, etc., attending the annual convention of 
the Automotive Equipment Association, and the not un- 


natural doubt as to its applicability to mill supplies. My 
reference to the A. E. A. was confined to its type of 
organization and method of conducting business and 


meetings, the purpose being to show that the plan sug- 
gested has been found workable and effective in securing 
co-operation between manufacturers and distributors in 
a parallel group of industries. 

A united mill supplies association would outline its own 
general purposes, functions and methods in accordance 
with the objectives sought by its members, and if manu- 
facturers and distributors were in separate sections, each 
would have to reserve independence of decision as to mat- 
ters affecting trade policies, but not as to organization 
routine, general meetings, etc., nor as to convention loca- 
tions and the other similar relatively immaterial matters 
referred to above, which when subject to separate de- 
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¢c ALL sizes of Vogt Drop Forged Steel Fittings 

can now be furnished forged completely of 
stainless steel. All sizes of Vogt open hearth forged 
steel valves can be furnished with stainless steel 
trimmings, and hardened seats and discs. 


Write for prices and further information 
Pp 


HENRY VOGT MACHINE Co. 
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cision have prevented combined meetings of the entire in- 
dustry. 

Such questions as whether to hold exhibits, ete., 
are mere details for later consideration upon their merits, 
and in accordance with prevailing sentiment in the re- 

They in no sense affect the 
larger question of single or separate organization. 
5.—The suggestion of the possibility of including the 
National Pipe and Supplies Association as a section of the 


spective sections affected. 





enlarged organization is timely if, as is possibly the case, 
the same general merchandising questions exist, for there 
are undoubtedly many manufacturers like our own firm 
who have important, but often separate contact with both 
the mill and pipe supply houses, and would like to see 
a uniformity of terms, selling methods, etc., in general 
practice; but far better it would be to confine the start 
to mill supplies if to broaden it too soon would sacrifice 
the necessary solidarity of purpose and interests. 





European Conditions Improving 


W. E. Cross Finds Most Countries on 


Continent Showing Business Gains 


WILLIAM E. CROSS 
Treasurer and Sales Director, Victor Saw Works, Middletown, N. Y. 


Europe has been sick for so long a time I fear she 


+ 


finds difficulty in adjusting herself to the facts attendant 


now being practically through her period of suf- 
fering. It was my privilege to visit seventeen of the 
European countries this last summer, and in all of them 
I sensed a great desire on the part of the people for 
a speedy adjustment of present difficulties and a recovery 
as promptly as possible to conditions that will bring 
business. 

Italy is progressing commercially in strides which she 
perhaps has never before experienced. We are familiar 
with the accomplishments of Mussolini and his awaken- 
ing of the people of his country to the measures that 
they must adopt to insure future prosperity. I do not 
see how there can be any doubt that Italy is progress- 
ing under such leadership, and certainly the employ- 


: igi 
nan ever betore, 


ic 
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ment of her people is greater toda) 
which means prosperity. 
Spain is likewise developing, under Primo de Rivera, 


with 





in much the same manner as Italy. In speak 


an importer ot American tools in the city of Barcelona, 
+ ] 


[ was informed that Spain never has been so peaceful 
1 


in all its history as it has been during the last three 














vears. Business, however, has been corresponding] 
peace Spain today is busy and is having a great 
iwakenl people realize that something is ex- 
pected of tl ind the way toward accomplishment is 














pointed out to them. 

We are all familiar with France and the great political 
struggle wl is overshadowing that country. Th 
tories in France are busy, likewise her people. 

nce her politicians develop and actuate a desire to serv 
France | country will aj place herse mmer 

among the most important on the continent 

Germany was the most prosperous looking country 
te There however, contrary to mos yinions 

msiderable unemployment in Germany. We are aware 

the spirit of these people, and certainly they are work- 


{ 


iw hard to cope with the difficulties which surround 


hem. There is no poverty evident in Germany, and 
those of her people who are poor are helping the mselves 
) get into better conditions. Perhaps no country in 


Europe coming back faster than Germany. 


Russia is an enigma. It is quite impossible to forecast 
he future possibilities of this country. The Soviet have 
made in many ways some very remarkable strides. The 
government is so new itself, those employed in its man- 
ipulation so inexperienced and the absolute control so 
forceful that it lies in the hands of the government alone 
to demonstrate what it will accomplish. Red tape and 
too many laws, with a corresponding ignorance of these 


laws, is as much responsible as anything else for the 
failure of Russia to increase her commerce with other 
nations. 

The country of Finland is prospering due to the de- 
termination of her people. She is fast taking her place 
among the important smaller European republics. Uni- 
versal suffrage was introduced there as long ago as 
1907. All citizens of the age of 24 and over vote. In 
the matter of suffrage and political progress, Finland 
has distinguished itself as a most progressive state. It 
has borrowed less money per capita than any country 
in Europe, and was the first nation in Europe to- balance 
its budget. Its educational progress is being extended 
and developed so that the country’s exceptionally low 
percentage of illiteracy (one-half of one percent) soon 
will be reduced to a vanishing point. 

The Baltic states of Lithunia, Latvia and Esthonia are 
putting up a brave fight to maintain their separate coun- 
tries. They need Russia and its commerce badly. It is 
a great question as to the length of survival of these 
countries without the support of Russia. 


In Norway, Sweden and Denmark business conditions 


have improved. Political matters have reached adjust- 
ment to the satisfaction of the majority of the populac« 


strikes have been settled and a determination on the par 
of these peoples to work out better conditions is evident. 
The whole European situation seems in a better con- 
dition today perhaps than it has found itself since the 
great war. American manufacturers desiring to extend 
tneir export trade will receive the greatest consideration 
in all countries of Europe. The Europeans’ opinion of 
American manufactured articles is very high. indeed, 
and they are ready and anxious to push American made 
articles, knowing that when they handle them, they hav 
reliable and well made products to offer their clients. 
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Indiana Plant Changes Hands 
Warsaw, Ind., has bee 
organized and has taken over the business of the Jones, 


MeNeill & Camp Company, Warsaw, manu 


The Power King Drill Co., 





electric drills, which was sold at a sheriff's sale Nove 





6. The Power King Company will manufa 


} 
} 


hardware specialties. Its 


drills and a line of 
as tollows: President and general man: 
Frazer, Warsaw; vice-president, Emil Schultz 

secretary, W. S. Rogers, Warsaw; treasurer, Frank G. 
Hamm, Berwyn, Ill.:; assistant secretary, Kirsten Soren- 
son, Chicago. The directors are Theodore Frazer, Frank 
S. Hamm, W. S. Rogers, Emil Schultz and Frederick 


Slobe, the latter of Chicago. 


iver 











a oii e . _ eran ARES 


December, 1926 


a cer aE ERNE a 


Valve and Fittings Demand at Good Levels 


October Index Shows It Is in Good Position Relative to Average 
Since War—Present Trends Do Not Indicate a Collapse of Business 


JOSEPH H. BARBER* 
Assistant to President and Chief Statistician, Walworth Company 
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The monthly index is a composite of important national 
indexes reflecting changes in valve and fittings trade ac- 
tivity. The index measures the significant changes in the 
quantity of valve and fittings demand, the effect of price 
fluctuations being eliminated as well as all truly seasonal 
movements. 


Demand in the valve and fittings industry is continuing 
at good levels as shown by the index for October. Of the 
industries measured in our average index, nearly every 
one has until recently shown some definite improvement 
over the early spring levels. The rebound that did occur 
during the summer seems already to have met with some 
resistance to any further upward movement. For in- 
stance, of the sixteen industries measured for figuring 
our average, thirteen of them have shown some decline 
from the highest summer levels. This contrasts with last 
year’s experience, when gains continued right up to the 
end of the year. 

By recognizing this resistance to further gains, and 
even by admitting the possibility of a temporary sagging, 
we do not imply any sudden collapse of business. A rise 
in the curve has brought us up from the previous low 
point so that demand is now at good levels relative to the 
average level of demand since the war. Having done that, 
the curve need not rise higher, because to rise beyond 
the present good average levels might only lead to another 
set-back later. Business will be progressively better off 
as there is more and more moderation in the up and 
down swings of ordering demand. 

The second chart helps to demonstrate why an in- 
crease in demand was in progress during the summer and 
why, as a result of this increase in the level of demand, 
prices recently should be reflecting a gradual upward 
movement. This chart shows the relation between price 
movements and the volume of ordering demand, and em- 
phasizes the value of the Valve and Fittings Index as an 
accurate advance indicator of constantly changing busi- 
ness conditions. 

Probably there is no single set of prices more closely 
related to the valve and fittings industry than pig iron 
prices. The chart has been so drawn that when the valve 
and fittings demand index is definitely rising its line is 
drawn very heavy. 
comparison, the 
heavy 


For the purpose of assuring a direct 
pig iron price line is drawn similarly 
in the same identical months. Then, by way of 
in the months when valve and fittings demand is 
declining or at low ebb, the lines for both 
shown spotted for identical periods of time. 


contrast, 


indexes are 


To a certain extent even at present, as the chart shows, 


commodity speculation occurs at low prices. The degree 
of speculation during the summer was greatly restricted 
as already noted. But when speculation occurs in any 
degree and when ordering demand has risen to relatively 
high levels, then after a little while price increases begin 
to appear. The higher pace of ordering, begun when 
prices are low, usually has spent its force before very 
many months have passed. By the time prices have be- 
come relatively high the pace of ordering has usually 
slackened down to more normal levels. 

Apparently, that is about all that is happening now. 
During the summer, prices of pig iron and of many other 
important commodities were relatively low, and there 
seemed to be a possibility for profit by ordering a little 
bit more than was necessary for immediate needs. As a 
consequence, current weekly quotations and price indexes 
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Chart shows why moderate increase in prices should have 
been in progress recently. 


for pig iron and for many other important non-agricul- 
tural commodities have stopped falling or have definitely 
begun rising. 

The moderate downward slope in our demand index 
should not cause alarm. When we have back of us the 
experience pictured by this chart, we realize that present 
trends do not suggest any collapse of business. At the 
worst, there is in store only a gradual, orderly slackening 
of demand at good average levels. And we may still be 
assured by this tangible evidence of a continuing pros- 
perity. 


<> + -— 


Babbitt Metal Consumption 

received by the Department of Commerce 
from 27 firms show that the total apparent consumption 
of Babbitt metal in September was 5,337,032 pounds, as 
compared with 4,986,825 in August and 4,621,033 in 
September, 1925. These figures are calculated from sales 
by manufacturers and consumption by those firms who 
consume their own production, among them several im- 
portant railroad systems. 
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| Advertising Paves the Way for the Salesman 


Lot of Supply Company Representative Hard One If He Has to 


Introduce New Lines or House 


Without Preliminary Publicity 


FRED COUNTERMAN 


Those who were watching the parade ot American 
Legionnaires fron spectators’ stand in Philadelphia in 
October were highly entertained b he actions of one 
enthusiastic buddy who had dropped out of the line at 
that part culai point. 

This lively ex-doughboy would approach one of the 
m irchers an | in a loud voice ask him, “WW here Vou from, 


yuddy ? The marcher would usually name his town and 





state. Then the self-elected questioner would shout in a 
stentorian voice, with rreat sweep of the arms in 
gesture of disdain, it!” As the crowd 
roared appre lation f the joe, the humorist would 
wait the arrival of fresh victim in some. other 
vutfit. 

Something of a similar sort, minus the spectators, hap 
pens when the mill supply salesman handling unadvei 
tised lines walks into the office of a new buyer. “‘l handk 
Nemo belting and packing,” says the salesman. ‘I neve) 
heard of it,” returns the buyer, perhaps addin WV 
don’t need a thing in that line. 

The salesman is left flat. He has to start from a 
standstill. Worse than a mere standing sta) ne is put 
in a bad position for his take-off. He not only has to 


introduce himself and his house, but he has to introduce 


his lines. He has to spend perhaps the whole of that first 


over the idea that his goods are goods 
of importance, capable 


Dy the we ] 


interview etting 


of competing with those produced 


known firms come to th 


whose names 


buyer’s mind when he thinks of products of their type. 


This is on the salesman’s first call. If nothing is done 
between then and the time of his next call, he cannot even 
+ | > 4 


hope to take up his story with that buyer right 


left off. the i 


where he 
much 
A good 
\: ] 
alu 


buver has forgotten in iterim 


I 
nan told him about the lines he handles. 


first introduction has to be repeated. 


able time on these first trips is lost in introducing the 
nes 

The salesman can convince the buyer of the merits of 
he goods he sells. [t is only a matter of time before thi 
uuyer will have heard enough about the goods so that 
he believes in their quality. But what a slow and ex 





pensive method of selling the prospect on the simple fact 
that a certain line is a prominent, growing line A man 
‘an go over a hundred acre field with a spade and in time 


think of 


way if a tractor and a gang-plow were available for 


get ina but what would 


that 


the job”? 


crop, man doing it in 


It seems a simple proposition that the salesman’s 


chance of getting actual orders is better if, when he in 
and names the 
first call, he is greeted with 
fesponse as, “Oh, ves, of course | 


the sell. What 
you got on belting?” Or 


lines he 
such 
and 
proposition have 
“T know about the Nemo brand 


troduces himselt his house and 


landles on his some 


} 


nouse 


know your 


goods you kind of a 


but we’ve never bought any of it. How are the prices as 


‘compared with those on the Wilcox Company line?” 

If the prospect merely acknowledges, “Yes, I know of 
your goods,” that is a good deal better than, “Never 
heard of ’em!” 

It is worth some money to have the company and its 
goods already known to the buyer, if it is only for the 


effect upon the salesman when he finds that he is not 


ling lines with no more reputation than that of a 


next vear’s baby. 


The 


repre 


raveling SaieSman 1s tne most expensive Kind ol 


entative a house can send around to call on pros 


pective purchasers {f there is almost no chance of sell- 


ny to those purchasers until the salesman has made 
enougn trips to get his lines introduced and to make 
their names and reputations known, why wouldn’t it be 
rood economy to send a lower priced representative to 
do the introductory work, to establish the product’s posi- 
tion in the trade and to make its name a familiar word? 


that business houses seldom have representa- 


tives suitable to send out merely to tel] buyers there is 


a house and that it puts out a good and reliable line. 
It would 


‘“introducers” 


such 
to train a corps of 
advance of the suppl) 
Nevertheless this introductory work 


scarcely be practical to try 


to precede the first 


. =) oa 
nouse sales Torces. 


can be done and done at low expense by representatives 
in the form of the printed word. There are the business 
papers, the trade press of the field, and there are the 
‘older, booklet, circular or form letter. 

Advertising is very effective also in Introducing new 








older supply houses in territory 


What does it cost to send a 


supply houses, or new 
traveling salesman over the 
eVrritory mn a first chance 


king a sale? There is no standard figure, but 


$10 a day for salary 


trip, with perhaps little 


suppose 
we estimate it at and $10 a day 


days trip, 


for expelhses If It is a 90 


tnere 1s a cost of 


$1,800 tor a trip that can scarcely be expected to produce 


much business for a new 
Multipl 
even with the 


t} 


nere iS a 


house, entirely unknown to the 


buvers. y this by other trips and other territory, 


results of a tew orders subtracted, and 


] . } ) asthioch } . ain ° . . 
large sum which has been paid Tor mere 


introduction. 

Just a fraction of that amount of money would buy 
for clever letters, 
advertising might 
uestion. Neither 


salesman into new territory, 


large space in the press. It would pas 


That this 


not bring in actual orders is beside the « 





printed matter. 


handsome 
will those first trips of the 
alling on buyers who never heard of 
rice rs. 

We are not talking about getting orders. 


the 


We 


house known, giving 


are talk- 


ny about making name of the 


a good reputation among prospects, so that orders cai 


be secured later. 
“Oh, ves, vours is the house that sent me that clever 
ttle booklet about 


t ‘Lubricating Lubricant Buying.’ ” 
hen a buyer looks up from the salesman’'s card 

that, isn’t the 
enough different so the difference is worth paving for 
Merely seeing month after month the 


manutacturer as a producer of 


with a 
situation for that salesmat 


) 


lame Of a certain 


rood tools is enough To 
create in a buyer’s mind the impression that So-and-so’s 
That buyer may not think of 
may or he may not mail an 
when a salesman handling that company’s 
around, he finds something than a 
look on the buyer's face the name of the 
is mentioned. 

I am an implicit, not to say enthusiastic, 
the selling 


tools are reliable. 


He 
But 


buying 


them. inquiry about 
P 


them. 


lines comes better 


blank when 
house 
believer in 
power of good advertising, direct by mail or 
in the trade paper, but. casting aside any actual sales 
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making power on the part of an advertisement, adver 


tising is of high value to the mill supplies manufacturer 
n making his name and reputation known and in paving 
the way for the supply house salesman’s approach. 


hundred dollars, or, in bigger way, a few 


the 
isers of the product with the manutacturer’s name and 


a 


spent to familiarize prospective 


s line of goods, will save endless fruitless visits by 
lesme} 
Buyers sometimes take a chance with a strange line 
) ay } ] mal j rood enough te ‘convince th 
Caus saiesMa! IS Loot enougn » CONVINCE nem 
I tne rellabdilllty « th manutacturer and tne deslrabll 
) his produ S sut how itten does a buve r accept 
] ] & 34 { ] ‘ j 1} 
newly Introduced line at its ta Vaiue and do busines 
’ ; ° , 
vholeheartedly wit! He may try it out with a small 
purcnas it he doesnt come through with an order [o 
thing n eeds 1! hat line Rarely iln never, 
1] } oy } | ; 
S lve lUlV SOld on ne lits in ! eal ) t 
If so hances re he t ve l'e ll 
James Gordon Bennett said that the secret of a su 
esstul spaper Is Rep tion, repetition, repetition 
] Y y +} y , \ 
Keep hammering awa n some 01 hing until it is put 
ver. There needs to be repet y] repet TIO! repet ion, 
Y l rod iin?sg li ) ossibpie users (jy rel 
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tion finally convinces, and repetition without wearyiny is 
necessary. 

By means of advertising, you can repeat and repeat 
again, without creating the disgust that must go with 
repetition on the part of the salesman. A buyer will 
think he does well if he gives a salesman a chance to 
tell story It very 
who can get the chance to go over it 


his remarkable salesman 
a second time merely) 
When he has told 
until he gets around 
trips the buyer will not be 
same old Repetition is 
it handled with 


once. is a 
by changing the form of presentation. 
this trip, he through 
repeat 
the 
in advertising, 
care in personal selling. 


his Story is 
again, and even on 


disposed to welcome story. 


available but must be 
It is not to be thought that I s« 
ing taking the place of the salesman’s work. I 


mean that, even when I t that 


ek to suggest advertis- 


do not 


sugges it is expensive to 


send out salesmen on first trips where the goods are 
unknown. My suggestion is that advertising should be 
used to help the salesmen. It should be used to make 
the line known in advance of the salesman’s eall, to 


prepare the 
The 
made 
vert 


way, to do the preliminary introductory work. 
be familiarized with the line be 
value through the influence ad- 


Can 
to feel its 


ising. 


prospect and 


of 





Price Cutting Practice Condemned 


House Pushes Specialties and Lines with Large Margin to Keep Up Profits 


H. T. WAGENER 


Sales Manager, James McGraw, Inc., Richmond, Va. 


+ 
LO 


It 


written for you 


read some ot 


yam the articles 
r publication by mill supply dealers 

making a trip on the road with some of our salesmen and 
r the 


{ 
pa 


has been very 


after 


notin ridiculous prices quoted by some houses 


in 
n All of these high sounding articles seem 


ae : 
tnis secti 


Tl. 
to be on the matter of increasing profits, but we do not 


believe the mill supply dealers are practicing what they 
preach. 


le 


profit on such items as pipe, bar 


In this section of the country it is absolutely impossil 


reasonable 


bolt Sy 


to make a 


iron, shafting, boiler tubes, wire rope, or, in fact, 


any staple items of mill supplies. This has made us r 


sort to special sales efforts on lines carrying reasonable 


profit. We are now running another of our special sales 
contests, similar to the one we conducted about a year 
izo. We have picked ten items out of our line, using 
ones that carry the largest margin of profit, and offered 
the salesmen a special prize on sales of these items. The 
ynly way we have been able to keep our profits up Nas 
been bv resorting to this method, and by pushing pe 
Clalty items 

We have been pushing the sale of one of the ite 
iow for a long time, and, because of its quality, have 
had no trouble getting our price. We recently saw 

f our competitor’s invoices on this same item, however, 
vhere he had reduced his profit considerably, so you cat 
- he e beginning to cut now, not only on staple 
lines, but a 0 Spe alt 

This letter was rea prompted by one received from 
yne of our rth Carolina salesmen, and please remem 
er that this particular man does not sell on price. We 
mean by this that in the month of September his per 
entage of gross profits was larger than that of any other 
man we have on the road. He wrote as follows: 

“Tf vou want to see how cheap they are selling goods 


down here in North Carolina, glance over the quotation 
made to a large paper mill in my territory.” 

On this quotation pipe was quoted at less than 10 per- 
cent profit; machine bolts at 50-10 and 5 percent, and 60 
off the list; set and cap screws at 80 percent off the list; 
nuts and washers in small quantities around 10 percent 
profit. They even had such items belt 
20 percent profit and core 
cents per pound. 


+ 


dressing at 
solder 


as 


less than acid at 60 


We recently quoted here in Richmond on one reel of 
wire rope, a small size, and one of our competitors took 
the business at a little less than 10 percent profit. 

We would certainly like to have you publish this letter, 
or write an article for MILL SUPPLIES, basing it on the 
letter, so as to call some of the mill supply distributors’ 
bluff about trying to hold up prices. We are honestly 
trying to hold up our end, although we are not getting 
credit for it; but we nave been successful in getting our 
board of directors to declare a very substantial bonus, 
based on the profits every year for four years, so, al- 


though we take some orders for staple lines from our 
customers, we hold 
offering 


ving a large 


regular 


‘jal 


items ¢ 
vem 


up our profits by pushing 
salesmen special 
margin of profit. 


items and prizes on 


arr 
<> 


Growth of Electrical Power 


HK. M. Kerr, president of the Westinghouse Electric 
& Manufacturing Co., in addressing electrical con 


tractors and dealers recently, said the total electrical 
business of the country is believed to exceed $1,500,000,- 
000 annually. It is estimated that during the present 
decade—1920 to 1930—the electric light and power com- 
panies will spend approximately $6,000,000,000 for 


equipment. 


new 
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APPROVES TRANSMISSION BODY 


Absolute Necessity for 
ization in Group Drive Field 


Sees 


William 


Stantar Permanent Organ- 


Necessity for organization of the Power Transmission 
Assoc the that 
joyed by producers of belting and transmission material 
William 
Pont de 
in an article entitled ““Consumers’ 


iation, if some of business has been en 


is not to be lost, is voiced by Staniar, belting 


Nemours & 


(0., Point of View on 


New Transmission Body,” in the October issue of The 
Dodge Idea. It will be noted that this body has beet 

ne rmanentl organized sin the article was writte 
“Direct connection is similar to all new departures in 
that it has in many instances been overdone,” wrote Mr 
Staniar. “Owing to the lack of facts and figures on the 
part o! the advocates of ygroup driving, the electrica 
have made the most of their )} l r un 


illed plant after plant with numerous smi 





s no doubt that electric motive power 1s a va 
improvement over the steam engine and long line-shaft 
system. but to direct-motor connect every conceivable 
machine is a fallacy 

But, Mr. Staniar points out, the manufacture} f belt 


ing and transmission must co-operate heartily if they are 
to combat the direct drive campaign. Belting, bearing, 


pulley, shafting and clutch manufacturers are all inter 


dependent, he states, but they have been disorganized 


(i, 
and manufacturers in certain have been fighting 


competitors strenuously, while direct connection advocat 
} anding shoulder to shoulder. 


nave been st 
icity, which 


Organized pub 


can be accomplished only by the union of 


city, 
all belting and transmission appurtenance manufacturers, 


is necessary if irect system of power transmission 
is to hold its place against direct 
Mr. Staniar that 


clearer understanding between the manufacturers of belt 


I 


connection, he maintains 


declared there is necessity for a 


ing and transmission equipment and the users and con 
sumers of these power commodities, and that the success 
of the association will rest largely upon a closer co 
ti of these interests than ever before attempted. 
“Improperly designed mechanical transmission lines 
have too often resulted in 
“Belting of 


operation 


belting mis-application, he 
the final link between 
power and production, and if wrongly selected and in 
stalled, generally results in the condemnation of all the 
transmission equipment, if close co-operation 


stated. any 


type 1s 


whereas, 
can be effected, the belting or t 
would more often be able to 


ransmission manufacture? 


sugvest the correct type ol 


. : 
belting or the ssion than has been 


correct type of transmi 
the 


conclusion 


permissible past.” 

Mr. that the belting and 
transmission producers should back the organization to 
the fullest extent effort 
for the successful the industry. 


or possible in 
Staniar said in 
because a unit of 


future of 


is imperative 


co 


LONG RECORD FOR MANY FIRMS 


Numerous Companies in Country have 


Period of ris) Years or 


bee n 
AY | ore 


Operating for a 


Our own United States is yenerally considered a 
vouthful country, but we don’t seem so young when we 
are informed that there are hundreds of firms in this 
land that have been in business for seventy-five years 


xr more. The New York Times, in connection with its 
seventy-fifth anniversary, recently published a_ partial 
list of approximately a thousand 


in | 


firms that have 
JuSiness in the United States for that 
and the 


length of trme, 


following organizations in the field covered by 

MILL SUPPLIFS were listed: 
American Brass Co., American Screw Co., American 
Sheet & Tin Plate Co., E. C. Atkins & Co., Semon Bach 
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A izatie’ Ss) 





& Co., Baeder-Adamson & Co., A. Baldwin Co., Ltd., 
3eals, McCarthy & Rogers, Belcher & Loomis, Belknap 
Hdw. & Mfg. Co., Wm. Bingham Co., Blake & Johnson 
Co., Bright Hardware Co., Brown & Sharpe Mfg. Co., 
Buckeye Iron & Brass Works, Buhl Hardware Co., A. M. 
Byers & Co., Cameron & Barkley Co., Geo. B. Carpenter 
& Co., W. W. Conde Hardware Co., Wm. Coulson & Son, 
The David Maydole Hammer Co., Defiance Machine 
Works, Diamond Chain & Mfg. Co., Joseph Dixon Cru- 
cible Co., Ducommun Corp., E. I. Du Pont de Nemours 
& Co., Eagle Picher Lead Co., C. F. Elmes Engineering 
Works, Erie City Iron Works, Fairbanks & Co., Farrell 
Foundry & Machine Co., J. A. Fay & Egan Co., Peter A. 
Frasse & Co., The Frost Mfg. Co., Fuller & Johnson Mfg. 
Co., Gifford Wood Co., Goodyear Tire & Rubber Co., 
Goulds Pumps, Inc., Graton & Knight Mfg. Co., Gutta 
Percha & Rubber Mfg. Co., Hammacher, Schlemmer & 
Co., A. Harvey’s Sons Mfg. Co., Heller Bros. Co., The 
Hess-Snyder Co., Hoopes & Townsend, Hudson Supply 
Co., Jarecki Manufacturing Co., Jewell Belting Co., Jones 
& Laughlin, Geo. Krause Hardware Co., The Libbey 
Glass Mfg. Co., Co. 
Steel Co., Lukens Iron 
Nason Mfg. New 
Cordage Co., New York Belting & Packing 
New York Rubber Co., Nicholson File Co., Norwich 
Belt Mfg. Co., Orgill Bros & Co., The Charles 
Parker Co., Peck, Stow & Wilcox Co., Phillips Lead & 
Supply Co., Pierce, Butler & Pierce Mfg. Co., Pike Mfg. 
Co., Pittsburgh Steel Co., Plymouth Cordage Co., Poole 
Engineering & Machine Co., Wm. Powell Co., Pratt & 
Whitney Co., Pritzlaff Hardware Co., Reading 
Hardware Co., Reading Iron Co., Hans Rees’ Sons, Inc., 
J. E. Rhoads & Sons, A. J. Roat Supply Co., John A. 
Roebling’s Co., Russell, Burdsall & Ward Bolt & 
Nut Co., Russell & Erwin Mfg. Co., Russell Mfg. Co., 
Joseph Ryerson & Sons, J. S. Schofield Sons Co., 

Shapleigh Hardware Co., Simonds 


Logan-Gregg Hardware 
Go:,. d. L. Mott 


Co., National Tube Co., 


, Ludlum 
Works, 
Bedford 
Co., 


Steel 


John 


sons 


Scovill Mfg. Co., 


Saw 
& Steel Co., Sinker-Davis Co., P. A. & S. Small Co.. 
Spang, Chalfont & Co., Inc., Spencer Hardware Co.., 
Stanley Rule & Level Plant, Stanley Works, Stauffer, 


Eshleman & Co., Ltd., Steinman Hardware Co., Supplee- 
Biddle Hardware Co., G. Tagliabue, George H. Tay Co., 
Tudor Boiler Works, Turner & Seymour Mfg. Co., Utic: 
Steam Engine & Boiler Works, Vonnegut Hardware Co., 
Walworth Company, Wardwell Hardware Co., The 
Watson-Stillman Co., J. D. Weed & Co., Wilcox, Crit- 
tenden Co., A. Wilhelm Co., I. B. Williams & Sons, 
J. Wiss Sons Co., The Geo. Worthington Co., Henry R. 
Worthington, Yale & Towne Mfg. Co. 
o>? 
Record of Pump Shipments 


September shipments of domestic 


pumps and water 
7,571 units, with a net sale price of 
$565,935, as compared with 7,578 units in August, 

sale price 
mitted to 
facturers. 
driven 


systems were 


with 
reports sub- 
Commerce by 21 


a net of $600,620, according to 


t 
the Department of 
Total shipments of 
pumps for the first nine 
8,000, with a net sal price of 


manu- 
deep-well, electrically- 
1926 were 
$815,591; of shallow-well, 
-type, electrically-driven pumps, with capacities of 
van 500 gallons per hour, 42,237 
price of of the type. with 
hour, 2,621 units, with a 
et sale price of $305.887; of all other types of shallow- 
we electrically-driven pumps, 3,597 
sale price of 


months of 


4 


yiston 
less th 


units, with a net 
sale $03,269,020; same 500 
ons or more capacity per 


units, with a net 
$209,833. Shipments of gasoline, engine- 
driven, pneumatic pumps during the nine months period 

with a net sale price of $173,095, and 
of hand-operated, pneumatic 


WEFC Gee 


.ot6 units, 
pumps, 1,878 units. with 
a net sale price of $15,246. 
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CARE OF LEATHER DRIVES 

How to make the belts of a plant give a maximum of 
service is the keynote of ‘“Applicati and Care of 
Leather Belt Drives,” written for a recent issue of 
the Industrial Engineer by J. R. Hopkins, Chicago Belt 
ing Company, Chicago. The author discusses in detail 
standard tests follow in the purchase of belts, and 
emphasizes the importance of selecting the right belt for 


He 


buy second grade belting and that the purchasing depart- 


a particular function. shows it is poor economy to 
ment should be guided by the experience the power trans- 
mission belts. One man, or 
man and his should be responsible for the 
belts. He advises that “the belt man should requisition, 
install, take care of, and repair all the belts in the fac 
tory.” ££ for the installation, mainte- 
nance and dressing of belts, keeping records of the belt’s 
finally, its proper The 
ues with an outline of recent improvements 
i and significance, and adds to his 
discussion two briefly tabulated features: “Things to 
Do to Get the Most from and “The Equipment 
Needed by Belt Men.” He includes an illustration of 
a sample card for keeping belt records. The article is 


power transmission men, as 


engineer has had with one 


assistants, 


ointers are given 


performance, and, 
author contin 
in 


Inspection. 
belt making 


their 


Belts” 


practical and of interest to 


well as to the owners of industrial plants and salesmen 
for mill supply houses. 
MAKING BELTS ENDLESS 
Roy C. Moore, chief engineer, Chas. A. Schieren Com- 
pany, recently told readers of Industry Illustrated 


the “why” and “how” of endless belts. He told the storys 
illustrations which are accompanied by detailed 
“Why have the 2?” Mr. Moore 


states it insures less slip and loss of power in produc- 


through 


explanations. endless belt 


tion processes. Motor belts and those on idler drives 
always should be made endless as should belts used on 
countershaft pulleys for machine drive, he declares. 
“How to make the belt endless” is simple, according to 


Mr. Moore. Take out all the stretch before joining, then, 
after carefully openi 


up the lap, cut the tongue end to 


the correct length, using a plane or spoke shave to form 
the tapered edge. The rough edge, after planing, is 
smoothed by the scraper, and a straight line is assured 
by using a square. Next, the fibers are “scratched up”’ 


with coarse sand-paper or a wire brush, and a thin 
cement is daubed on with a pounding stroke to insure 
ts per The com- 

lap tight after the 
cement is applied, the worker making sure 
that he has not applied cement to an area larger than 
that of i 


descriptions of 


etrating the deeper fibers. process is 
pleted by immediately clamping the 
last coat of 


his squeeze clamps. 


+ ) 
he 


The article concludes with 
tools needed in making belts endless, 
their the work 


preparation for 


tne proces 1 


and their care during 


KEEPING SCORE ON SALES 

An article in a recent issue of Hardware Age by Saund- 
Norvell the methods manager 
who in two years doubled the sales of his house, using 
the same number of salesmen in exactly the same terri- 
tory. This manager, who never talked prices, 
quality of goods, or how to approach a customer, relied 


ers analyzes of a sales 


sales 








At Bi 1D) S ecember, 1926 
AS = 
on his analysis of results as shown by the 25 salesmen, 


Mr. Norvell tells us. First, the sales manager estimated 
number of possible.customers in each salesman’s 
field, recorded the average size of his orders, required 
a report of the exact number of daily calls, sales and 
number of missed, and, finally, he classified all 
sales in order to learn the emphasis placed on selling the 
highly profitable as well as the profitable items. 
Basing his analysis on this system, the sales manager 


sales 
less 


established on a percentage basis the following “par” 


score for each salesman: 1. Your orders should aver- 
age a certain size in dollars and cents. 2. A certain 
number of calls should result in a certain number of 
sales. 3. Out of a general line of goods, you should 


sell a given percentage of profitable lines. 4. 
of the above three 


The aver- 
achievements gives you your 
standing, either above or below “par,” for any month’s 
business. The 25 salesmen became much interested in 
their records. They sold more and larger orders 
and increased their sales of profitable goods. 


aye 


own 


PAINTING INDUSTRIAL INTERIORS 
Industrial 


article 


“Painting is the 


issue 


Interiors” in- 
in a_ recent American 
Painter & Decorator, which recommends special paints 
for factory interiors and describes the best methods of 
paint application on walls, ceilings, machinery, 
pipes and other surfaces. 

In the early days, 


title of an 
of 


teresting 


floors, 


factory owners discovered that dark 
walls and ceilings absorbed too much light, the article 
tells us. They tried to remedy the situation by applying 
a cheap white paint, but found this poor economy because 
frequent Special industrial 
paints were then developed by paint manufacturers co- 
operating with plant engineers, one of them being the 
widely used mill white product. 


repainting was necessary. 


This is usually com- 
posed of lithopone and zinc oxide, ground in specially 
treated oils. Obtainable in gloss, semi-gloss and semi- 
flat lusters for application over a flat undercoater, special 
factory paints are not apt to yellow with age or discolor 
with fumes, and they are washable. Experimentation 
proved that mill whites made too white a wall, so they 
were subjected to tinting. A combination resulted 
whereby a of light falls on the work, yet 
causes no eye This combination, which absorbs 
little dirt easily washable, provides a semi- 
flat white for the factory ceiling, semi-gloss white for 
the upper side wall and semi-gloss buff, light or 
grey, green or 


maximum 
strain 
and is 


medium 
blue for the lower side wall or dado. 

In applying mill whites and other factory paints and 
enamels, sprays are preferred to hand brushes both be- 
cause they save time in applying the paint and simplify 
the staging equipment for the job. The 
sprayer uses a movable platform wherever possible, and 
for pillars and ceilings he often stands on the machinery 
itself. 

To lessen spoilage and accidents to operators, many 
plants paint their machinery, some even utilizing white 
paints. For this purpose paint manufacturers specialize 
in fillers, primers and enamels that possess special heat- 
proof characteristics, and which also provide materials 
to meet any from oil, ammonia, frost, salt 
water and different chemicals with which the machinery 
comes in contact. Some factories use paints to identify 
the contents of pipes. Primed with red oxide, ready 
mixed paint, red and blue leads, aluminum bronze or 
special graphite undercoater, the pipes are painted blue, 
Such 

tracing difficulties 
a puzzling tangle of 


necessary 


resistance 


red, green, yellow, light gray, black and brown. 
identification prevents trouble in 
through what would otherwise be 
pipes in tunnels and wall boxes. 
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AX “American” Pressed Steel 
Hand Truck (stock model, noth- 
ing special) was loaded with 700 Ibs. 
of iron lashed fast in place. It was 
then hitched to the rear of a motor car 
and dragged 10 miles over Belgian 
blocks and broken brick pavement. 
The rate of progress was 5 miles an 
hour. 


Was it a test?) Try it on any other 


general purpose standard truck and 
see. 

Result: The “American” was un- 
injured. Not a bolt loose. As ready 
for business as before the test started. 
But it is light as wood, size for size: 
easy to handle and of moderate price. 
Specify Red “American” Pressed Steel 
Hand Trucks. Write for circular and 
information. 


THE AMERICAN PULLEY CO., Philadelphia, Pa. 


MERICA 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 


FOR DETAILS SEE 


NEXT PAGE 





COTTON TRUCK, 
one of the eleven 
types of ‘“‘American” 


Until you’ve handled one . Trucks with a totald 
thirty-three different 


it seems impossible that a ; q sine 
pressed steel hand truck | : 

could be so light, so well 

balanced and yet so strong —— 


HE harder the service, the stronger should be the hand truck— 

and, paradoxically, the lighter and easier it should be to handle. 
In “American” Pressed Steel Hand Trucks this seemingly impossible 
combination has been achieved. The secret of accomplishment is 
threefold: Pressed steel, scientific design and uncompromising stand- 
ards of workmanship. 
Steel in the form of commercial bars, flats and angles would not be 
strong enough save under the handicap of weight. So every part of the 
“American” Truck is shaped, corrugated or pressed to give that 
member the greatest strength possible without unnecessary weight. 
The form of each member is the result of engineering principles applied 
to sound design. 


When you add to this the better balance, the semi-steel or pressed steel 
wheels turning on true, well-fitted axles, the steam-bent hardwood 
handles and the method of assembly by bolts and lock-washers, it is 
easy to understand why ‘‘American”’ Pressed Steel Hand Trucks do 
not split, crack or shake loose, but thrive under conditions that would 
quickly wear out an ordinary hand truck. 


SIDE Ral 


I:ven if they were not moderately priced, they would still be an invest- ; 
ment in economy and an article about which to write or wire for pn Ror-d pall 
information and prices. 


THE AMERICAN PULLEY COMPANY iTS | 


y 
1 $P7 Lock waswens 
Ow AL. BOLTS: 


ALL CROSS BARS) 
FLANGED TwuS | 


Manufaclurers of Steel Split Transmission Pulleys, Pressed Steel Shaft Hangers, d \ 
Pressed Steel Hand Trucks and Pressed Steel Shapes ee 


1200 Wissahickon Ave., Philadelphia 


LONGITUDINAL SECTION THROUGH CENTER OF 
SIDE RAIL SHOWING DETAIL OF AXLE SUPPORTS, 
} 


LEGS, AND LEG BRACES 
MM E Re i CA Note how the nose, axle brackets 
and bottom cross bars are bolted 
PRESSED STEEL 


to the side rails in such a way as to 


strengthen the truck frame, the 
nose and the bottom cross bar. 
Like a well designed bridge, every 


PATENTS PENDING member contributes to the strength 
of its neighbor and = distributes 
stresses throughout the entire truck. 


. Built to wear without repair 


To the Mill Supply Dealer: Write for selling data on “American” Pressed Steel Hand Trucks. 
Yours may be one of the territories still open. 
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Executives Discuss the Industrial Paint Field 


Representatives of Dealer and Manufacturers Advance Arguments 


For and Against Supply House Distribution and Explain Methods 


Because of the interest in the question of distribution 
of industrial paints by supply houses, MILL SUPPLIES in- 
terviewed W. H. Schriver, manager, H. Channon 
Co., distributor of mill supplies, and H. B. Young, H. B. 
Young & Co., and F. F. Bradley, Bradley & Vrooman 
Co., manufacturers of paints. All three companies are 
located in Chicago. 

Mr. Schriver pointed out the success which the active 
mill supply distributor may have in handling industrial 
paints and pictured the latter as items not so specialized 
but that the mill supply jobber can stock them in quan- 
tity. Mr. Young, whose company distributes through 
supply houses to a limited extent, sees the dealer’s suc- 
cess in handling the incidentals wanted by the factories 
he calls on, but believes the distributor naturally cannot 
function as well as the manufacturer with the big in- 
dustrial propositions, where plants require paint in car- 
load quantities. Incidentally, Mr. Young the 
south is a good field for the distributor of industrial 
paints. Mr. Bradley interpreted the industrial paint field 
as too specialized in nature, with problems too intricate 
tor the distributor to overcome. All three interpretations 
of the subject challenge the interest of the mill supply 
distributor. 

As the manager of the H. Channon Co., Mr. 
Schriver knows first hand the difficulties encountered by 
distributors of industrial paints. He 
the chances for success in this field, and encourages the 
mill supply distributor to be a “paint-in-barrel” rather 
than a “‘paint-in-can” dealer. 

“With the building industry as active as it 
‘round, the distributor should enjoy a heavy 
industrial paints, the latter are 
standardized, and, furthermore, he should have an 
market up-keep paints inside 
plants after they have been erected,” he said. “If the 
distributor trains his salesmen as we do, to recognize 
the consumer’s need for paints, the business builds itself. 


sales 


believes 


sales 


knows, moreover, 


s the vear 
business in 
especially since well 
active 
maintenance and the 


for 


“We cover all the middle western states almost entirely 
through our salesmen. 
in for intensive sales talks on how to sell individual mill 
supply We devote, tor instance, a Saturday 
morning to industrial We emphasize the fact 
that the must for his paint market, in- 
vestigate the exterior as well as the interior paint needs 
other tell him 
The eve recognizes surfaces in need of 
standardized paints. Machinery, walls, ceil- 
ing, the entire industrial plant, in tact, reveal to the sales- 
man possible markets for mill white products, 
‘Duco,’ yraphites, asphalt or other paint products. No 
paint surface should be beyond his ken, from the 
stack to the smallest item of plant equipment. 


Every two weeks we call our men 


products. 
paints. 
salesman look 
of the consumer’s plant. In words, we 
where to look. 


special or 
lacg 1eTs, 
smoke 


“The sales talk does not stop with one Saturday morn- 
ing lecture on industrial paint selling,” Mr. Schriver 
continued. “To jog the salesman’s memory and to pep 
up his sales, the talk, with supplementary material, is 
repeated in a very few weeks, and we check up on the 
salesman to learn whether he has digested what he has 
been told and is producing sizable industrial paint orders. 
If not, we go to the root of the matter and give him 
further information on the subject. 


“We rely on a salesman to cover his territory with 


little advertising aid other than our detailed catalogue. 
He calls on the individual consumer every two weeks, so 
he’s right on the ground to get orders. We do no direct 
mail advertising, and practically no advertising in pub- 
lications. We know our plan is successful, as it has been 
tried out for fifty-one years, as long, in fact, as our house 
has been in operation. Our service has been adapted to 
meet certain needs in the field, of course. We started in 
the paint field with ship chandlery, selling paints to 
marine trade. As this market decreased we adapted our 
products to satisfy a new paint market which had arisen, 
the industrial plant. 

“The failure of the distributor to sell industrial paints 
My lengthy 
discussion of our sales force training was for the pur- 
pose of showing that the mill supply distributor can train 
his salesmen more thoroughly than is often the case. 
We handle as varied a line of mill supplies as any dis- 
tributor, but that does not prevent our emphasizing to 
the salesman his responsibility in the sale of industrial 
paints. 


successfully may be due to several reasons. 


“A big problem the mill supply distributor encounters 
is under-selling by manufacturers. The manufacturer’s 
salesman goes direct to the big buyer and lands many 
large orders, chiefly because he under-quotes the distrib- 
utor’s price. This happens both with the direct-selling 
manufacturer and the manufacturer normally selling 
through the distributor, although the latter manufacturer 
should be, and probably usually is loval to 
utor. In general, the ethics emploved in manufacturer- 
distributor relations are not what they should be. The 
manufacturer does not protect the distributor when he 
quotes the latter’s discount to the consumer. If the dis- 
tributor could get the manufacturer to co-operate with 
him in this respect, it would be to the advantage of both. 


his distrib- 


“In delivery, the distributor offers service superior t 
that of the direct-selling manufacturer. If the distril 
utor stocks heavily on standardized industrial paints, he 
fills a customer’s order very quickly, whereas the manu- 
facturer’s delivery may be subject to a four days’ delay, 
Usually the industrial plant wants its 
paint in a day’s time, and it Jooks to the distributor fo 
24-hour 


or even a week. 


service, 
In general,” he concluded, “there is no reason, barring 
the direct-selling manufacturer’s competition, why the 
ill supply distributor cannot carry a heavy and com- 
plete stock of industrial paints. He can train his sales- 
men to develop the market for him. He is closer to the 
trade than the manufacturer. He should solicit the con- 
tractor’s trade, and should not allow smali competition. 
like hardware and lumber dealers, to get the cream of 
the community’s paint If the manufacturer 
offers specialized service (professional advice on paint 
should the distributor furnish it. He 
should, with his smaller territory and corps of salesmen, 
develop the field more intensively. If his sales force ecan- 
not thoroughly cover the industrial paint market without 
the aid of advertising, then the distributor, with re- 
selling helps submitted by the advertising department of 
his manufacturer, should improve his advertising facil- 
ities. He must not cut prices on his fellow distributor 
if he is to stand with distributors as a whole. If he 
educates his industrial community to the fact that he 


orders. 


problems), so 
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Quincy Compressors 


With the idea of installing Air Compressors in every de 
partment becoming more popular daily, every mill, foun 
dry and shop in your territory is a possible prospect tor Air 
Compressors 


As a Mill Supply Jobber, you are in an excellent position 
to furnish the compressors needed, and collect a good profit 
from every sale. The first move is to get behind a make 
of compressors that will sell your reputation as an Acl 
jobber. Start right. Put your weight behind Quincy 
engineer-built Compressors and every Quincy you install 
will sell another 





Quincy Compressors are manufactured in types and sizes 
MODEL “W" WATERCOOLED 


for practically every industrial air job—are original designs 
. not imitations. Only the highest grade materials are used 
in Quincy construction and after the final factory inspec 
tion, every Quincy Compressor is guaranteed free from 
flaws or defects. Silent running, life long trouble free 
service, quick pumping, are just a few of the features of 
Quincy Compressors. And our service starts the day you 
ake on the line 


This space will not permit us to tell you all of the advan 
tages of a connection with Quincy Compressor Co. But 
the coupon below, signed and mailed, will bring you the 

















complete story. Youll not be obligated in any way by ! 
sending for information. And it may prove profitable all 3 
iround : 
f 
Quincy Compressor Co., 
302 Maine St., Quincy, Il. 
If you can « ce me that it will mean money in my _ pocket 
to become a Quincy Compressor jobber. come ahead i 
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is equipped to carry and does stock heavily in industrial 
paints, he will secure the market. 

“And, finally, the distributor can, as easily as the 
direct-selling manufacturer, adapt his industrial paint 
products to the needs of his territory, whether such needs 
are affected by peculiarities of climate, such as humidity, 
dry heat or cold, smoky atmospheric conditions, or what- 
not.” 

H. B. Young, of H. B. Young & Co., Chicago manu- 
facturers of paint, sees the industrial paint field as too 
specialized, generally, for the mill supply dealer unless 
the latter can supply industrial paints in quantity. Mr. 
Young’s company distributes through the paint dealer, 
and to a more or less limited extent through mill supply 
houses. However, if the factory consumer of industrial 
paint sends in direct for his company’s bid, and if his 
company already has a distributor located in that terri- 
tory, Mr. Young does not bid for the order over the 
distributor’s head. He quotes this large consumer on the 
deal, it is true, but he writes his distributor the details 
of the quotation and assures the latter that if the trans- 
action comes through, he, the distributor, will receive 
his regular commission on the order, since it originated 
in his territory. This co-operation is necessary, asserts 
Mr. Young, if he is to keep the good will of his distribu- 
tor, although he stands the risk of losing such orders 
because of the direct-selling paint manufacturer who 
ignores the distributor he may have in that territory. 

Mr. Young sees the south as a good field for the dis- 
tributor of industrial paints, especially since the indus- 
trial boom of 1920, when the textile mills started enlarg- 
ing their plants. ‘In the south,” he stated, “‘there is not 
the competition between paint manufacturers, as there 
are comparatively few of them throughout the southern 
states. It is therefore to the advantage of the big textile 
mills to buy of a quantity buyer. Of course,” he added, 
“where the textile mill requires full car loads of paint, 
it is a big proposition, and the tendency is to buy direct 
from the manufacturer, especially if the latter solicits 
that large mill direct. Very probably the distributor 
would not have the special paint on hand in car load 
lots, so would have to order it from the manufacturer 
anyway, and no time would be gained by passing it 
through the hands of the distributor. 

“Another aspect of the case is that the factory buyer 
of industrial paint buys directly from the producer as a 
manufacturer-to-manufacturer proposition. Certain 
ethical loyalty is attached to such a transaction which is 
natural under the circumstances.”’ 

When asked how the industrial paint manufacturer 
helps a new distributor, Mr. Young stated that his regu- 
lar representatives call directly on the distributor’s trade, 
in company with that distributor’s salesmen. “Direct 
solicitation of the distributor’s lists pays,” said he. “It 
is the most effective advertising. It prepares the field 
for the dealer’s salesman. The latter is apprenticed, 
so to speak, to the manufacturer’s representative, and 
absorbs his methods of selling paints in such a way that 
he becomes more specialized in his selling, and is a more 
effective salesman. Another form of developing a new 
field is direct-mail advertising, as well as advertising 
through trade journals.” 

This last point emphasized by Mr. Young is being more 
and more favored by manufacturers seeking to aid new 
distributors. An expensive procedure, they hold, is the one 
where the salesman calls on a territory in which his 
product is unknown. If the field has been canvassed 
previously by specialty salesmen or by direct-mail and 
trade paper advertising, the advertising and selling are 
likely to work together successfully. The manufacturer 
advertises to the consumer before dealer distribution is 


obtained in order to pave the way for the distributor’s 
salesman. This advertising may be thought of as 
purely educational in nature, as its purpose is to acquaint 
consumers with a new product, its quality and use. It 
is an expensive procedure and specific sales cannot be 
traced through it as to direct returns, but the effort 
and expense of preparing such material and mailing it 
is justified when the salesman finds a territory already 
acquainted with his product. 

“The mill supply dealer’s success with industrial paint 
lies in his handling the incidentals wanted by factories,” 
said Mr. Young as he concluded the interview. “And 
this would be no small item in his trade if he stocked 
them in quantity and was ready to serve the industrial 
plant when it wanted such products. With the big in- 
dustrial proposition, where the plant needs paints in car 
load quantities, the distributor naturally cannot function 
as adequately as can the manufacturer.” 

Certain points in the defense of supply house distrib- 
ution of industrial paints are contested by a direct- 
selling manufacturer. Mr. Bradley, manager of his 
company’s production and distribution of industrial 
paints, sees the field as too specialized for the distributor. 

“In the first place,” said Mr. Bradley, ‘‘salesmanship 
in the industrial field has become as highly specialized 
as is the medical or any other profession. A general in- 
dustrial paint salesman cannot call on industrial paint 
users of all kinds because he hasn’t the necessary knowl- 
edge. For instance, we have a specialist in the finishing 
of refrigerators who calls exclusively on refrigerator 
factories. The distributor’s salesmen might canvass a 
territory much more frequently and be on the spot when 
needed more often than the factory’s direct representa- 
tive, but this advantage is more than counteracted by 
the tact that the salesman in the latter case is a special- 
ist, while the distributor’s salesman acts as a mere order 
taker. 

“Then, too, industrial paint sales demand technical 
service which the distributor is never able to supply in 
any adequate fashion. For this service, the factory pro- 
vides an engineering department to advise on all methods 
of paint application, methods of drying under forced heat 
and forced ventilation, even methods of baking finished 
articles. Moreover, we very carefully follow up our sales, 
often for periods of several years after they are made. 
If customer B reports some trouble with our product, 
we send a service man to him immediately. That man 
is technically trained to adjust the customer’s diflicults 
with the paint; he’s efficiently trained to adapt some 
combination of our products to meet the situation, or to 
create a new type of paint product to meet the emergency. 

“Besides,” he continued, “industrial demands change 
ten times as rapidly as store trade demands in the paint 
field. This means that someone in the sales department 
must vision what is going to happen next vear, and the 
manufacturer is the only one who can do this. In other 
words, the manufacturer of industrial paints creates 
styles in finishes and in decorations, and can to the best 
of advantage carry them to the consumer.” 

When the distributor does not have a quick turn-over 
in industrial paint, a long time elapses between time of 
manufacture of goods and their use by the ultimate 
consumer, Mr. Bradley stated, and this practice results 
in older products remaining on the shelf. 

“Because of the constant changes in character of mate- 
rial used, stocks that are out of date are constantly being 
ieft over,” he went on. “The manufacturer uses these 
up where the distributor cannot possidly do so. While 
it is true that certain manufacturers permit merchandise 

(Continued on Page 87) 
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Our standard high- 


quality belt, standard tan- 
nage made of first-quality 
centers of large packer steer 
hides—as good a belt as can 


be made or bought any 
where, at any price. 
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The same high quality a —~ , ‘ 
gf leather as standard Is Another Big Factor in the Quality of 
“DU-O-TAN”’ 
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eci tannage, with the 





oe 





“SPECIAL PLANER” 
Another first - quality 
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it built spectally 


EATHER BELTING 


To make a belt right, every piece of leather 
in it must be matched with the one next to 
it, so that there need be no leveling or shim- 


ming to make the finished belt uniform in 
thickness. 





over small pul 


under eitner ary or 


Charles Hahn, who has charge of this job in 
our plant, has been matching belting stock 
for so many years that he’s lost count. 


But his eyes are 
as keen as ever and nothing gets by him. 


As a result of his care, every foot of Whiting Leather 
Belt is sound, solid leather—no building up with fillers, 
no shaving off of some of the good strong surface fibres. 
If you knew the thoroughness of these old master-belt- 
makers, as | do, you'd feel the same unbounded confi- 
dence in Whiting Leather Belt that I have 
want to be a Whiting dealer. Why not? 





and you'd 
Factory Branches 


at 


21 Noble Court 


Sincerely yours, 
CLEVELAND, ©. 


H. E. Whiting. 


314 Market Street 
NEWARK, N. J. 


eminence. Whiting Leather & Belting Company 


Cuicaco, ILL. General Office and Factory: Long Island City, New York 





D4 kaehaene 





————— 





ros meee | . 


re ae ee 


PROT 


2 RANE TAN RO ETT 


eopRrprse nme 


December, 1926 





ween cer ives 


a | 


Fan ae CRE ne IRR OIE ne ween me oe FASS BITES BO 


What One Plant Does to Ward off Fire Spectre 


The Ohio Brass Co., Damaged by Blaze in 1905, Has Excellent Depart- 
ment and Prevention Equipment, and Eliminates Common Hazards 


WM. MARR 
Fire Chief, The Ohio Brass Co., Mansfield, Ohio 


Records show that the annual fire loss in the United 
States has reached the stupendous figure of $500,000,000. 
They also show that 15,000 lives were sacrificed in the 
last year, which is far more serious. 
ther disclose that most 


These records fur- 
of the colossal waste could have 
been averted by common sense measures of fire prepared- 
ness and prevention. 

Any company that has had 
any experience with fire knowsg§ 
that it cannot depend entirely § 


iaEaIrEaes 





the maximum pressure. This supply is piped to the 
sprinkler system and to 15 hydrants distributed through- 
out the plants. 

In addition, both plants are amply equipped with the 





on city fire departments orf ees oe 
insurance companies to com-§ 
bat this fire hazard. The fire 

men arrive too late, and§ 
insurance 


mas 


; 


a nf | ‘ : . 1 
PUAN. A : 


ee ee , AER AER 


companies do not§ 
take care of business 
through interrupted 


tion, nor do they 


prodac-§ 


neal i 
replace & 





most modern of fire extinguishing chemicals. Pyrene 
and Fire Foam containers are posted in conspicuous 
places in each department. 

waneinennais “=F Properly used, they will put 
out a small fire before it is 

fairly started. Fire alarm 

ar - reine om tae boxes, both the Western 
and the Game Well 


Ay Union 
y * systems, advantageously 
placed throughout every build- 
ing, so that any five may be 
quickly reported. Thousands 
of feet of hose are kept in 
small sheds near the hydrants, 


are 





human lives or breken hearts. 
In 1905 The Ohio Brass Co. 


was visited by the fire fiend, 
and fully half of tne = plant 
destroved. Fire creeping i} 


at midnight spread, and was 
not gotten under control until 
several buildings had 
wiped out. Luckily, no lives 
but 


been 


were lost, 
the 
manufacturing 
and the 
There 
“old who remember 
that fire, and the results after- 
ward. 


it was only by 
effort that 
Was resumed, 


utmost of 


business carried on. 
are quite a few of the 


timers” 


Since that occurrence, the 
O-B management has taken 
every precaution to see that 
there is no repetition of the 


disaster, and is) employing 


every means to keep fire pre- 
vention and preparedness up 
to the highest of 
Our newer buildings, Plant 
No. 2 and the office 
building, are designed to be 
practically fire-proof. The 
older buildings, Plant No. 1, 
are semi fire-proof., and here 
the entire plant is protected 
by an automatic sprinkler syvs- 


standards. 


factors 


§ 
¢ 
& 


: 
\ 
( 


tem. This system provides a 

flood of water whenever fire | 
- § 

breaks out, and the heat is §& 


sufficient to open the sprinkler 
There three water supply, the 
city water mains, the upper part of the stand pipe, with 
50,000 gallons of water under gravity pressure, and the 
lower part of the stand pipe, with 100,000 gallons of 
water under pump These three 

sources insure plenty of water in case of fire, 


heads. are sources of 


pressure. separate 


and at 





with nozzles attached, ready 
to lay the moment nreeded. 
Ladders, small hoses, equip- 


ment and tools are available to 
reach the most dificult of 
fires. 

In addition, the companys 
has organized and maintained 
a volunteer fire brigade, 
sisting of three hose compa- 
nies, a ladder company, a sal- 


vage 


con- 


and a 
The 
under the direction of a chief 
and assistant chief. Each 
company is headed by a cap- 
tain and his lieutenant. Each 
man has his post. his function 
to perform. 


corps repair 


company. brigade is 


The object is to 
have a force of men trained 
in the most effective 
the fire equipment, and avail- 
able at all times in 
emergency. The photos show 
the brigade in action during 


use of 


case of 


one of the regular driils. 
There have been but tew fires 
at The Ohio Brass Co. since 


the organization of the bri- 
gade, and these of but small 
magnitude. Its usefulness 
has been demonstrated, the 
fires having been extinguished 
before the city 
arrived. 

There is another and 
equally important feature to 
this idea of saving of burnt dollars, and one in which 
the management is much concerned. 
tion. 
which, 


departments 


This is fire preven- 
All the above has dealt with the fighting of fires, 
like wars, are not wanted. Every precaution 
should be taken to see they have no chance to get started. 
This is best accomplished by eliminating all possible fire 
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Electric Electric 
Screwdriver Tapper 
Driving wood screws Speed up your tap- ; 
by hand is too slow ping on jobs that f 
hae eatin eeeninnn can be handled fast- i 
ee a er by taking this 


tion plants. This portable electric 
electric screwdriver tapper to the work. 
speeds up the work Taps up to %” in 
Cast Iron, up to 14 
in Steel and up to 
yw” in Aluminum 
and Brass. 


and cuts cost per 
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Millwright Your customers are looking for ‘*Van Dorn” 
—— portable electric tools because they recog- } 
Drill ana nize their superiority. Every time your 
S | salesmen make a call there is a possibility 
tanc ° : ; ; 
of a sale if you carry this line because 
After the whistle it is complete. 
blows, over the r- b 
week-end, or when- “Van Dorn” Products : 
ever breakdowns oc- Electric Drills Electric Reamers’ Electric Tappers ‘ 
yer the ee Electric Screwdrivers Electric Valve Lappers 
a ee coe ee Bench Grinders Floor Grinders Aerial Grinders 
handled so quickly Twist Drill Grinders 
with this outfit that wae awe ee i 
the time saved on Have you investigated the possibilities of | 
ra _ often pays this line? Your territory may still be open. 
cost. i = 


Write for full information. 


The Van Dorn Electric Tool Co. 


Makers of Portable Electric Drilling, Reaming and Grinding Machines, Etc. 


Cleveland, Ohio 
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hazard by the careful handling and storing of any neces- 
sary explosive or combustible materials, by keeping the 
departments clean, removing waste material and rubbish 
as fast as it accumulates, by keeping the gangway and 
aisles Clear and equipment in its proper place. A clean 
and orderly department will have few fire hazards. We 
should welcome inspection by state and insurance inspec- 
tors, and act on their suggestions. They have had a 


world of experience in fire prevention, and can tell us a 
lot about the things that cause fires. 

There is considerable activity in the community at 
present to adopt measures that will deal with this prob- 
lem, and we should all stop, look and listen. Help save 
some of that half billion of dollars and those 15,000 lives. 
Practice fire prevention by being exceedingly careful at 
all times. 





Whitman Barnes-Detroit Corporation 


Whitman & Barnes and Detroit Twist Drill Unite-——Headquarters are in Detroit 


Announcement has been made of the merger of The 
Whitman & Barnes Mfy. Co., Akron, Ohio, and the 
Detroit Twist Drill Co., Detroit, into a single organiza- 
tion to be known as Whitman Barnes-Detroit Corpora- 
tion. The merger unites two of the oldest and strongest 
companies in the twist drill and reamer field into one 
of the largest 
United States. 


manufacturers of such products in the 


Company officials plan increased facilities for addi- 


tional service, and active participation in foreign 





William H. Kage) 


markets. The executive offices have been centered in 
Detroit, but plants operated by both companies prior 
to the merger are to be maintained for the present. 
Gradually, as expanding facilities permit, the Akron 
factory activities and personnel will be transferred to 
Detroit, according to company plans. 

William H. Eager, formerly president of The Whitman 
& Barnes Mtg. Co., is president of the new corporation. 
Muir B. Snow, who was president of the Detroit Twist 
Drill Co., is vice-president, and Karl Kendig, formerly 
secretary and assistant treasurer of Whitman & Barnes, 
is secretary-treasurer of Whitman Barnes-Detroit Cor- 
poration. These three and the following comprise the 
directorate: A. H. Commins, of Commins, Brouse, 
Englebeck and MacDowell, Akron; W. J. O'Neill, vice- 
president, Union Trust Co., Cleveland; A. D. Armitage, 
chairman of the board, J. H. Williams & Co., Buffalo; 
C. H. Hecker, vice-president, Detroit Lumber Co.; H. H. 
Sanger, vice-president, National Bank of Commerce, 


Detroit, and J. H. Hamblen, Jr., of the law firm of 
Warren, Cady, Hill & Hamblen, Detroit. 

H. Z. Callender, formerly sales manager of Whitman & 
Barnes, becomes sales manager of the new company. 
Ralph Hammersley, formerly superintendent of the 
Whitman & Barnes works, is chief engineer, and J. A. 
Dietrich, superintendent of the Detroit Twist Drill Co., 
continues as superintendent in the new organization. 

Warehouses and branches maintained by Whitman & 
Barnes in New York and Chicago will be continued, with 
Frank W. Oliver in charge of the former and M. J. 
Kearins of the latter. A new branch in Detroit, covering 
that city and the southern Michigan territory, has been 
established, with A. B. Hall in charge. 

Company officials expect the merger to result in con- 
siderably greater business from motor car and accessory 
manutacturing plants, which are becoming more and 
more strongly concentrated in the Detroit and lower 
Michigan area. 

<> ¢ 
AUTO EQUIPMENT CONVENTION 
Annual Show and Meeting Held in Coliseum. Chicago, Nov. 8 to 13 
More Exhibits Than Ever 

The eleventh annual show and convention of the Auto- 
motive Equipment Association was held in the Coliseum, 
Chicago, from November & to 13, inclusive. 

Valuable general and sectional meetings were held 
during the convention. ‘The annual banquet was enjoyed 
at the Congress hotel November 11. There were more 
exhibits this vear than last, every space being taken and 
some being unable to secure sections. Much interest was 
shown in the meetings and exhibits, and the convention 
Was a success from every angle. 

Among the many exhibitors were the following: 
Appleton Electric Company, The Black & Decker Mfg. 
Co., Bonney Forge & Tool Works, The Bunting Brass & 
Bronze Co., The Columbus-McKinnon Chain Co., Johns- 
Manville, Inc., The Charles Parker Co., The Pyrene 
Manufacturing Co., The United States Electrical Tool 
Co., The Van Dorn Electric Tool Co., J. H. Williams & 
Co., Wright Mfg. Co., The Yale & Towne Mfg. Co., Bil- 
lings & Spencer Co., Graton & Knight Mtg. Co., Hide 
Leather & Belting Co., Keystone Reamer & Tool Co., 
Lyon Metallic Mfg. Co., L. S. Starrett Co., Temco Elec- 
tric Motor Co., The Velehek Tool Co., and the Van 
Norman Machine Tool Co. 

These meetings of the Automotive Equipment Associa- 
tion not only provide good opportunities for manufac- 
turers and jobbers to get together, and for the former 
to display their products, but they are the scenes of 
many business transactions. As an example, The Black 
& Decker Mfg. Co. had more than 50 executives and sales- 
men on hand at the recent show and did business aggre- 
gating more than $100,000. 








Industrial Suecess- 


From a small fur trading post, founded in the year 
1764 by two Frenchmen, Pierre Laclede Liguest and Au- 
Chouteau, to one of the world’s leading manufac- 
turing and marketing centers is in brief the story of St. 
development. 
“The 


production 


ruste 


Louis’ 
St. Louis center of 
in part the results of co-operation of soil 


natural advantages of as a 


are 


and climate with intelligent labor; in part they are de- 
rived trom the geological configuration of the earth 


ea 





Home of Colcord-Wright Machinery & Supply Coe. 
the distribution of its mineral strata and the superficial 
determining the and volume of 


streams,” we Schart’s “History of St. Louis.” 


countour course 


‘ . + ] M4 
are told in 


With their city situated on the greatest of all rivers, 
blessed by its proximity to the coal fields of Illinois and 


its location as a natural center for vast agricultural and 
il regions, the people of St. Louis have taken advantage 
f their opportunities, and by foresight, ability and work 
arried the community forward until it is today an indus- 


trial and Dusiness giant 


, dependent on no one section for 


its properity. 

The early prosperity of the post was due to the fur 
trade of Upper Louisiana. This trade gradually ex- 
panded until the agents of companies were penetrating 
into the far northwest. The period from 1830 until 1865 
vas marked by the transition from trading of the early 
primitive stage to modern commerce. In the years from 
1845 until 1860 the steamboat era reached its climax. 
An important date in the history of St. Louis was the 
running of the first railroad train on December 1, 185 
or the Missouri metropolis is today one of the great 
railroad centers of the country. 


Prior to 1850 there had been manufacturing on a small 


cale As far back as August 11, 1776, during the period 
of the Spanish subsidies, Laclede Liguest was granted 
permission to build two grist mills. The manufacture 


f tobacco products was begun, on a small scale, as early 
1817. The manufacture of white lead (carbonate of 

I 1837. <As early as 1814 D. Stewart, 
on Main street, manufactured all kinds of cut nails, brads 
I iron foundries in 

is believed to have begun in 1817, when Lewis 


lead) dates back to 


and sprigs, and the establishment of 


St. Louis 
Newell landed in the then thriving village and commenced 
the business of blacksmithing, giving special attention to 
tl 1837 


1@ making of edged tools. In the manufacture of 


plows was begun, and in 1838 the making of stoves. The 
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The Story of St. Louis and Its Supply Houses 


Big City on the Mississippi, Founded in 1704, Achieves Great 


Distributors Im vortant Factors in Progress 
| A 


yearly production of iron manufactures in St. Louis in 
1846 had a value of $5,000,000, according to the estimate 
of Henry Cobb. 

There were also other industries in the earlier days, 
but prior to 1850 there had been comparatively little 
extensive manufacturing in St. Louis. The coming of 
the railroad, however, awakened the people of the city 
to the necessity for establishing their own industries. 
In 1821 the trade of St. Louis amounted to $2,500,000. 
Twenty years later the city had two foundries, 20 cabinet 
and chair factories, 58 boot and shoe shops, and several 
manufacturers of plows and other agricultural instru- 
ments. During the period from 1850 to 1897 the popu- 
lation of St. Louis grew from 74,439 to 590,000. The 
footwear industry may be cited as typical of the indus- 
trial growth of St. Louis. The first boot and shoe factory 
was established in 1810. In 1880 the total output was 
valued at about $600,000. The value was increased to 
$8,000,000 in 1891 and to $200,000,000 in 1924. 

The first tobacco factory opened in 1817. 
total value of 
$60,000,000. 


In 1924 the 
St. Louis tobacco products amounted to 
In 1890 there were 35 establishments manu- 
facturing apparatus and supplies valued at 
$675,000. The value of electrical products in 1896 was 
probably $1,500,000, and in 1924 it totaled $54,000,000. 
The value of food products in 1800 was less than $1,000,- 
000. In 1890 it was $5,400,000 and in 1924, $127,000,000. 

Because of its central location and to raw 
materials, St. Louis commands a leading position in many 
lines of effort and is noted for the great variety of its 
industries. Virtually every line of manufacture is repre- 
sented in the city. In 1925 there were approximatels 
3,500 industries in the city proper, and more than 4,200 
in the metropolitan district. St. Louis is the largest 
primary market for American raw furs, the volume of 
business in this line transacted in 1924 being $20,000,000. 
It is also the largest shoe manufacturing and distributing 


electrical 


nearness 





New Home of St. 


Louis Machinists Supply Co. 


center in the country. It ranks as one of the greatest 
jobbing and manufacturing points in the world for stoves, 
ranges and hardware. The aggregate volume of busi- 
ness transacted by St. Louis manufacturers and whole- 
sale houses in 1924 was placed at $1,904,087,500. Figures 
as to the value of some of the manufactured products in 
1924, in addition to those already listed, are: Automo- 


biles, $68,200,000; automobile accessories, $20,000,000; 
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enameled ware and stamped ware, $45,000,000; hardware, 
$96,017,500; steel and iron products, $110,000,000. 

As the industries of St. Louis and the great territory 
tributary to it expanded, there arose the need for houses 
to supply the factories, mills and mines with the material 
necessary in the processes of manufacture, in short, the 
mill, steam and mine supplies, machinery and tools used 
in manufacturing establishments. As a result, supply 
houses came into being, grew and expanded and became 
big factors in the industrial progress of St. Louis and its 
territory. 

Before taking up a discussion of individual 
however, MILL SUPPLIES wishes to acknowledge indebted- 
ness to the St. Louis News Service, which is sponsored 
by the St. Louis Chamber of the St. 
Louis Advertising club. 

The Schroeter Bros. Hardware Co. had its origin in a 
little hardware store founded by the late Julius Morissee 
’way back in 1847. Mr. Morissee 
business men 
He conducted 
hardware 


houses, 


Commerce and 


was one of the early 


residents and 
of St. Louis. 


a retail business 


from 1847 until 1890, when 
he sold out his interests to 
the Schroeter brothers. On 


January 4, 1884, when the 


Morissee business was in a is 
store in the St. Nicholas 
hotel building, Mr. Moris- 
see lost his entire invest- ] 





disastrous fire 
the 


again in a 


ment in a 
which attacked hotel. 
He up 
little one-story building next 
the hotel 
diately, however. 
The 
was purchased by 


started 





door to imme- 


Pre S¢ yt 


Home of 


Schroeter Bros. Hardware 
Osear J. ’ 


, store 
who had 
clerk in Mr. 
Charles G., 


immediatel\ 


Morissee business 


Schroeter, been a 
two brothers, 
The 


upplies and wholesale 


Morissee’s employ, and his 
and Bruno OQ. 
lines of 
the 


Schroeter. companys 
mill 


business in 


added 
hardware, and all three lines has 


grown steadily since. The location of the business has 


been changed three times. The first home of the Schroe- 
ter Bros. Hardware Co., at Fourth and Morgan streets, 
had 1,800 square feet of floor space. The presel Struc 
ture, at 810-8] | Washington ave) ue, next dor r to the 
Statler hotel has a floor space tf 45,000 square leet. 
This building houses a modern retail hardware store, ex 
ecutive offices and sto¢ K rooms. 

The Schroeter bros. Hardware 0; Vas NcoOrpora ed 

1902. Its capitalization is $100,000. Oscar J. Schroeter 

president of the company, Charles G. Sch Vice 
president, and Bruno O. Schroeter secret reassure 
Charles G. Schroeter is head of the mill sup; depart 
ment. The company has ten mill supply salesmen, who 
cover St. Louis and adjacent territory. 

Years before the Civil war, when industrial St. Louis 
was vet in its infancy, the business from which the Sligo 
Iron Store Co. was deve loped, was established in the big 
city on the Mississipp The business was. originall 


+}: 


known as Lyon, Shorb & Co., Sligo and Tyrone [ron Store. 


The word “store Was used in the English sense ot 
Wal house, he nce Lvon, Shorb & (0: Sligo ana | Vrone 
Warehouse The exact date of the founding of the 
branch in St. Louis was not known by the official of th 


Shgo Iron Store Co., but he had in 


his possession an 
invoice which showed that the business was in existence 
as far back as 1845. In 1848 it was located at 55 Water 
street, corner of Vine. 








The Sligo and Tyrone irons were made in Pittsburg. 
and the respective firms bearing these names were es- 
tablished by people from these two counties in Ireland. 
During the course of years the Tyrone iron didn’t com- 
mand such a market in the St. Louis territory as the 
Sligo, which probably accounts for the name being 
changed at a later date to Sligo Iron Store. This was 
changed to Sligo Iron Store Co., when it was incorporated 
in 1876. 

George D. Hall was for many years the agent for Lyon, 
Shorb & Co., and retained his interest in the Sligo Iron 
Store Co. when in 1876 Wise, Blake & Johnson, 
iron dealers of Alton, Ill., and Messrs. Hayner, Blake & 
Co., of Quincy, Ill., removed to St. Louis and merged into 
the Sligo Iron Store Co. 

All of the original incorporators of the company have 
died. T. P. Conant, who is now the president, was in the 
employ of the company when the consolidation took place. 
The Blake family are the only ones of the original incor- 
who have retained their connection, and the 
company is at present in charge of the Conant and Blake 
families. Besides the president, his sons, G. K. Conant, 
secretary and treasurer, and S. D. Conant, in charge of 
the factory and mill supply business, are connected with 
the company, and C. D. Blake, son of one of the incor- 
porators, is vice-president. 


porators 


In the early days the company supplied iron for wagon 
and buggy makers, and later for plow manufacturers and 
iron workers. As St. Louis and the surrounding terri- 
tory industrially the company added lines until 
today it carries complete stocks of iron and steel bars, 
transmission machinery, mill, machinists’ and_ black- 
smiths’ supplies. A force of salesmen cover all 
territory west of The company 
1301 to 1403 North 
Sixth street, and a five-story wagon wood stock ware- 
1308 to 1316 North Seventh directly 
behind the office building. It also operates a mill and 
| Favetteville, Ark., manufacture 


grew 


large 
the Mississippi river. 
has an office and stock building at 


house at street, 


large for the 


vards at 
of wagon wood. 
While the Teuscher Pulley & Belting Co., 

] 


tablished as late as the spring of 1899, only 28 years ago, 


was eS- 


its history is closely intertwined with that of one of the 


real old business houses of St. Louis, reaching back some 


ninety vears. 


Flour milling was one of the early industries, so it was 


atural that George and Charles Todd should start a mill 





furnishing establishment as early as 1835. The Todds 
went into the business of building and completely 
furnishing flour mills, manufacturing much of the equip- 


ma 


ment. including pulleys and transmission hinery, 
leather belting, etc. This is evidenced by an advertise- 
ment appearing in an old St. Louis city directory of 1848, 
which, now the property of Ed. C. Teuscher, gives some 


interesting facts of seventy-six vears ago, and shows that 





. . ° 
very Tew firms of tnat period remain 1n 


the G.& C 


fron 





Todd withdrew 


1856, and a brothe ig 
i Wa Henry Stanley the 


as G. & W. Todd & Company. In 


partnership then being known 


1882 the n: 


Is 

} } M4 } 45 > " + > 

company, which had in the meantime become one of the 
Neogene fincas “it thitldere. ank tranemiasian: mariner 
larges hour mill Dullders and ransmission macnhiner! 
manufacturers in the central west, was changed to The 


Todds 
= 
i 


& Stanley Mill Furnishing Company, 
CUS( her, 


secretary and general manager, bec 


“+ + +h . + f ¢h . . nnel 
company part ot the name, the rest of the personnel 


above 


remaining the same. In 1898 this company fai 


partly to the depression in 1893, but also to the price 


cutting condit 


ions which prevailed then as now in 
transmission equipment. 


Emile C. Teuscher came to St. Louis from Niagara 





power 





Lane MRS SOT met rhe 








! 
| 
i 
/ 
: 


Falls, N. Y., at the outbreak of the Civil war to ‘fight 
with Siegel.” For, it must be remembered that the Ger- 
mans of sixty-five years ago played an important part 
on the Union side during the Civil war; and, his father 
having been driven out of Germany when some of the 
Germans tried to make that country a republic in 1848, 
it was natural for the son to seek enlistment under Siegel, 
the well known general, at the beginning of the Civil war. 

[t should be interesting to note that Mrs. Emile C 
Teuscher, now past seventy-seven year's of age, was born 


in Charleston, S.C., 








and that her fathe 









HER PURLEY 
Was a Captain ol : Rm 
wktlt a dD fSeser 
artilie. 1! ne at ee 
Ps ro ah. on ees 
los CaUst ] ‘ a a oe 3 
In 1870 Mi peer 
- “mt es eee ee 
Teu er wen to 5 | A ot it 
: , ry Mis 
WOl rG. & W. Pers a 


mel 0 





and in 13882 was 

made an officer o 

The Todds & Star 

ley Mill Furnishing Home of Teuscher Pulley & Belting 
+ T pal as ( “ 

Edward C. Teuscher entered the employ of The Todds & 

Stan] Mill Furnishing Company in 1894 in a minor 
ipacit the then handsome salary of three dollars 
per week. After the failure of Todds & Stanley, fathe1 
ind son in the spring of 1899 organized the Teuscher & 
Son M Supply Company; its stock at the time con- 
sisting 1 of power transmission equipment, such as 
pullevs ting, et bought at the sale of Todds 4 
Stanle sets November, 1898. 

As t Jusiness was and always has been primarily for 
the sale power transmission equipment, the name was 
‘hanged some four years ago to the Teuscher Pulley & 
selting Co. The company is a distributor of power trans- 


and has its own building, which covers 


julpment 








some 40,000 square feet of floor space, a growth from 
2.800 square feet back in 1899, and officials feel some 
satisfaction in the advancement they have made in the 
last twenty-eight years. 

Emile C. Teuscher, now past eighty-seven years of age, 
s still president of the company, although he has not 
been active for the last five years. Ed C. Teuscher, sec 
retary-treasurer, is now the active operating head of the 
ympa The company employs some fifteen people, of 

om t\ ire outside salesmen, and, in addition, aug- 
I ileSs rece with a catalogue, 150,000 of which 

ed ed during the last eight months. 

The Cape1 Belting Ww Rubber Co. was organized in 
1900 by Charles P. Capen, who served as president at 
yuSiness manager of the ranization until July 1 last 
VI e left to become sales manage} Cn ler at 
nob St. Louis territo Present ofl of the 

n are | les T. Jones, president ( es mat 

rer; KE. M. 7 resident, and J Tierne Se 
1"¢ ] | eSE ri¢ tovet ! WILT Vale t 
Kl superintende the ympany acto have 
een me! f the firm sin t rganization Ii 
Jon ) rved as vice-president 

I ! auguration until the eorganization last 
July, t n vas located at 21 North First street 
With tl reorganization came tne purchase of a new 
home at 1402 ¢ tnu treet in a building which is much 
more ! ! and co! ently located than the old struc- 
ture The new building is four stories in height, has 
10,000 square feet of floor space, and houses the com- 


pany’s offices, stock rooms and belt factory. 
iting & 


Rubber Co. manufactures leather 
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belting and patented fan belts for automobiles, and is a 
distributor of mechanical rubber goods, packings, fire 
protection and power transmission appliances and mill 
supplies. The company carries an average stock of 
$75,000, has seven salesmen and covers St. Louis and the 
territory within a radius of 150 miles of that city. 

The Colcord-Wright Machinery & Supply Company was 
incorporated in 1911, following an amalgamation of the 
W. R. Colcord Machinery Company and J. W. Wright & 
Company, both of which houses were organized about 
1896. W. R. Colcord organized the Colcord company and 
J. H. Bentzen later became associated with him, while 
J. W. Wright founded the J. W. Wright company and was 
joined by A. Scheu shortly after the company was organ- 
ized. Three of the four members of the original firm are 
still with the company in executive offices: J. W. Wright, 
president; A. Scheu, vice-president and treasurer, and 
J. H. Bentzen, secretary. V. H. Carter, another vice- 
president and the company buyer, has with the 
organization a great many years, having started with the 
Colcord company as an errand boy. W. R. Colcord severed 
his connection with the company in 1917 to enter the 
automobile industry. He had previously served as presi- 
dent, and Mr. Wright had been vice-president and general 
manager. 

The Colcord-Wright 


located at 


been 


Machinery & Supply Company is 
1223 to 1229 North Broadway. It specializes 
tools and machinists’ supplies, each line hav- 
ing a distinct department. The supply department does 
not handle general mill supplies, but gives its entire at- 
tention to machinists’ tools and supplies. The company 
has eight salesmen, and its territory includes Missouri, 
Kansas, 


in machine 


southern Illinois, Oklahoma and Arkansas. 

The St. Louis Machinists Supply Co. was organized 
January 1, 1902, and the machinists’ 
supply department of the George A. Rubelmann Hard- 
ware Co. The company occupied 600 
floor space at 421 Franklin avenue. On 
the company was incorporated. In 1904 
moved to larger quarters at 1118 Pine 
where it had floor space of 1,800 square feet. In 
1913 a move was made to 920 North Broadway, with a 
floor space of 5,000 square feet. 


as a partnership 


Was 
feet of 
1902, 


purchased. 
square 
June 1, 
the company 
street, 


The company has now 
just completed and moved into its own new building at 
1022-1030 North Sixth street, where it carries a stock of 
approximately $100,000, covering a floor space of 15,000 
quare feet, all on one floor. 

Originally the company handled only machinists’ tools, 
but later added machinists’, factory and pattern makers’ 
supplies and circular and band saws. 

The original officers of the company are still 
including Hade Rubelmann, president; C. A. Reinhardt, 
and A. H. W. Laumann, secretary-treas- 


active, 


vice-president, 


iver. <All three were formerly connected with the 
George A. Rubelmann Hardware Co. 
The company has five salesmen, and covers Missouri, 


Nebraska, Arkansas, Texas, Kentucky 
Oklahoma in its sales activities. 

Co. was organized in March, 
, and incorporated in the state of Missouri 


The first home of the compan) 


Kansas, 


inoils, 


he Corby Supply 1907 
B. Corby 
was at 
The company moved to larger quarters 

Hempstead then to 1956-60 North 
and on July 1, 1926 purchased a new place of 
located at 3942-44-46 West Pine boulevard, in 
the center of the town. 

This is a fine modern building of one story and base- 
ment, with 75,000 square feet of floor space, and is 
equipped with cranes and hoists. Its floor area compares 
with 40,000 square feet at the previous location. 

J. B. Corby is president, treasurer and general man- 


same 
1405 Olive street 
3-819 


vear. 
at 81 street, 
Broadway, 


business, 
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ager; W. J. Raining vice-president, Wm. Voitlein vice- 
president and W. E. These men have 
been officers of the company since its organization. 

The company is a distributor of and specialist in com- 
pressed air, electric, gas, oil, steam driven tools, machines 
ind railroad and industrial equipment, and has a com- 
plete stock station, which enables it to 
give prompt service on everything it handles. Terri- 
tory covered by the company includes the states of Mis- 
souri, Kansas, Oklahoma, Arkansas and southern Illinois. 
It has five salesmen. 

The Ward & Hasner Hardware Co. 
ganized April 1, 1906, because the following ten directors 
believed there was an opportunity for 
jobbing institution in mill supplies, 


Corby secretary. 


and service 


Geller, was or- 
another real live 
hardware, sporting 
goods, automobile accessories, cutlery, fishing tackle, ete.: 
H. W. Geller, D. F. Kingsland, Emil Homer, Ira W. Love, 
KE. F. Partenheimer, L. T. Ward, C. H. Hasner, F. J. 
Reppenhagen, H. J. Hopkins and A. J. Austin. 

These were the business. Mr. 
Kingsland retired a few years ago. Mr. 


men founders of the 


Reppenhage? 








qassase Vary 


FR MOWER, 
oan. 








‘7 7 . 
schroete? Bros. store in 1890 


January 1, 1925, and is the 
Mr. Hopkins left at the same time 
and is now connected with the Hood Rubber Co. 

The first location of the house was at Third and Vine 


streets, 


left the company now in 


real estate business. 


and consisted of a building with four stories and 


a basement, which the company occupied until 1905, 


when the present location at 410-12-14 North Fourth 
street was taken over. Here there are about 85,000 
square feet of floor space. 


The business of the house is divided into departments 
Many of the 


The house 


each having its own buyer. lines handled 


are the company’s own brand. 
mill 


that branch of the 


carries a very 
complete line of supplies, one department looking 


after business in particular. 

The company has 59 salesmen and its territory includes 
Iinois, 
Tennessee, Alabam: 


portions 


Indiana, 
Mississippi, Arkansas, 
Kansas, Oklahoma, practically all of the state of Missouri, 
Mexico, Central 


Venezuelo, Spait 


soutnern 


southern and central 
of Kentucky, 


as well as the following foreign lands: 


America, the West Indies, 
and South Africa. 

H. W. Geller is president of the 
Hardware Co., D. F. Kingsland 
Ira W. Love 
enheimer treasurer. 

One of the 


Columbia, 


Geller, Ward & Hasner 
Emil Homer ar 
is secretary and F. F. 


and 
vice-presidents, 
younger supply houses of St Louis is the 
KE. W. Bromwich Supply Co. This company was formed 
August 1, 1921 by E. W. Bromwich at 1441 North Broad- 
way, and was incorporated in 1923. The company was 
located at that address for a vear and a half and then 
moved to 2009 North Broadway. On September 1 last 





Cc 





eres 





the company moved to its newer and larger quarters at 
1956-58-60 North Broadway. 

The company started activities with five or six differ- 
ent items, but now handles a general line of mill and 
machinists’ supplies. E. W. Bromwich is president and 
treasurer, Clarence Rieker vice-president and Clarence 
Garvey secretary. Messrs. Bromwich and Rieker both 
serve as salesmen, and the company has one other sales- 
man. Its sales territory is local. Mr. Bromwich is the 
buyer. 

The St. Louis Iron Store Co. 
and incorporated the same year. Charles Osthoff organ- 
ized the company and was its first secretary-treas- 
urer. He left the company in 1919 to go into the gasoline 
business, and Henry Speck, who had been president from 
the beginning, became president and treasurer, and W. P. 
Steck was named secretary. F. A. Zimmerman has been 
vice-president of the company since its organization. 

In the beginning the company specialized in supplying 
material for street car manufacturers, but handled sup- 
horse shoers and woodworkers. 
1f automobile accessories. The 
iron and steel and heavy hard- 


was organized in 1907 


plies for wagon makers, 
In 1916 it took on a line 


organization has a large 


ware business. 

The St. Louis Iron Store Co. always has been at its 
present location, 700 Cass avenue, in a building which it 
There are 
10 salesmen on the staff, covering territory in Missouri 


Henry Speck and George C. Schneller serve 


wns. It carries an average stock of $60,000. 


and Illinois. 


as buyers for the company. 


The McDonald Machinery Co. is a firm of compara- 
tively recent organization, but its connections trace back 
t The late Gabriel McDonald started 
Second and 


o pre-Civil war days. 
in the general foundry business in 1860 at 
Miller streets. under the name, St. Louis Steam Forge & 
Tron Ce During the Civil war Mr. McDonald made can- 
non for the Union army. Early in its career the company 
began to specialize on iron axles for railroads. When old 

‘ business, Charles L. McDonald, the pres- 
ent head of the McDonald Machinery Co., joined his 
father at the foundry. About thirty-five years ago, when 
steel axles had commenced to replace iron, the business 
was sold to the American Car & Foundry Co. Gabriel 
McDonald and his son then entered the general foundry 
East St. Louis, Il. 
1912, and Gabriel McDonald retired from active 
while Charles L. McDonald and I. N. Brown formed 
a partnership and organized the Brown-McDonald Ma- 
chinery Co. The partnership was dissolved in 1920, when 
Mr. McDonald formed the McDonald Machinery Co. 

The company’s home is at 1531-1533 North Broadway. 
Charles L. McDonald is president, and his sons, Robert 
P;, and Charles L.,. Jr.. and secretary- 
treasurer respectively. The new and 


, ’ 
ised wood and metal 


+ -} 
enougn to ente 


+ 


business in This business was sold 
in about 


wi rk ’ 


are vice-president 
company deals in 
working and boiler shop machinery 
motors, transmission equipment, etc. Its 


1d Im used 


average stock is $65,000 and the territory it covers in- 
Illinois, 


Oklahoma and Arkansas. The 


cludes Missouri. Kansas, Nebraska, Iowa, Texas, 


company Nas Tour sales- 


Handlan- 
This company 
It deals in railroad, 
and contractors’ supplies and man- 
supplies. A. H. Handlan is 
W. Handlan and E. R. Hand- 
lan are vice-presidents, R. D. Teasdale is secretary and 
K. The company has 
15 salesmen and covers the entire southwest. 

The Continental Supply Co., 1501 
organized in January, 1912. 


One of the real old houses of St. Louis is ths 
Buck Mfg. Co., 212 North Third street. 
was organized before the Civil war. 
mill, mine, 


foundry 


ufactures some railroad 


president and treasurer, E. 
G. Brinkmeyer general manager. 
Locust 


Street, Was 


It distributes oil well sup- 
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Graphited Throughout 





Style No. 125—Braided Valve Stem 
Style No. 126—Twisted Valve Stem 


For use on Valve Stems under all Steam, 
Oil, Air, Hot or Cold Water conditions 
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Will Not Become 


Hard in Service 
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Packings 


style No. 126 





Style No. 109—Sgq. Br. Asb. Like Flax 
Style No. 118—Square Braided Asbestos 


Renders excellent service on High Pressure 
Steam, and Hot or Cold Oil installations 





LINEAR PACKING & MFG. CO., Inc. 
1901-5 No. Marshall St. 


Philadelphia, Penna. 
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° Separator - - It’s the whirl 
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service 
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W tomers Swartwout Steam 
Specialties, you make friends 
ind make New 
prices the distributor a 
wonderful) margin of — profit. 
W rite today for discounts. 


you money. 


give 


Swartwout Engineers will gladly 
help you solve installation problems. 


THE SWARTWOUT COMPANY 
Cleveland, Ohio 


General Offices: 18523 Euclid Avenue 
Factories: Cleveland, Ohio—Orrville, Ohio. 
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Suilt to last a lifetime 
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plies exclusively. The company has 67 warehouses, scat- 
tered through the oil fields of West Virginia, Pennsy]- 
vania, Ohio, Illinois, Kentucky, Oklahoma, Kansas, Texas, 
Louisiana, Arkansas, Wyoming and Montana. While the 
main office of the company is in St. Louis, there is an 
important office in Denver and an export office in New 
York City, in addition to various branch offices at ware- 
house locations. The company is capitalized at $5,000,- 
000. W. K. Hughes is president, Henry Brown secre- 
tary-treasurer, H. L. Nolan manager of sales, H. E. 
Spencer director of purchases, and W. G. Wood pur- 
chasing agent. It has on its statf 150 salesmen. 

The Baumes-McDevitt Machinery Co. is located at 
1953 Railway Exchange building. This company deals 
in complete power plants. P. B. Baumes is president and 
F. J. McDevitt is vice-president. 

The Beck & Corbitt Co. is at 1230 North Main street. 
It is a distributor of machine shop, railway, garage and 
auto supplies, iron, steel and heavy hardware, and is 
capitalized at $1,000,600. William L. Niekamp is pres- 
ident and general manager of the company, George H. 
Niekamp vice-president, D. D. Currie secretary, and 
George F. Kleinschmidt treasurer. 

The Blackman-Hill-McKee Machinery Co., 1513 North 
Broadway, was incorporated in 1919. Officers are G. H. 
Blackman president, J. B. Doan vice-president, Arlington 
Nuetzel secretary, and Lockwood Hill treasurer. The 
company distributes machine tools and shop equipment 


Its territory is St. Louis and southwest 

The J. R. Brockman Mtg. Co. is at 617 North Second 
street. This company was established in 1895 and in- 
corporated in 1907. It carries an average stock of 
$60,000 and handles steam supplies. J. R. Brockman is 
president and treasurer, L. D. Holt is secretary, and 
K. \\ Hardac re is buver. 

The Brown Machinery Co., 2317-2323 North Nint! 
treet, distributes metal and nel working machinery 
engines, boilers, motors and transmission equipment. It 
was incorporated in 1911, and carries an average stor 


| 


of $50,000. I. N. Brown is president and treasurer, John 
Weller vice-president, and L. brown secretary. 

The Cahill, Swift Mfg. Co., at 1112-1120 Market street, 
handles plumbing, heating, engineers’ and mill supplies. 
T. F. Cahill is president and treasurer, T. F. Cahill, 
vice-president, and M. J. McKernan secretary. 

The Campbell Iron Co., 809-819 Cass avenue, deals in 
iron, steel, heavy hardware, machinists’ and automotive 
supplies. Charles Campbell is president, Stuart Camp- 
bell vice-president and treasurer and Herman Mollman 
secretary and buyer. 

The Elliott & Stephens Machinery Co., 901 Chemical 
building, is a distributor of machine tools. R. R. Ste- 
phens is president and H. C. Elliott is vice-president. 

The Essmueller Mill Furnishing Co., 1216-1222 South 
Eighth street, incorporated in 1897, is a distributor of 
flour mill equipment, and supplies for elevating, convey- 
ing and power transmission. The territory covered by 
the company includes Missouri, Illinois, Kansas, Okla- 
homa, Texas, Arkansas, Kentucky and Tennessee. It is 
capitalized at $125,000 and carries an average stock of 
$40,000. Officers are F. H. Essmueller president, Aug. 
Berblinger vice-president, and W. C. Essmueller secre- 
tary-treasurer. F. E. Wilker is buyer. 

The Mahler Machinery & Supply Co., 1445 Syndicate 
Trust building, is a distributor of engines, boilers, pumps. 
generators, motors and power plant supplies. The com- 
pany was established in 1904, and its territory includes 
St. Louis and vicinity. Louis Frank Mahler is business 
manager. 

Geo. T. Matthews & Co., 308 North Commercial street, 
deals in lubricating oils and engine room supplies. Geo. 
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r. Matthews is owner. The average stock carried is $25,- 
000. The company has four salesmen and its territory 
includes Missouri, Illinois and Kentucky. 

EK. H. Sachleben & Co., 2829 Locust boulevard, was es- 
tablished in 1920. It carries an average stock of $30,000, 
and its territory includes Missouri, Illinois and the 
southwest. The company has four salesmen and dis- 
tributes machinists’ supplies, cutting and threading 
tools. 

The F. C. Schwaner Machinery Supply Co., National 
Bank of Commerce building, was incorporated in 1916. 
This house distributes machinery in Illinois, Missouri, 
Kansas, Oklahoma and Texas. L. E. Schwaner is pres- 
ident and treasurer, E. P. Schwaner vice-president and 
R. T. Hulke secretary. 

The St. Louis Belting & Supply Co., 509 South Fourth 
street, distributor of machinery, mill, mine and machine 
shop supplies, was established in 1856 and incorporated 
in 1901. It has three salesmen and its territory includes 
central, southern and southwestern states. Daniel Klau- 
ber is gene John Klauber vice-president and Ed- 
ward L. Klauber business manager and buyer. 

The Geo. F. Smith Company, 3343 Franklin street 
was established in 1909. Geo. F. Smith is sole owner. 
The house handles contractors’ and industrig # equipment, 
has eight salesmen and covers southern Illinois and east 
ern Missouri. It carries an average stock ie $150,000, 
Joseph J. Motherway is buyer. 

J. D. Streett & Co. is at 41st and Park streets. This 
company deals in mill, mine and railroad supplies, and 
its territory includes the southern, southe 
and western states. 

Che —— A. Zelnicker Supply Co., 511 Locust street 


Was established in 1898 and incorporated in 1902. It is 


astern, central 


seieaha at $200,000, and is a distributor of railway, 
power plant, ncmteastaan’. mining, sawmill and industrial 


equipment. W. A. Zelnicker is president, Ed Elson vice- 


president. .A. R. Topping secretary and H. J. Elson 


The Banner Machine Tool & Supply Co., 1424 Cass 
avenue, handles machine tools. The Day Rubber C 
124 Merchants-Laclede building, is a distributor of me- 
chanical and general rubber goods. The Donovan Iron 
& Supply Co., 812 North Main street, deals in pipe and 
fittings. The Industrial Supply & Equipment Co., 311 
North Second street, distributes machinery and mill sup- 
plies. Wm. C. Johnson & Sons Machinery Co., 1211 
North Twelfth street, handles machinery. The John 
Ramming Machine Co., 300 South Main street, deals in 
machinery and supplies. The Reeves & Skinner Machin- 
ery Co., 2211 Olive street, handles machinery, and The 
Winchester-Simmons Co., of St. Louis, Ninth and Spruce 
streets, deals in hardware and tools. 

Branches are maintained in St. Louis by the Crane 
Co., Chicago; Jarecki Mfg. Co., Erie, Pa.; Manning, Max- 
well & Moore, Inc., New York City, and Jos. T. Ryerson 
& Son, Inc., Chicago. The Crane Co. branch is at 30 
South Sixteenth street. T. R. Taylor is branch manager, 
and R. Dorste is assistant manager. The branch has 25 
salesmen, handles plumbing, steam and mill supplies and 
covers parts of Missouri and Illinois. The Jarecki Mfg. 
Co. branch is in the Chemical building. A. A. Moody is 
general manager of the branch, and V. W. Morehouse is 
buyer. Oil and gas well supplies are handled. The 
Manning, Maxwell & Moore branch is in the Railway Ex- 
change building. L. A. Gluckler is branch manager. 
Metal working and ~ working machinery and supplies 
are distributed. The Jos. T. Ryerson & Son branch is at 
2208 North Second street, and iron, steel, machinery and 
boilermakers’ supplies are handled. Harold B. 
is branch manager. 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 
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ROYERSFORD-EXCELSIOR 


YOU CAN GET THE SIZE GRINDER YOU NEED FROM OUR 
oe LINE; FOR WHEELS 1’x6” 


” a TO WHEELS 3’x30”. 







stone dg. My A ; 
a” MOVERSronp pies“ 
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We'll be glad to send you 
promptly cuts and prices of 
all sizes on request. 





Just tell us what you have in 
mind. 


ROYERSFORD FOUNDRY & MACHINE CO., Inc., Box S, Royersford, Pa. 
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Dallas House in Business for Thirty Years 


Briggs-Weaver Machinery Co.. Organized in 


Progressed Steadily Since Its Founding- 


section of the country where industrial de- 
velopment has marked, distributing houses have 
important factors in the forward movement. 


Numerous fine houses have kept pace with the industrial 


In every 
been 
been 





The Late C. H. Briggs 
advance in the southwest. One of these, the Briggs- 
Weaver Machinery Co., of Dallas, Texas, recently ob- 


served the thirtieth anniversary of its founding. For 
thirty vears this well known house has served the indus- 
tries of its territory efficiently. 

The company founded in 1896 by C. H. Briggs 
and J. C. Weaver, both now deceased. Mr. Briggs was 
a native of Maine and for several vears, prior to moving 
to Texas, a resident of Indianapolis. Mr. Weaver’s birth- 
place was Baltimore, though he resided for many years 
in Macon, Ga. 
man, and Mr. Weaver, a graduate engineer and pioneer 
builder of cotton seed oil mills, were attracted to Texas 
by the opportunities there. In Texas they 
met and formed a lasting friendship. 

The story of how the founding of the house came about 


Was 


Both Mr. Briggs, an experienced business 


presented 


is interesting. In his work of constructing oil seed mills, 
Mr. Weaver bought machinery extensively. It is 
that on one occasion he was quoted a price on a bill of 


sald 


vxoods, which he knew, from past experience, to be exces- 
sively high. 

“You are out of line this time,” he 
the seller. 

“Probably so,” “but that’s our price. 
We have no competition down here, so we don’t compete.” 

A few weeks later Mr. Weaver and C. H. Briggs got 
together in the old Windsor hotel and organized the 
Briggs Machinery & Supply Co., and Mr. Briggs, who 
was experienced in handling machinery, assumed charge 
Mr. Weaver continued in his work 
On August 1, 
the 
a fair price and one 


remonstrated with 


was the reply, 


as general manager. 
of oil mill engineering and construction. 
1896 the new company made its announcement to 
trade, which included the policy, “ 


price to all” and the slogan, “The House of Service,” both 


1896. Has 


Anniversary Booklet Issued 


August. 


of which have been religiously adhered to during the 
thirty years the company has been in Dusiness. In 1908 
the company was incorporated the Brigys-Weaver 
Machinery Co., and Mr. Briggs was elected president and 
Mr. Weaver vice-president, while W. D. Trotter, who had 
joined the company as a stenographer, was chosen secre- 


tary-treasurer. 


ais 


Weaver 
served until 
Dale was then elected president 


In 1908 Mr. Briggs passed away, and J. C. 
was elected president, in which capacity he 
his death in 1922. J: Ee 


of the company. Mr. Trotter is now vice-president and 
treasurer. A. S. Weaver, vice-president and sales man- 
ager, is the son of J. C. Weaver, and he has been with 


the company all his lite, except for school and army days. 
Mr. Trotter and Mr. Weaver are jointly responsible for 
the management of the company. J. E. Dale has been 
the the death of Mr. 
Briggs in 1908, but has never been active in the business. 
W. E. Collins is assistant secretary-treasurer. 
are J, E.. Dale, J. T. Dale, J. B. 
A. S. Weaver. 

The first home of this progressive Dallas house con- 
sisted of 2,500 square feet of floor space. The present 
buildings and approximately 75,000 
square feet of floor space, and, in addition, the company 


a stockholder in company since 
Direetors 
Dale, W. D. Trotter and 


warehouses have 


has a large pipe yard and warehouse, which covers a 
complete city block and houses large stocks of pipe, boiler 


flues, engines, boilers, pumps, shatting, conveyor and 
other heavy machinery. 
At the time of its founding the company catered 


trade and cotton seed oil 


predominant industries in 


primarily to the cotton gin 
mills, as those were then the 





Weaver 


The Late J.C. 


the territory. Today the house is stocked to serve cotton 


seed oil mills, cotton yins, flour mills, compresses, electric 
machine 


light and water works plants, foundries and 


shops, road and bridge contractors and in fact every type 
The ¢com- 


of industry using power or power equipment. 
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give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 


and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 








VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
— removed in an instant. 


—J i : The VOGEL is the simplest and most durable frost- 
proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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VOGEL Patented Frost-Proof Closets 

















Manufacturers— 
Sales Managers— 


In January of every year the publishers of MILL SUP- 
PLIES issue a new edition of the ‘Sellers Guide to Supply 
Houses.” 


At some time during the year nearly every manufacturer 
selling through supply houses needs a copy of this book. 
It is both a mailing list and a salesman’s guide. 


It was with extreme regret during the last month that 
we could not fill urgent orders for the 1926 Guide. Many 
manufacturers have already ordered the 1927 edition. 
This is a tip to every manufacturer who expects to use 
the 1927 edition to place the order early. 


THE CRAWFORD PUBLISHING CO. 


537 South Dearborn St.. Chicago 
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pany’s place of business is at 307-313 North Market 


street. It is capitalized at $750,000 and carries an aver- 
age stock of the same amount. It 


has 10 salesmen and 





VW. dD. Trotter 


Oklahoma in its sales activities. W. 


is the buyer. 


and 


Texas 
A. Middleton 
In observance of its thirtieth anniversary, the ¢ 


attractive little 


overs 


lished a Very 


Years.” 


Texas from 


1] scatin tks *+] 
booklet, under the title 
ogress ol 


This booklet deals with the pr 


1896 until the present time and relates briefly 


the history of the company. 

An interesting feature of the booklet is a little article 
entitled, “Those Early Days,” by C. R. (Joe) Caldwell. 
the only surviving member of the original staff of the 
company, who, as a city salesman, is still selling cus- 


tomers he sold thirty vears 


apo, 


“It was a great event when our first two carloads of 


merchandise arrived in Dallas on that warm summer day 
August, 1896,” wrote “Uncle Joe.” “I well re- 
details was my pleasant task to 


unload and place in 


earliyv in 
member the because it 
stock the contents of those two cars. 
In this work I was assisted by a colored boy who thrived 
on hot weather, but didn’t particularly care for hard 
work. 
“One of those cars contained pipe and pipe fittings 


and the other was filled with a general assortment of 


sup- 
plies. We were located in a building on the corner of 
Austin and Elm streets, and before our merchandise ar- 
rived the building was a most cavernous place. Mr. 


Paes ae 
Briggs 


There was a desk and a 
Was about all. 


office was up at front. 
couple of chairs, and that 

“Our sign out in front read: ‘Briggs Machinery & 
Supply Company, the House of Service.’ The arrival of 
the merchandise enabled us to look at that sign 
pride, rather than with amusement. 

“Mr. Weaver wasn’t active in the business at the start, 
and Mr. Briggs was the man at the wheel. He was in- 
defatigable and a most conscientious executive. He 
insisted that all promises be fulfilled, and that all orders 
received be filled and shipped the same day, unless other- 
wise specified by the purchaser. 


with 


“The business grew from the start. The empty store 
soon became packed to the guards with merchandise, and 
more space was needed. The business expanded to the 
second and then the third floor of the building. In 1904 
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the company was incorporated and soon thereafter moved 
into its own building on North Market street. 

“The company started without a great deal of money, 
but with a high conception of fairness and service. The 
policy has been one that concerns itself primarily with 
serving the trade efficiently and promptly, and it has 
been a great pleasure for me to be here all these years. 
My greatest satisfaction comes from the knowledge that 
our first customers are still our regular customers. 

“T have found that if you treat a man right, a thousand 
times out of a thousand and one he’ll play square with 
you and give you his business. That’s what has built 
this business.” 

Concerning the future, the company officials express 
themselves as follows in the booklet: 
the immortal John Paul 
Jones, we feel that the southwest has just begun to grow, 


“Paraphrasing the words of 








A, Ss. Weave r 


| 


and the 


the 


duplicated and multiplied in the 


thirty years will be 
next thirty vears. 

“We teel, with pardonable pride, we hope, that it is 
some considerable distinction to reach the thirtieth an- 
niversary in business. We give credit to our many fine 
friends throughout the southwest, without whose patron- 


’ 
last 


achievements of 


a ET EK EMRE PERE SOU IPS I Nin ERE RA 


age this success would not have been possible; and to the 
founders who had the vision and foresight to establish i 
a policy based on the tenets of the Golden Rule. i 
“We cherish the traditions and shall continue to build J 
on the secure foundation laid by the founders.” i 
+—<>— + : 

(Continued from Page 73) 

to be returned, vet it becomes stale during the process ' 
and there is a large percentage of actual loss through ' 
either volatilization or leakage, or some other cause. J 


Paint is one of the most difficult things to keep without 
loss in containers. 

“Again, there is the time element side of the question. 
Time element A involves the trouble phase in which the 
paint user comes to grief and must have immediate 
assistance. Here there would be no time for him to apply 
to the distributor, and the latter, in turn, to the manu- 
facturer. Time element B involves another individual 
service, that of producing special shades and special qual- 
ities which are constantly demanded by the industrial 
field. And this keeps the manufacturer in such 
contact with the consumer that it makes him the logical 
industrial paint distributor.” 
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OUR TRADE MARK 
JUDICIALLY ESTABLISHED 


. ( > | 
© pss exclusive right to the designation “Samson 
as a trade mark for Car Movers has been judic- 
ially established. 


We now assure dealers and users that we are in 
a position to protect the goodwill ot +rade 2 
we have established by skill and developed thru 


many years of experience and honorable business 
conduct. 


Under this decision no one else has the ne to 
make or vend a Car Mover of any design bear- 
ing the name “Samson’ except those made by us 
and we will protect our Customers against infrin 
agement by such further litigation as may be 
found necessary. 


G.D. Rowell & Son 
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== Labeling 
w=” Machines 


The Fred H. Knapp Corporation, 
Ridgewood, N. J., chose Bristo Set 
Screws for their labeling machines be- 
cause they wanted the best—and 
they had found by actual experience 
that Bristos set tighter and did not 
spread and split. Vice-president Gor- 
don C. Cooke says the selection was 
in line with their policy of building a 
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The Bristol Co., Waterbury, Conn. 
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Bailey-Hall Company Organized 


Former President of Banks-Miller Supply Co. Heads New Machinery Firm 


T. F. Bailey has resigned his position as president 
and business manager of the Banks-Miller Supply Co., 
Huntington, W. Va., and organized the Bailey-Hall 
Machinery Co., also of Huntington, for the purpose of 
specializing in the distribution of heavy road building 
machinery and equipment for construction work.  Al- 
though retiring from the presidency of the Banks-Miller 
company, Mr. Bailey retains his stock in that organiza- 





a. Fr. Baile 4 


tion, being the largest individual stockholder, and will 
continue to serve as a director. 

Mr. Bailey is president and general manager of the 
new company, and associated with him are 8. D. Hall, 
vice-president and sales manager, who was formerly man- 
ager of the contractors’ department of the Banks-Miller 
Supply Co., and L. C. Basham, secretary, who had been 
assistant manager of the road building machinery depart- 
ment of the Banks-Miller company. E. M. Carrigan, for- 
merly in charge of the parts department of Banks-Miller, 
is in charge of repair parts in the Bailey-Hall Machinery 
Co., and W. C. Nortrup, for the last two years a road 
machinery salesman for the Banks-Miller company, is one 
of the new organization’s salesmen. He was formerly a 
service man for the Caterpillar Tractor Co. 

The Bailey-Hall Machinery Co. has taken over a build- 
ing on the B. & O. and C. & O. tracks in the center of 
Huntington. It is 200 by 65 feet, a two-story, three 
office room structure, equipped with automatic sprinkler. 
The company has four salesmen on the road, covering 
West Virginia, the eastern part of Kentucky and the 
Ohio river towns bordering West Virginia in Ohio. Mr. 
Bailey states that he felt there was an opportunity in 
West Virginia for a company to sell road building machin- 
ery exclusively. 

It is not expected that a successor of Mr. Bailey as 
president will be chosen by the Banks-Miller Supply Co. 
until the annual meeting of the directors in December. 
William J. Harvie, vice-president, has been designated 
executive vice-president and will serve in that capacity 
until he resigns to join the Huntington Banking & Trust 


Company, whose directors several weeks ago elected him 
executive vice-president. 

James H. Barry has been made general manager of 
the Banks-Miller company. Mr. Barry is a graduate of 
Cornell. Prior to coming to Huntington, he worked as 
an apprentice in the shops of the Wisconsin Steel Co., 
Chicago, where he gained valuable experience in the fun- 
damentals of the industry, and later was connected with 
the Harrison Safety Boiler Co., Philadelphia, resigning 
his position there to join the Miller Supply Co., of Hunt- 
ington, as manager of the power plant equipment depart- 
ment. When Mr. Bailey left the Miller company to 
organize the Banks Supply Co. in 1914, Mr. Barry was 
made manager of sales, and continued in that position 
when the companies were merged. 

The present executive staff of the Banks-Miller Supply 
Co. is as follows: William J. Harvie, vice-president and 
secretary; Frank Enslow and C. W. Johns, vice-presi- 
dents; G. D. Miller, treasurer; R. S. White, assistant 
secretary-treasurer and J. H. Barry, general manager. 
This company was incorporated in 1905, has a capitaliza- 
tion of $1,400,000, carries an average stock of $400,000, 
has twenty salesmen and distributes mechanical and elec- 
trical supplies and machinery in the southern half of 
West Virginia, eastern Kentucky, 
parts of Virginia and Tennessee. 


southern Ohio and 
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COMPANY TO HAVE NEW HOME 
Weaks Supply, Monroe, La., Building Modern Structure. Which It 
Expects to Occupy About January 1 

To meet the requirements of its steadily growing busi- 
ness, the Weaks Supply Co., Monroe, La., is erecting a 
new home at Fourth and Jefferson streets, which it ex- 
pects to occupy on or about January 1. 

The Weaks Supply Co., was organized in 1908 and 
started in business in a frame warehouse at Sixth and 
Olive streets. The company at that time had a working 
capital of $17,000, the organization consisted of four 
people and the first vear’s sales amounted to $75,000. 
The slogan “We Ship Today’? was adopted when the 
business was started, and strict adherence to this rule, 
together with excellent service, have increased the com- 
pany’s business almost tenfold since organization. In 
1910 the company moved to larger quarters, and in 1916 
the business was transferred to the present location, 
North Third and Jefferson streets. 

The property of the company at the new location has 
a frontage of 160 feet on Fourth street and runs back 
255 feet on Jefferson. The new building has been de- 
signed to meet the company's needs, and will have 40,000 
square feet of ground floor space. All conveniences for 
handling economically and efficiently the various lines 
stocked will be included in the new layout. 

George G. Weaks is president of the Weaks Supply Co., 
George W. Hyle vice-president and buyer, Miss Bower 
Weaks secretary-treasurer, R. C. Mahaffey credit man- 
ager, H. Nichols sales manager and A. E. Campbell man- 
ager of the plumbing department. The company has 
twenty-five employes, five of whom are salesmen, and 
covers a territory with a radius of more than 100 miles 
from Monroe, catering to users of steam, electric and 
gas power, including saw mills, paper mills, carbon plants, 
gins and oil well drillers. The company has, in addition, 
added recently a line of plumbing supplies and fixtures. 
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SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
































“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 
Machine Bolts Stove Bolts 


ta _— Specials Stove Rods 
w . ” . 

Step Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—34 E. Canfield 
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The independent lathe chuck is so called because each 
the others. 





jaw is operated independently of 
versal lathe chuck is aptly named because all of the jaws 
must be operated at once to and from the center of the 


The uni- 


derives its 
operated 


chuck. The combination lathe chuck 
from the fact that the jaws can be 


myrve rsallu or inde pe nde ntly. 


name 
either 


Modern boiler room practice is to use a single-acting 
non-return and stop valve on each boiler when the power 
plant consists of two or more boilers. Should a tube 
burst or other rupture suddenly reduce the pressure in a 
boiler, this valve automatically cuts off the flow of steam 
from the header to that boiler. Installed on every boiler, 
these valves equalize the pressure and cut out the boiler 
that may be under lower pressure than the others. 


Fur- 
thermore, as the valve can be opened only by the pressure 
in the boiler on which it is installed, it is impossible to 
turn steam carelessly into a boiler which is being cleaned. 
This prevents serious accidents and injury to attendants 


} who may be working in the boiler. 
: 
i 
Everyone of experience in the preparation, handling 
f «and use of glue realizes fully the necessity for maintain- 
| ing it at proper temperature. If overheated even to 176 
| F., glue loses much of its tensile strength; if allowed to 
+ =6 tall below 140° F., there is a decided and sometimes dis 
astrous fluctuation in the strength of the joints. The 
| most favorable temperature, as determined by official 
f test, is between 140° and 150° F., at which point glue as- 
sumes its greatest tensile strength and viscosity. 
; The general theory of separation of moisture, oil or 
i ther matter from flowing steam, air or gas, which is 
| confirmed by practical experience, is the same for all 
ases or vapors, although apparatus for successfully ap- 
)] r the theory varies with the conditions. If moving 
steam, air or other gas, carrying particles of condensed 
i vapor, or foreign matter, is directed in a straight stream 
| against a baffle, so that its flow is suddenly diverted, the 
} moving steam or gas, being much lighter than the con- 
f = densation, will flow around the baffle easily, but the 
| heavier particles of moisture and foreign matter, striking 
| the baffle forcibly, will be stopped and will fall by gravity 
it of the path of the steam or gas The baffle must be 
ifficient size and area to colle ind carry away all 
| he moisture, oil or solid matter, In such a manner that 
cannot be picked up again by the moving steam or gas. 
When buying a steam trap select a high pressure type 
; i high pressure service and a low pressure type tor low 
pressure service. For size, determine the maximum 
amount of condensation to be discharged at a given pres 
sure, then select a size of trap having suitable capacity 
to handle the ndensation at that pressure. Do not buy 
a trap according to pipe size, for some traps have only 
1 25th as much capacity as others of the same pipe size. 
The pipe size of a steam trap is no more indication of its 
| capacity than is a large pipe on a small boiler. If the 
f capacity needed is unknown and cannot be satisfactorily 
* calculated, then the safest way is to select the trap having 
the largest capacity for the size of pipe desired. Betore 
' purchasing make this comparison of the different traps: 
i _ 
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Divide the net price of the trap by the capacity of the 
trap in thousands of pounds of water per hour; the re- 
sult will be the cost of the trap per unit of work, that is, 
per one thousand pounds of water per hour. This is the 
only common unit basis of comparison by which the cost 
of different makes of traps can be compared. 


Usually, bearings—plain or anti-friction—are an in- 
dispensable part in any mechanical device. As such they 
have two definite mechanical functions. They must first 
give adequate support to the shaft, gears, or wheels 
which rotate upon them, so that alignment of the parts 
is positive. And secondly, while thus employed, they 
must allow the shaft freedom to revolve and at the same 
time protect themselves and their associated parts from 
undue wear, in order that the useful life of the machine 
be extended. The more positively that support can be 
preserved, the more accurate, the more efficient a ma- 
chine becomes. And if at the same time the revolving 
parts can be kept free from undue wear caused by fric- 
tion, a machine naturally is given a longer life than 
would be possible otherwise. 

There are two forms of thread commonly used b: 
manufacturers of screw machine products. The United 
States standard thread has its sides at an angle of 60 
to each other, but has its top cut off to the extent ot 
one-eighth of its pitch, and the same quantity filled in 
its bottom. Screws made with this thread are strong, 
have a good appearance, are not so easily injured and 
taps and dies will wear longer. This standard has been 
adopted by the United States government, American So- 
ciety of Mechanical Engineers. the railwas 
machine bolt makers and a majority of leading manu- 
facturing establishments. The S. A. E. standard, adopted 
by the automobile trade, has the same form of thread as 
the U. S. S., but the pitch is finer. 
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More and more motor truck owners are ¢g 


giving fore- 
thought to transportation, instead of careless after- 


thought. These wise operators have found the formula: 
Better cost systems; complete records that tell the story 
by truck, by load, by mile, 


ment; 


by day; better care of equip- 
better selection and education of drivers; 
picking the right truck for the job; 
and other conditions of 
motor transportation; and intelligent use of motor equip- 
ment 


routing ; 


loading platforms 


for advertising purposes. <A great deal of 
is being saved by these intelligent users of motor trans- 
portation, find that efficiency 

with A standing ti 


mileage it covers earning money. 


who goes hand in 


economy. ‘uck loses money. The test 


Ol a truck 1s the 


[It would be impossible to produce efficient, ec: 





grinding wheels for the many kinds of work on which 
they are used if only one process were employed in their 
manutacture. Therefore, three processes are used, name- 
lv. vitrifving, silicate and elastic—each having its par- 
ticular field, and each differing from the other in many 


ways. The vitrifying process employs a mixture of abra- 


sive grains and clay, heated to a point where the clay 


melts and binds the abrasive grains into a unitorm vitri- 
fied mass. For this a temperature approximating 2200 


degrees F. is required. Silicate wheels are composed ot 


it ret 


abrasive grains bonded together with a metallic silicate 
: 
cS 


and waterproofing substances, which, when baked at a 
comparatively low temperature, produce a solid and prac- 
tically 

combining 


under heat 


waterproof mass. The elastic process consists in 


grains with 
and while the 
Comparatively low finishing temperatures are employed, 
with a resultant vulcanizing of the bond. 


1 ® sin ] 
abrasive pure shellac, moulded 


shellac is in a viscous state. 
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Profit Savers 


N your plant today there are 
| a host of potential profits. 
These can be indirectly devel- 
oped into actual profits by the 
elimination of waste. 
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To eliminate your power 
transmission waste, install Falls 
Power transmission Machinery 

‘ale —superior, durable and effi- 

oy] cient. 

X 
fades Prove this by sending today 
7 for the Falls Handbook 18-D, 
called the most complete and 
valuable survey of its kind. 
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Prompt Shipment Always, from Maysville 

) Stock  — F401 

i wv 
i I Mc THE FALLS CLUTCH Bg 
(ee & MACHINERY CO. 






Kent, Ohio 


New York: 206-208 Fulton St. 
Boston, Mass.: 52-58 Purchase St. 


The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U.S.A. 




















Your Customers Know 
They’re Right 


every Mason 
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WATER GAUGES 


and 
other quality 
Products 
Air Cocks 
Steam Cocks 


Gauge Cocks 





MASON REGULATOR CO. 


oston, Mase 














We need a fe ore at fe 
Dichtbators "aig ae Cui! Ball Cocks 
Economy Pumps a 29 Air Valves 


They are made in various types for heating, ventilating, 
and building service; vacuum and boiler feed; bilge and 
sewage, field work, etc. Electric 
and gasoline driven. 


To Help You Sell 


Ete. 





Write for Catalog 





Ecor Pump is illus- 
van “a an 814" x11" The McRae & Roberts Co. 
‘ a snd gt els 100-146 South Campbell Avenue 
Economy Pumping Machinery Co. DETROIT, MICHIGAN 





142 N. Curtis st., Chicago 
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New Products 
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The Hunter Saw & Machine Company, Pittsburgh, 
has added to its line the Hunter high speed metal cut-off 
saw. Designed for use on cold metal, the machine cuts 
with a circular toothed saw which attains a high rotative 
speed. The motor and 
saw mount- 
ed on opposite ends 


blade are 


of the tilting trame, 
the saw being driven 
by an endless _ belt 


from the motor. The 
idler pulley is located 
that it 
give maxi- 


In such a way 
is Said LO 
mum belt 


; 


the arbor pulley, with 


contact on 


a minimum of ten- 
Sion. The saw arbor 
is mounted on double 


row, deep groove ball 
bearings while the 


idler 


ported DN 





pulley is 


sup- 
single 


row, 


deep groove ball bearings. In both cases the bearings are 


protected in oil-tight, dust-proof housings. The _ belt 
guard may be quickly removed and the endless belt ap- 
plied without dismantling other parts of the machine, 
it is claimed. Desired tension is given the belt by means 
of the adjusting screw with which the motor support is 
provided. The tilting frame has a cushioned stop at its 


This 


returns the trame 


motor end. is connected with a spiral spring which 
to clear the 
An off-side hand-lever, attached to 


the forward end of the tilting frame, feeds the saw down 


just the height necessary 


material being cut. 








through its work. The table is provided with a quadrant 
stop that is set to any angle within the sweep of the 
saw blade used. 
The Fairbanks Company, New York City, has added 
a new style of contractors’ wheel barrows to its line. 
The tray S pressed from specially rolled high carbon 
sheet steel, with wire bound edge, and painted black. 
The handles are 
hardwood, finished 
on all sides and 
painted Fairbanks 
. orange. The legs are 
of heavy channel 
steel, with extra 
heavy steel shoe. 
They are painted 
black and all sec- 
tions are secured by bolts. The wheel has a steel ri 
val steel spokes, pressed steel hub and is painted black. 
The front tray braces are of heavy pressed steel, painted 
black. The Fairbanks Company is also out with a new 
line of steel frame push carts. Two types are for the 


retail merchant, one of which, with an overall width of 29 


inches, is designed for 30 inch doorways; one type is for 
the laundry trade, with closed top, which protects the con- 
tents from the weather, and another is designed for 


at the 
length of the body can be increased a foot by lowering 
the end the 


handling bulky material, being so constructed tl 


board. Features of chassis of the Fair- 


banks push cart are that the frame is riveted as one 
unit, has two oil-tempered, three-leaf, semi-eliptical 
springs, wire wheels of latest design’ and the hinged 
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V-leg, which is used as support for the car at rest 
and as a brace when hooked to the handle bar. All 
metal parts are finished in black and the body is of 
blue enamel, with orange striping. 


The Ohio Injector Company, Wadsworth, Ohio, has 
placed on the market the O. I. C. medium pressure gate 
valves, for steam working pressure up to 175 pounds, 
cold oil, water or gas lines up to 250 pounds and for 
hot oil temperatures up to 350 
degrees Fahrenheit. These 
valves are similar in general 
design to the company’s Stand- 
ard O. I. C. iron body valves, 
but are stronger than the 
standard valve, the principal 
parts being made of semi-steel 
having a tensile strength of 
more than 32,000 pounds, and 
all bolted joints being ex- 
tremely heavy both as_ to 
lange and bolt section. They 
have brass trimmings and may 
be had with stationary or 


ris- 


ing stem and = screwed or 
flanged ends. The seat rings 
in the body are of the 


screwed-in type, while those on 
the wedge are of the rolled-in 
type. The stems are of large 
diameter and have Acme thread, with exceptional length 
of thread contact when the valve is in the closed posi- 
The stationary stem type is equipped with brass 
stem and the outside screw and yoke with steel, but eithe: 
steel or stems furnished on either type 
of valve. The accompanying illustration is of the No. 
176 medium pressure gate valve, with outside screw and 
yoke and rising stem. 

The Black & Decker Mfg. Co., Towson, Md., has per- 
fected a valve refacer equipped with Universal motors. 
The machine may be operated on direct or alternating 
current of 25 to 60 cycles. One motor drives the work 
head, the other drives the grinding wheel. This refacer 
is permanently set at a 45 degree angle, as practically 
all car, truck and bus engines now have 45 
valves, and its makers declare that it cannot get 





t10n. 


brass can be 


degree 


out ol 
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adjustment. 


head 
dove-tail 
spring take-up on the gibs to compensate for any wear. 


of the No. 45 
with 


The grinding 
mounted on 


valve 
refacer is slides, automatic 
The chuck spindle carries a taper bearing with an auto- 
matic adjustment feature. Thus the adjustments for 
wear on both the work head and grinding head are auto- 
matic. A diamond truing attachment is furnished as 
standard equipment to reface Black & Decker valve seat 
grinding stones. A diamond truing attachment is also 
supplied as standard equipment for truing the face of 
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The Three Musketeers trusted 
good blades — so do, 
Modern Mechanics 


As did the Three Musketeers depend on 
their trusty blades in their many experi- 
ences and combats, as told by Dumas— 


So today does the modern mechanic face 
the hardest cutting problems in the shop 
with the trusted Victor Blade. 


Let us send you free samples of this 
Wonder Blade. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 
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The Original 
and Genuine 


Max Sievert 


Sweden) 


Blow Torches 
and Stoves 





We also carry a full line of Files 


Write for catalogue 


Scandinavian Western Importing Co. 
Limited 
116 Broad St., New York, N. Y. 














EDGEMONT TYPE E 
DISC CLUTCH 


An efficient clutch 
for high speeds and 
quality drives. 





Designed especially to give long, carefree service 

h a minimum of attention. Made by a company 
evoted exclusively to building friction clutches. Our 
years of experience have been put into the Type E 
Disc Clutch to make it a clutch suited to present day 
needs. 

The business for which the Edgemont Type E 
Clutch is adapted has barely been touched. This 
lutch will mal 1ying addition to your line. 


Our engineering department will co-operate at all 
times. Full information on request. 


THE EDGEMONT MACHINE Co. 
DAYTON, OHIO 

















Our Selling Policy 


With our modern plant and complete 
equipment we produce large quantities 
of sterilized wiping cloths. We prefer 
to devote our energies to manufacturing 
and to develop our sales through mill 
supply houses. In this way we are able 
to supply a much greater market than 
we could by selling through branch of- 
fices. Write for distributors’ proposi- 
tion. 


Louisville Sanitary Wipers Co., Inc. 
Louisville, Kentucky 


“Blue Grass Brand” Wipers 
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the grinding wheel 
standard equipment 


which refaces the valves. Other 
includes a V-block attachment for 
grinding ends of valve stems, special three-jaw refacer 
chuck, electric cable and attachment plug, and individual 
switches for motors built in base. 


A new item of the Van Dorn Electrical Tool Company, 
Cleveland, is the portable electric tapper, designed for 
speedy tapping on jobs that can be 
taking the tapper to the work. 


best handled by 
The machine is equipped 


with the same heavy duty motor used on Van Dorn 5/16 


i. 






) 








e@eer? 


| 





inch drills, has hardened alloy steel gears and automatic 
switch. An improved cable attaching design is 

The 
| 


ll run on alternat 


Salety 


said to allow speedy take-up or renewal of cable. 
tapper uses a Universal n 
ing or Its weight is 8 pounds and its 


shipping weight 11. Its over-all length is 14 


motor and wi 
direct current. 


inches. 


The equipment includes a grip handle, *. inch, three- 
Jaw, geared chuck and 10 feet of cable with plug. It 
can be supplied for 110, 220 or 32 volts. Capacities 


claimed for it include a “x, inch tap in cast 
inch tap in steel and a !» tap in aluminum and brass. 


A slight 


forward, and it 


pressure on the spindle drives the machine 


automatically reverses at double speed 
with light backward pull when hole is tapped. 


Thompson Rubbing Machine, Inec., Binghampton, N. Y., 
is manutacturing a rubbing machine designed for sand- 
ing, polishing and rubbing any 


means of 


surface by 
reciprocating motion. Its flexibility permits the oper- 
ator to work over concave, con- 


vex and flat surfaces. The ma- 


chine is light in weight, is 
motor and 
swiveled to facilitate working 


driven by an electric 


over a large area It is so 
counterbalanced that only the 
weight of the rubbing head is 
carried by the operator, and is 


to permit of one hand 


The reciprocating pads 





designed 
control. 
are quickly and easily detachable. The 


used for both wet 


machine may be 


and dry rubbing. It may be had in 
The 


may be 


either ceiling or floor types. former 


requires no 


floor space, while the latter moved from place 


vibrating screen has been an- 
nounced by the 


Link-Belt Company, of Philadelphia, Chi- 


cago and Indianapolis. This screen consists of one mov- 


which bearings 
suit- 


This 


counter 


Ing part rotates in large, oversize ball 
The vibrator 
able speed 
shaft, 


weights 


consi 


ts simply of a shaft, driven at 


from any common source of power. 
adjustable 
imparts vibrations to the screen box on which 
it is mounted, and these, in turn, are transmitted to the 


screen cloth, 


thrown out of balance by 


secured, under tension, in the box. Binders 
are provided on the fine mesh cloths for protection 
Two side clamps which engage these 


against tearing. 


95 





binders or the bent edges of the cloth, serve the four 
fold purpose of stretching the screen cloth, clamping the 
cloth to its deck, eliminating wear of screen box side 
frames and preventing leakage along side edges. A 
longitudinal vibrator strip assists the screening action 
by imparting raps to the cloth. A feed hopper, attached 
to the receiving end of the screen box, vibrates with it, 
controls the feed and spreads the material uniformly 
over the screening surface. For screening materials 
containing small particles, the vibrating feed hopper is 
fitted with a counterweighted swinging feed gate. The 
manufacturers claim that this combination makes it easy 
to receive a non-uniform feed and causes the material 
to be spread over the width of the screen cloth at the 
right speed, and that it about two feet to the 
effective length of the screen and obviates the use of 
mechanical distributors. 


adds 


There are five standard sizes 
and each can be furnished with either one or two screen- 


ing surfaces. 





Trade Literature 
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Rubber Mills, San manufac- 
belting, hose, packing, and other mechanical 


rubber goods, have issued catalogue No. 20, 97 pages and 


The Pioneer 


turers of 


Francisco, 


cover, Which will be sent on request. In this catalogue 
are listed the company’s principal lines of rubber belting, 
hose of all kinds and packing. Each product illustrated 


is described in detail. 


The Sherwood Manufactu 





‘ Company, Buffalo, brass 


founders and finishers, is out with Bulletin No. 262, out- 


lining its contract service on brass and bronze castings 


in plain, semi-finished or finished complete assemblies. 
The bulletin concludes with a listing of Sherwood stand- 
ard products. 

The Manufacturing Co., 
manufacturer of drill 
edition of “The Spindle Book.” 


Hartford, 


issued the 


Jacobs Conn., 
second 
This is an attractive 


booklet of 96 pages and cover devoted to information 


chucks, has 


concerning equipment on which drill chucks are used. 
The material in 
listing products of 


specifications. It 


tables 
their 
arranged and con- 
manufacturers 


] : . } ed 
the booklet consists largely of 


manufacturers and 


is handily 


various 
spindle 
tains at the end an alphabetical list of 
whose products are described. 


‘From the 


Ore to the Bolt” is the title of a very 
attractive booklet issued by The Bourne-Fuller Co., 
Cleveland, manufacturer of bolts and nuts, ete. It is 


Upson works of the 


company, showing the manufacture of the bolt and the 


described as ‘ta picture tour of the 





nut from the ore to the hed product in a complete 


plant. The booklet is elaborately illustrated, and each 


picture is accompanied by a very brief word description 


of what 


it represents. Pictures are shown of the plants 


and warehouses of the company and of the various prod- 


ucts of the company, including belt fasteners. Not the 

ee ee eee eee re ae sl eS ee rere 

least attractive features of the booklet are the becoming 

} } , pen get 1, 

cover, and the envelope, of the same Material as ne 
i tnd 40 | bess ] } 
cover, In Which the VOOKIe Is enclosed, 


The Aluminum Company of America, Pittsburgh, has 


issued a treatise on the 


physical properties of aluminum 





paint and its uses in modern industry, written by Ju 
assistant director of 


D. Edwards, research. The booklet 


is interesting and is cleverly illustrated with drawings. 


touched up with aluminum paint, which show various 
uses to which the product may be put. 
issued the ‘Aluminum 


Edwards and Robert I. 


The company has 
Manual” by Mr. 
This 


also Paint 


Wray, research chemist. 
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“To Get the Right ee 5 with | -MEDARF- 


compound levei‘age 
all thru the stroke! — 


real toggle }} 
action qs yy 
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At no time can the angle at A reach a right angle. 
This gives a “toggle-joint” leverage from the very 
start of each stroke of the New Badger. This lever- 
age increases hugely as the stroke nears comple- 
tion, until angle A reaches 180 degrees. The force 
house racks and on the cars in a jiffy. applied at elbow X (already multiplied because of 
= G You can alwavs get them from stock, and for a fair the purchase obtained thru the long handle) is 
= price, at “Medart’s.” E stepped up to an irresistible force on the wheel at 
{ MR. SUPPLY DEALER—We have been in the = B thru this principle. 

. 5 fai more 


@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? Ses 
@ Wire them—phone them—they'll go off our ware- 








1ged 
Pulley busi 
about ma i leys t Show this diagram to your customers. They will 
1 OUR ICY in building Wood Split Pulleys is: Cheap : quickly see the advantages of the New Badger. 
ness is suicidal; products must be the best in their class. We Once they have bought one they will use no other. 


wouldn't think of running the slightest risk f impairing the 
THE ADVANCE CAR MOVER COMPANY 


value of our most vaiued asset yur Good the 
930 E. John St., Appleton, Wisconsin 





Get the “MEDART” WOOD SP 1 IT PULLEY from stock! 


(Formerly Medart Patent Se ul 


General Offices geo Works: “peg U. S. A. 
Office and Warehouse, euaiasenats 


Seve asain aida” °° 1) RTE NYKZ BADGER: 


Shafting. Couplings ars, Hangers , Be arings, Bearing Supports = 
Chain, Rope Sh s. Rope Dris es, Belt Tighteners, etc 
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Tp 
Give them achance and you will “ * 
always specify ALLEN 


e 
Libbey the 30% stronger hollow screw 


call > ~_ _ iP oo , 
I ligh I ressure ( sauge ( xlass 30°; extra streneth over broached hollow screws— 
’ ‘ , ‘ the only other kind made Cold-drawn by a pat 
Standard ( sauge ( slass ented process which increases the density of the 
steel around the socket-hole, and _ heat-treated 


Red Line }" 
Oil Cup Glasses Eke dilten precise makes desg, Socienty Spnmed socket ates, 


hips in the bottom The entire length of the 


Gauge GG lass scientifically according to size and style of point 


ure 





ver 100 years experience in glass mak- pth of socket for th nck aga Sag eee 
: t iameter; any length, point or threac lso Socket 
ing guarantees the high quality of Libbey ead Cav Screws. Mlec Pitas. The Bincasions and Bache 
Products. Wrenct ; 
These glasses have passed and will pass j 1, with its charts of size ond 
7 + . 7 . Pr? cit iseful t¢ Tce priiee u 
all standard tests provided to prove their } am 


Superior Quality 


Write for Booklet The Allen Mfg. Co. 


ee hmey Sondes TERg: Sie, Deve Os 143 Sheldon St. Hartford, Conn. 
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is a pocket size booklet devoted to a discussion of ‘‘How 


to select the proper paint, how to prepare it, how to 


use it.” 

“Parallel Drives” 
issued 
Downs, 


is the title of a new catalogue booklet 
by the Boston Gear Works Sales Co., 
Mass. It information, includ- 
specifications, etc., concerning spur, helical, 
rack, pinion wire and internal years manufactured by the 
Boston Works, Inc. Though containing 64 
1 cover, it is compact may be 


recently 
Norfolk 


Ing prices, 


contains 


(rear pages 


ana and small and easily 


in an inside coat 


The Ohio Injector Company, Wadsworth, Ohio, is 


carried pocket. 
out 
catalogue containing list prices, dimensions 


the ©. &. © 


for steam, water, oil, 


with a 
and 


brass and iron valves 


new 


other information concerning line of 


and alr. 


Las 


It contains 278 pages and cover, is of handy size and 


ompletely illustrated with both photographs and draw- 


NYS. 


The Westinghouse Electric & Manufacturing Co., East 
Pittsburgh, has published Folder 4474, a booklet of 16 


of bearings 


pages and cover, describing the babbitting 


automatic babbitting pots 
released by company. The 
the lead base babbitt, Alloy No. 25, 
folder 
the 
East 


and explaining the use of the 
that have just been the 
booklet also describes 
a product of the Westinghouse company. The 
may be obtained from any of the district 
company or from the publicity department in 
Pittsburgh. 

C. J. Tagliabue Mtg. Co., 18-88 Thirty-third street, 
Brooklyn, N. Y., has issued a edition of “Codex,” a 
complete catalogue of industrial thermometers. In the 
fifty under- 

more 


and a half of experience, has achieved 


offices of 


1eW 


of attractive illustrations and easily 


with 


pages 
technical 


than a century 


stood descriptions, this company, 


its aim of issuing a catalogue and handbook that will 
make it possible for any man in any industry to orde} 
any industrial thermometer manufactured by the com- 
pany. Especially interesting are the pages describing 
the company’s Tag-Hespe red reading, mercury ther- 
mometer, the mercury tube being so constructed that a 
trip of bright red extends from the top « he thet 
mometer down to the mercut with no red showing a 
either side of ne mercury The new Codex” will be 
sent upon request to any supply house or user of indus- 


trial thermometers. 


Torchweld Equipment Co., 224 North 


a new catalogue, particularly for 


+a + 
street, 


Carpenter 


Chicago, has published 


ise by the mill supply trade. This is a handsome, com- 
pact booklet, with a three-color cover. The type page 
s four by nine inches. The Torchweld line of welding 


and cutting equipment is fully described and priced. 


The Borden Company, Warren, Ohio, has issued a 
new repair part catalogue on Beaver die stocks and pipe 
itters. It is a compact booklet of thirty-two pages and 
over. The catalogue contains listings and prices for all 


parts, together with illustrations by which the parts 
1 may be easily identified. 


Master 


Dayton, Ohio, has 


and Ma ste) 
Data 


comMmpal 


Linden 
*Master 


tured by that 


Electric Company, ave- 


Book” 
The 
} 


buvers 


Issued the 
lutac 


rive all 


the motors mat 


hooklet was issued to classes of motor 


in intimate knowledge of the performance and construc- 
tion of the company’s products and to be of general 
elpfulness to mill supply and hardware distributors and 

eir salesmen. Facts are given In a very clear way. 


uggestions regarding applications are supple- 
attrac- 
yp 
manu- 
No 


lisels anc 


many illustrations. The data book is 


TWO colors ot t 
Rockford, Ill., 
} 


lS Issued 


1 rood stock and in 


ively arranged on 
The Star Bit & Tool Company, 
wood working tools, 1 


bits, 


facturer oft Catalogue 
25 on its wood boring hollow mortising ¢1 


97 


This is an attractive booklet of 56 pages and 
cover, very well illustrated and containing price lists of 
the company’s complete line of hollow mortising chisels 
and wood boring tools. 


(Obituarn 
William J. Young 


William J. Young, for the last six years a salesman 
Flexible Steel j 


tools. 








Chicago, in 


1 Tues- 


Lacing Company, 


southern territory, die 


November 25 in a hos- 
pital in Birmingham, 
he lived. Mr. Young had been 
in poor health tor se 
was 
south for 
Previous to 
with the Flex 
ing Company, he 
sented the Crandall 
Co. and the Interstate Belting 
& Packing Co. He sold the 
Flexible Company products in 
Alabama, Louisiana, Missis- 
sippi, Florida and 
Mr. Young was 46 years of age, was married 
and had three children. Burial was in Osvka, Miss. 


where 


me time 
Deceased a salesman in 


the twenty vears. 
his connection 
ible St 1 Lac- 


repre- 


ee 


nad 
Packing 





William J. 


} OuUNG a % 
Georgia, 


Tennessee. 


Henry F. Blanchard 

Henry F. Blanchard, vice-president of 
& Machine Co., Inc., Springfield, Mass., « 
Mr. Blanchard was closely identified with tl 


Metal Saw 
recently. 


e Springfield 


the 
i 


ed 


company from its inception. 
Thomas FE. Vaughn 
Thomas E. Vaughn, identified with the machinery and 
machine tool business most of his life, died suddenly No- 
vember 8 in his home in Pittsburgh. Mr. Vaughn was 
rm in Pittsburgh and was 54 vears ¢ ag Fo. 
more than ten vears he was a member of the Pittsburgh 


en 
Maxwe 


had been with the 


1} & Moore, Ince., 


ind for the last vear Pittsburgh Gear 


& Machine Co 


Frederick Wilham Hulvershorn 


Frederick William Hulvershorn, 81 vears old, president 


rT . } m, . ) +1] « } » le; by 
and tounder of the Evansville Leather & Belting Co., 


Evansville, Ind., died in his home, 312 Oakley 


Evansville, Saturday, October 30, following an illness of 
two weeks. 

Mr. Hulvershorn was well and favorably known 1 he 
leather, belting and supply trade in southern Indiana 
southern Illinois and western and northern Kentucky 
He was born in Germany. came to the United States when 


12 vears old, and had been a resident o 


bout 60 vears. Mr. Hulvershorn organized the Evans 
ville Leather & Belting Co. in 1880. His company grew 
and expanded and is now known in many states. Mr. 


yaeglit? ) . hy 
1 qualities, KNOWN Tor Nis 


man of hig 


dealings Wi 


Hulvershorn was a 





fall h his tellow men. 


and 


been a widower for several vears. He is survived by 
hree daughters. Miss Tillie Hulvershorn, Mrs. Mary 
Broadhead and Mrs. Willoughby Berridge: one son, F 
W. tlulvershorn, eleven grandchildre ina t vreal 


indchild. 
Funeral services were conducted from the family hom 


n Evansville Monday afternoon, November 1. 


were largely attended. and the floral offerings were 
any and beautiful. Burial was in Locust Hill cemetery 
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One New Year’s Resolution Reliabilit 
that you should make today! enety 


Resolve now to handle this fast-selling line of 
brooms in 1927! 


is built into 


Get set for the greater profits and increased good- 
will which they will bring you! 














Lay Metal Case Brooms are the leaders—honestly 
made for more than fifty years—preferred by’ pro- 
gressive industrial institutions everywhere. 


Write to Nearest Branch for Details Automatic 
Injectors 


Absolutely reliable, have 
quick pickup, high suction 
lift, last for years without 


RRA. | 


/ zt Pte \ 





The Penberthy Cat- 
repairs, and effect marked alog tells in detail 
economies. That is why about these and 
more than a million and a others of the 
quarter have been put into 
service. 39 years’ experi- 
ence is back of every one. 





Famous Penberthy 
Line. 





The Joseph Lay Co. 
Portland, Indiana 


Branches 
New York City 
110 W. Stth st 
Cleveland: 
9313 Gorman Ave 


Penberthy Injector Company 
Established 1886 
1262 Holden Ave. 
DETROIT, MICHIGAN 


New York Depot: Canadian Plant: 
71 Beekman St. Windsor, Ontario 


‘ hic igo: 

920 Medinah Bldg 
Milwaukee 

100 Lniversity Bldg 

















THESE TOOLS 
Won't Be “Orphans” 


Neither will your tools be “‘or 


Why Not Sell the Best? 


Your 
Customers 


Want 
This Vise! 


DRopra 


Large users of vises are buying DROPFOS. The 
more they know about the value of drop-forged 


materials the quicker they swing to DROPFO— Mine andl Mill Supply oe 
the drop-forged vis 


vise. 


ee eee Increase Your Sales Through Foster 


Wedgelock swivel base. Setting the jaws on the - f = _ 
job with the main handle automatically locks the Special Resale Prices 
swivel base. Or it can be locked separately if a 


stationary vise is desired. New Rails .. Relaying Rails 


phans if you do what this 
man is doing—branding tools 
and e quipment with an 
Everhot Branding Torch, the 
most effective way to stop tool 
losses. 
The EVERHOT brands or solders 
continuously. Carries its fuel 
wrdinary gasoline) in the handle 
ran) ti la 
Je 7 ic wat por; 
‘AAmmericds Thrand ¢WVahkers if 
y | Sit nw i 
MANUFACTURING CO maw wos 











These advantages are selling DROPFO vises from New Track Accessories } 
one end of the country to the other. Immediate Shipment — Quality Guaranteed A 
Jobbers are invited to send for prices and terms Send us your inquiry for quotations 


"1 Ton or 1000" 


THE FULTON DROP FORGE COMPANY Seen Sone 


Pittsburgh, Pa. 


Canal Fulton, Ohio 


{ 154 Nassau St. 
| New York City 
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} yrecautions do you money badly and I haven’t the slght- 
ast night, Mary? take against micré ala est idea where I’m going to get it from.” 
y 


Mary: Only my Aunt Marie, mum. Patient: “First I boil the water.” “Glad to hear it, my boy 





,” returned 


he other promptly. “I was afraid you 


. \ | » aos 
Mistress: When you see her again “Yes. and then th 
will you tell her she left her tobacco “I teri . 99 might have an idea you could borrow 
pouch on the piano?—lIllustrated Bits. ne aee: wf it from me.”’’—Boston Post. 


" ! ) ~ qd 1} hisky.’’- USE 4 » : . 
A teacher asked her class to draw a I drink whisky. A , An ardent golfer was condemned to 
the murder of his wife. 


it which they wished to be be hung for 
] 
| 





Young niece: Aunty, did a man ever at Nees he was 


when they grew up. All went di stepped on the scaffold 
gently to work except one little girl, propose o you. asked if he had anything to say or 
+ who only chewed her pencil. Aunty: Yes, dear, once, over the any last request to make. 


“Don’t you know what you want to telephone, but he had the wrong num “Yes,” he replied, “I would like to 
swings.” 





be when you grow up, Anna?” asked ber.—Chicaao Tribune. take a few practice 


the teacher. _ x * . 

“Yes, I know,” replied the little girl, Chemistry Professor: ‘Tell what “My dear, did you hear that Mrs. 
“but I don’t know how to draw it. I you know about nitrates.” Humphreys was taken seriously ill the 
want to be married.”—Mack'’s National Student: “Er, ah—well—they are other day while trying on a new hat? I 
Vonthly. 





considerably cheaper than day rates.” was in the shop at the time.” 
; Domestic Engineering. “How dreadful! What was it 


St. Peter (to applicant): What wa : trimmed with? 


your business when on earth? — ; ’ a " ; = * »* 
ale Ed ; The boat was sinking. The skipper 
Applic: : “ditor a Wspaper. . ae ‘ : | : : : 
pplicant artor © a pap rushed up to a crowd of scared pas- “Do you know that that wretched 


> 


St. Peter: Big circulation, of course? 
Applicant: No, small; smallest in 
the country. 


sengers. puppy of yours has broken through the 
“Who among you can pray?” he asked fence and destroyed my dahlias?” 
them. “Well,” answered the matter-of-fact 
neighbor, “that’s nothing wonderful! If 
your dahlias had broken through the 


j : : ee fence and destroyed my puppy, the mat- 
ful lot of trouble with the gas in my Kipper. The rest of you put on Ife I 





St. Peter: Pick out your harp. 
x 4 * “T can,” answered the minister. 


Patient: Doctor, I’m having an aw “Then pray, mister,” ordered the 




















I Ri : : : A ter would be worth discussing !”—Pitts- | 
tmeescre? preservers. We're one short.”—Ham- , ’ ’ ' 
tomach. I : mrgoh Sun. ' 

1 PR 
Doctor: Yes, ves, I know. Those mermill Bond, x * * | 
old-fashioned fixtures are giving peo esas There was 2 lull in the conversation ! 
! ple a lot of trouble this fall. Just step 4 millionaire manufacturer of Man- t t] | ‘] 1 ked | 
; | al U0 this Tall. Just ste} : nat nNanuraccurel as at the club until one member asked an- i 
! into the next room and I'll have my alled up a dozen of his bosses other: “Are you married? 
} engineer wire you for electric lights. to them, rubbing his hands: “No.” 
Puck mans ihr ay scmnbenwina gs ‘ ‘ 
men, weve nad a splendid ‘That’s a pity. I was just going t i 
. broken all records; and sine ask vou how vour wife was.’—Lifé¢ j 
F 7 “ ae. OW Vol lt as. ae . 5 
| Professor: Can you give me a more rt of our success has been due ; 
elegant rendering of the sentence: “The <ill and energy I have writ ‘ ; 

Or é a : Harry ate something that poisoned 

ip) for each vou a check for i * : 
student: The boob pets out of bed. if vou lo as well gegen 
} ’ ; ; ’ : “Croqu 
Saturda Ravenn qd Pos 7 . vear T']l ion the quette 
th 1] ( bil “Not yet, but he’s very ] Detroit 
Vi 
Filn Acto I rode 1 very sure * 
. * x 
ted horse in my last film “M diem ge vee ee 
: LY ’ the iman tendaerly, if 1 } 
: | : ; very green golfer was making tl 
Friend: How do you know he wa “today ur diamond iding. and I \ very green golfe — = 
. LOdAaYy our diamond wedaing, and } 1 } j 1) } 
mt si diay ee > : zs rounds with a hardened old caddy. At 
ure footed? ive a littl urprise for vou! } 1 leg . 
Well apes oes ae : paca es ag every stroke the golfer cut into the 
Gili, he kicked me in Lne ‘y oe ee sat aoe } rat “a : é : ' 
ag hea , Se Se ee Se eee ee” eee turf, but the caddy made no comment. ; 
ame place three times.—T? : : ; oe ' 
f He took her hand in his. At the eighth hole he sent a regular 
: : ‘ing I gave clod of earth fivine. ; 
An Aberdonian and his daughter took ‘ , : “y ies is ; E ; 
a ; uu reneged, | iddy. 
ip golf. At the close of a game the : : os. cere es ) | 
lai lady. se iat do vou meat reneged. that’s i 
father was laid a dead stymie, while ae r a) Spe eck ac Le i= Pa Ma ; 
’ : lIment on a car ram rm, m nan. | 
the daughter had one to play to win sea card game term, my 1 





r } | announce hat’s what aN 1 re 
the match. Turning around to her, he ; that’s what I mean, you re 





that it is now altogether yours!"—R. L. 
aid, “Jeannie, isn’t the morn yer birth Bene ee eat “és together yours - R.L., & 
ye Vat Oo S Bu INESS, 66] 
aqay. 
Vv 7 ” . > * * roalfay 
“Yes, father. goiter. 
“Ah, well,” he said, “I'll gie ye that “T say, old man,” began Jenkins. “Why, you played a club, you should 


hole for a present.”—Canny Tales. “I’m in a terrible fix. I want some have played a spade.” 





aon t understand you, said the 


REECE AI 
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Whenever you need gears, come to gear headquarters—Medart, 
St. Louis. Medart Gears can be furnished in practically every 
type, material, construction and size: Spur, Spiral, Bevel, Miter, 
Internal, Herringbone, Worm, Mortise (including wood cogs) 
—Pattern Molded, Machine Molded, or Cut-tooth—Cast Iron, 


Cast Steel, Semi-steel, Bronze, and Composition Fabroid, Tex- 
tolite and Textoil. 


Patterns unusually complete—“right now” special stock ship- 
ments or “special-rush-special-order” shipments. 


Get Catalog 43 for 
“Everything in Line Shafting Equipment” 





Gearing is only one ot the Medart line of “Everything in Line Shafting 
Equipment’’—all listed in Catalog 43, in a concentrated, simplified form 
that makes transmission machinery buying easy and safe. 





For quick replacements and initial orders on everything required in the 
mechanical transmission of power—call on Medart. Send for Catalog 43 
and discount sheets. 


The Medart Company 
Formerly Medart Patent Pulley Co 
General Offices and Works. St. Louis. U.S. A 


Offices in Chiengo, Philadelphia, Pittsburgh. New York and Seattle 


VANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 





Everything in Line Shafting Equipment 
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Mastery of Details Essential to Selling 


Salesmen Must Keep Themselves Thoroughly Posted, for 


Purchases 


Often Hinge on Supposedly Minor Points 


An opportunity was given a young 
salesman to change from the house 
for which he 


basis to 


was selling on a salary 
another house that offered 
him a commission proposition. 

He had his 
ability to encourage him to make the 


enough confidence in 
change, even though advised against 
it by his friends and family. 

With hasty preparation for taking 
yn the new line, he set out one Mon- 
day morning full of hope, in a terri- 
tory 


some 500 miles from home and 


among prospects with whom he was 
irely unacquainted. 
Gaini! 


to the office of 


the first prospective buver he was to 


gy admittance 


attack, he reeled off what he 
ured out would be the best line of 
selling talk for his new line, a line 


he had not 


had fig- 


handled before. 


The result was a complete surprise 


is own words: “Was 
Turned down doesn’t 


to him. To use h 
1 turned down? 
Ww. 6s verbal 
trimming I ever experienced. | 
all but physically 


buyer asked 


express got the worst 
was 
That 
me a few questions and 
and cutfed me 
right and left and up and down with 
arguments that tied my brain int 
and | best I 
and beat it.” 

And 


went 


assaulted. 


then he booted me 
} 


» a 
knot, got out as could 
this salesman 
to his hotel room and sat 
to think over the 
surprise he had met. “IT had found,” 
“that I didn’t know the first 
about the line I was trving to 


then young 
down 
situation and the 
he says, 
thing 
sell. 
I was pretty nearly an ignoramus.” 
And _ so, that he did 
not know even the rudiments of his 
proposition, he determined to master 


That buyer had shown me that 


discovering 


it completely before trying again. He 


FRANK FARRINGTON 


burned his bridges behind him 
must 


na 


j 
and make good on this new job. 


For an entire week he stayed in that 
only 


hotel for his 


| 
| 


room, leaving 

















Frank 


Fai rendgron 


. 


meals. For three nights he did not 
remove his clothes, but wrestled 
the 
from every con- 
thought out all 
possible objections and the proper re 
He learned the propo 
could be 
asked hardly a question to which he 


even 


with his long 


problem during 
He studied it 


angle and 


hours. 
cel\ able 


plies to them. 
sition so thoroughly that he 


had not toreseen an answer. 

to that 
who had practically cast him out of 
He presented himself with 
assurance. He knew what was what, 
and he sold his proposition in twenty) 


Had he 


Then he went back buyer 


his office. 


minutes. mastered his sub- 





ject before starting out, he would 
have made the sale at the outset, and 
that week of struggle and anxiety 
would have been avoided. 

Needless to say, that voung sales- 
man is making more money on the 
commission 


basis than he was mak- 


ing on a straight salary. He was 
fortunate in encountering that well 
informed, hard boiled buyer at the 


outset. Had he been let down easy, 
and had he made a 
the first 


| 


aged 


few sales during 
might man- 
to wiggle along for a long time 
without his 

and it taken him 


to get the 


week, he have 


mastering 


would 


proposition, 


have years 
grasp of his subject that 


resulted from his initial experience. 
Some buyers are influenced easil\ 


ry 


against a salesman and his 


a proposi- 
tion. <A single question answered 
hesitatingly, in error, or left un 


answered, and the doubt in the buy- 


er’s mind gets a foothold and no sale 
is made. The salesman may not have 
any failed. He may 
not remember slipping on some in- 


quiry the 


idea of why he 

buyer made, or he may 

think his slip was not noticed. You 

little thing will in 
a 


never know what t 
mind of tl 


fluence the lw Watchful 
buver. 
If the 


up of little points and arguments and 


perfect selling talk is made 


and. illustrations, then 
] 


its perfection may be spoiled by fail 


suggestions 


ure on some little thing. Michael 
Angelo said, “Trifles make perte 
tion, but perfection is no_ trifle.” 


Michael Angelo probably knew some 
to trifling 


for final perfection 


thing about the attention 
details that make 


He 


vears flat on his 


spent the better part of three 
back on a platform 
} 


high up under the ceiling of the Sis 
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tine chapel, painting his allegorical 
masterpiece. He worked day after 
little details that he knew 
would be noted bv observers 
on the floor far below. 


day on 


never 


Some men like to make their work 

the 
They are 
When they 


don’t like to miss 


perfect Just tor the sake of satls- 


faction it gives tnem. 


tnorougn and systematic. 


are salesmen, they 


calling on any prospect on their list. 
They want to mop up cleanly as they 
go along. It they fall down on a 
sale hey want to know why it so 
appened ] there was some mis- 
ike on their part, if they were not 
etter-perfec m tneir s ibject, thev 
Va > WHT ( it tT} tT (et } n¢ and 
see that they do not fail again be- 





that same imperfection. 


Little things, apparently unimpo) 
tant trifles, turn our minds when we 
¢ being asked tf bu An a 
quaintance of mine sent an inquiry 


nufacturer of an electri 








operated typewriting machine. In 
due t a salesman called and dem- 
onstrated I don’t know just how 


my acq became, 


know that when he asked the 


would cost for 
that machine, the 
forthcoming 
tell him 
for current would not 


In all probability the cost 


salesman how much 
current t 
information 
All the salesman 
that the 


be large. 


») Operate 
Was not 


could Was 


cost 


would be negligible as a factor in 


economy, 


but that happened to be the 


trifle on which that demonstration 


hinged, and then and there the door 


pegan to close. 


That 





salesman reminds me o he 
man wh } ] t ]] 
man Wno nad a ¢ 5 O Sell, a COW ne 
had ecired on a trad } 1 not 
Nal secured on a rade ina lal no 
wmilican The Hine rncY } 
nliked, ne selling progressed 
‘ h] with th ] 
iVOoraDi WV ep ~ Je purchase} 
4 +} ee ian H 
intl ne latte SKeE( \ 
much milk will she give 
Wel sald ¢ \ no imme} 
‘T 
* he va oa ? , rit \ 
yut she i da 1 good cow and 
, , 
he’ll give all she cat 
| than h + . 
A SUD) Isc nere are SU -- im 
imb salesme! t is I Dav l 
y th¢ y f y 
ne mil IPply 1( inese me! 
ma viedy ( ow t pre 
f their proposi ns efficient be- 
% + es + 
ause i ¢ ne hil hy 
rb tne orn presented them 
ne nouse. bu ro ilesmal! 
vho n’t the b ' master a 
he y y + nu ye ¢ y tr) 
a 1 ' ere? t 
y lemo! } "¢ re prob 
1 
) indred t ( t all 
if the | mz the effor The 
trouble tn me nem tnat 
he don’t trv. or. : east. thev don’t 
+ ard " } 
! nara enougn 


“The Mill Supply Salesman” Section 


The sales manager is not to be 
blamed if he gives up on the man 
who shows evidence of getting 


hold of the ideas shoved at him. 


no 


Down at Langley field, in war time, 
a young aviation lieutenant took his 
the airplane 
afternoon. He 
showed her machines in the hangars. 


sweetie out to see 


maneuvers one 
machines on the field 
He explained the 
Liberty 
way in which the propellers 

to planes. He 
covered the entire subject, and finally 


“Now, Elsie, do you un- 


showed her 
air. 
of the motors 


operated drive the 


asked her: 


derstand about airplanes ?” 
“On, ves,” bubbled the sweet young 
thing, enthusiastically. “I under 


aq A 
i ie ) 
rag Wh 
NY Hi Ives “ 

SHHTTIINY Yt 
Hy IN. 








Know Your Product 


stand all about them, that is, all but 
one thing.” 


“And what is that, dearest ?” 
don’t see 


a 


stay up. 


what makes them 


Beautiful but dumb. And there 


are some salesmen who are dutiful 
but dumb. 
The trouble with those salesmen 


who have the ability to grasp the 
knowledge that is presented to them 
but don’t make the effort to do so is 


no better 


are for their abil- 
might just as well be dumb, 


+ . TL tr 
ity. They 





because they will get credit for being 
o. When a prospective purchaser 
ou questions about belting or 
pulleys, tools, or whatever ma\ be 

ir line, that you cannot answer, he 
et ou down as being dumb. He 
doesn’t know, and you couldn’t make 
him believe that vou could have 
earned, but didn’t bother to do it 


lo try to get away with the impres- 


could learned if 


ed to take the 


sion that you have 


trouble 





s to put yourself on the same plane 
with the schoolboy who tries to get 
by in class with the statement, “I 
now, but I can’t thin 

Plenty of young salesmen set out 
\ the determination to master 
t lines. They know they must 
learn their products and their uses 
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and everything about them if 
are to make sales. They work hard 
at the learning during the early 
months and perhaps during the first 
Then they begin to achieve 
Sales come more 
easily. They find that they know a 
good deal about their proposition, 
and they cease to feel that first in- 
clination to learn, the absolute neces- 
sity for thorough knowledge of their 
lines. It is then that study is ne- 
The salesman has 
experienced, and to a greater or less 
extent successful. He gets the im- 
pression that from then on all that 
is necessary is hard work on the sell- 
ing end. He has the idea, whether he 
voices it to himself or not, that he 
knows enough about his proposition, 
that he is an old hand at the game 
and need study it more. 

When a salesman gets into that 
frame of mind, he is setting the 
scene for a surprise. The first thing 
he knows the younger men will begin 
going by him. He will lay it to the 
wrong but that will not 
change the situation. What he needs 
is a more complete knowledge of his 
proposition. He may say he has for- 
gotten more than any of the younger 
men know, and that statement may 
be more nearly correct than he real- 
The knowledge that is of value 
to a salesman is that knowledge 
which he keeps available for use, not 
that which he has forgotten, or that 
he neglects to use. 


they 


years. 


some 


success, 


vlected. become 


no 


reasons, 


izes. 


Calls 


Concentrates 


More Sales—Less 


Good Supply Salesman 
on Turning in Balanced Orders 


The 


The salesman who realizes that his 
calls exceed in proportion the number 
of his treats himself to a little 
The 


those 


sales, 
moral he 
who came to tell 


parodizing. sings is 
this: “And 
remained to sell.” 

“Out of a certain number of calls,” 
he advises himself, “I should make a 
number of sales. Of those 
sales, the majority should not be 
short orders. If my orders are short 
or long, they represent to a 
reasonable degree the more profitable 
lines, the specialties in fact, whether 


these are hard to sell or not. 


certain 


should 


“After all, it seems a sort of cycle. 


Calls should lead to If an- 
alyzed, those sales should toe a cer- 


sales. 


tain mark in size and character. 
Then, in order to realize the ideal 
number of ideal sales, I am_ back 
again to my call. If my calls are 


going to mean dollars and cents to 
I must make more productive 


calls.” 


me, 








2 nee on 0a permis 
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Salesmen Should Study Twelve Points — 


Reasons Why Distributor Is So Valuable Should Be Added to Supply 








> . cacao " 7 , . ; 
House Representatives’ Storehouse of Information 
For the convenience of distributor could not afford to stock so many sup- more additional employes to care for the } 
and their salesmen the twelve points to plies without having them protected stocks. Result? Additional payroll ex- 
rove the value of the distributing from loss. tesult? He would have pense. ; 
house which were given by R. M. Gatt The eighth point is that “The dis- I 
shall in the article, “The Distributor : tributor’ stock saves original invest- 
Place in the Industrial Picture,” in GATTSHALL’S TWELVE POINTS ment, which makes possible the advent 
the November issue, are arranged in 1—The distributor has as his chief of many in business who otherwise 
box form. It is our suggestion that cHmaie Taw Botwe ia beiess ‘Bike eer could not go into’ business.” How 
each dealer who fee Als men are not ce he rend much handier for the new company to 
thoroughly versed in the reasons why r boy ; eee do hand-to-mouth buying from the 
1 4 Lien . 1 anh te 7 he di huto Carre a adtvel ? 
ul ply house distribution is better than ’ ? ae ee Oe eee dealer near at home! 
} 1 1 1 eal 0 i¢ zai ad ee ) di / 
direct selling should chp this box, have vee : ; f : as Bg 
‘ : 7 munitu. He must know something about loo much importance cannot be laid 
his stenographers make copies of 1t and ; - ta , Fae : i 
i le prospect in his terri- on the value of the ninth point. Every f[ 
present a copy to each of hi outside ; ; ewe : mie 2 : ; 
fe and what J possible require- man realizes he would rather do busi- 
n and the other members of hi ») ’ I f : : : 
: are, ness With the person he Knows and 
paniZation 


has confidence in than with a compara 


, : a oi ntlinear by Mr The di MOWtO) ock Is Chose ; 
“a . = ee | ee : »» Mr. fro the offerinas of manufacturers all tive stranger, one whom he sees only ; 
Gattshall are undoubtedly familar to ! ! j ; ‘ Be nee ee er Cee a b, O Cee oe ne nee aE ' 
1] | aley and the) alpen for n- over the eow Tris, and even though thre av 100 ees _The distributor Bie ; 
A dealers and ther salesmen, run resentative calls frequently. He knows \ 


. mes . 1 ranutaecturer had a ale force large 
tanc he first: “The distributor ha si sete . ot ’ t 
nce, the first: The di 7 ail 3s, the the consumer’s needs much better than | 


enough to eatll wporn CONSUNLETS 


as his chief reason for being in’ busi ’ 
as his chiel reason for being in Bi ADA OME GEOL HOR ae: Eo Ane can a man who sees the consumer only | 
nie tne ervice ne renders Phere , : : : vy and the and. c vale. ly. is i 
} } \ h which tl ‘ them all and attend to their daily now and then, and, consequently, 1s 1n 
sire rt! nowevel Viti y * LOSE ’ on 4 : ee = « 
tre otners, WEVER, Win stbchali at better position to serve him efficiently. | 
concerned are not so familiar, so a Perl : i | 
. " : T ] haan’ ail — rhaps C is more 1 rte | 
brief analysis of the points in question \—The distributor's stock saves the Renan ane point mote MApSITem i 
aie : ; than the tenth, and it is so complete in ' 
is searcely out of place. Consumer rent, : : a t 
r ne : i 5 The d ae ee ee itself that it requires no more than a § 
» second, like the first, 1t seems, ) he distributors stock saves v¢ . . on . 
“ b sii Wess " if th restatement for emphasis: The dis- [ 
-hould be familiar to all. r there 1S CONSUMLEY UNSUPANCE, : ° : . ; 
be icsinccichites My ss ; ae tributor makes credits easier. Eachcus- | 
any salesm;: W h: ot been always 6—The distributor's stock elim tes a‘ : F 3 2 ; 
sigs, ae a ee Pare f i Phe ributor's stock eliminate tomer is a distinct credit risk. The | 
sady advance > arg ent stock the chance of deterioratio 1; : . i 
ready to advance the argumen : poe he chance of deterioration. distributor must know something about §[ 
diversificatio vith goods on hand to 77 a eo ’ oo : +] | | ce . H 
vi : Aeation, br -shaoge 7 —The d ibutor’s stock saves the cash resources, stock on hand, financial | 
: ‘uliar ‘ds is com- ; : : ; 
upply the peculian RECESS ‘ sans consumer payroll expense. obligations, business methods, char- | 
t resulting rom i ‘ough : £ aac | 
munity, resulting from a_ thoroug if each consumer. He | 


8— The distributor's stock saves oria acter and habits 


knowledge of the consumers’ require : : ; 
sein _ = } ee “4 nal investment, which makes possible must keep a close check on business 
ments, he certainly has been working 


the advent of manu in. business who conditions in the community. His 




































in the dark. oe : ee . es a : ke vledg fti rintt< cteinetneodt 
T) t} - otherwise could not go mto business, knowledge oftimes permits giving credit 
e third owever, covers a point = ; : ’ 7 Pest Rae : vias i =e i 
: . ; : : ; g The distributor's salesman sees his and shipping where the fac- 
which Many alesmen may not Nave P . : e 
: : , ec f istome and ospeets often enough tory might not } ll, or only after 
lad In their storehouse of intormation. : : 4 2 ‘A 
‘ : o that he gets better acquainted witl a long and expensive delay for infor- 
Supposing the consumer had to : : Giger ® F 
idien ntatir of fhem thar ny manufacturer's sales- mation. 
audience QO repre entvallves i all 
° 1 } . nie? Can, TL , x 1+ +71 lf_ax and 
manufacturers producing the lines han The eleventh point lf-evident, and 
] ( ‘ listribut nakes “redits 1 } htediyw f ns + 1} ] 
iled by one distributing house. Chanes The touto wakes eredit is undoubtedly fam to all sales 
are that in some cases he would have ea I «storie aa ( nen, while the twelfth is a worthy ap- 
1] / } The dist ) f nou } mt 
waiting lines all y long every day ere A t : 1 o the local patriotism of the 
n the week. How much simpler and babel ids tek ec tee consumer: “The distributor, by his 
} ) } na ) r¢ tl obl ation DUSTNES % 2 e 
et 5: Se oe eee vk pati get - Ape investment, his payroll and his tax 
one man representing five or six or a mete 9 CRAPGCIEY CY Fen of eae mere <a os a oe 
: : 5 H a} } tee paying, is a big factor in local improve- 
ara . : different oniuft ; sa aie CO? tie © pias creep a close check : Q : ; t 
Te eT ee ee Te , ments and prosperity, and deserves 
— . . . ‘ ( aad ‘ econdirro?r i] hie ¢O { t t e 
The fourth, fiftl ixth and seventh it 
Rs , n, ee ' H owledae rt tanae permit support. 
are all mportant points, With which : ; = . : , 
ee ging eredit and shipping promptly, The only logical answer the direct 
many upply house alesmen are ut ’ ‘ j : > a star? aa . 
eh ce ae ; here etory might not ship at all, -elling manufacturer could give to these 
doubtedly unfam ! ; ‘ . : eae : : 
T) i , , : ; a pus ONG ANA EXPENSIVE CEC irguments would be that were supply 
wine distributo) tock save the 2 : 
ah , ; mae 1ouses to go out Of existence, the manu- 
consume rent When a consume ; — Me eee 5 as 1. : : ; - ; ci : ] 
. | ) fd Hite a rieOulor s StOoCh manhes facturer would establish branches in all 
buy 1 mia uppiy house he can make ry 1 ] } eS ee = ) 9 
his I nall quantities, and ity Berea dehiregtedallen j CURCES sections. What would that mean? It 
purenase n Mal quantities, ana ’ 
ot pie kgs | ortation charge would mean that the manufacturer 
he is always fortified with the know ula 1ea ni 
5 TT] Jpetyol } } bos ’ ? ae . + a <7 Ran 6¢ 
edge that whenever he want uch and EE UOT ERI nee would have to rent or buy office and 
4 ; oll and his id gis } at lass . _ 
uch a thing his dealer has it. Were eee eer os ee I ‘ d warehouse locations in hundreds of 
he to buv direct from manufacturer a / pil i May Pere ee renee Sas places throughout the country and ' 
he would have to, in many instances, , ae : would be compelled to add gre: to | 
buy in much la Re quantitie han he his force of office and warehouse em- 

} } } y . yloves and salesmen f such yere - ; 
doe vhen purchasing through supply to take it more insurance to cover ployes and salesmen. If uch were eo 
houses, and the result would be that } additional property. The addition case, would the manufacturer himself 

P . =! ae 2 i. > R + | xa Se nce +4} 1° ' 
he would have to have additional space of considerable quantities of supplies absorb the additional expense entailed? 


in which to store his supplies. He would require the services of one or We leave it to your own good judgment 
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“The Mill Supply Salesman” Section 


° P pany. But the inevitable reaction 
; i e uotas OO j OQ icy 6 follows. Our sales fall off because 
eo we've loaded up customers with sup 


plies they haven't been able to use, 


Salesmen's Comments Pro and Con—Some Say They and we spend a lot of time ironing 


ar ‘ - ie -D out troubles resulting from the extra 
Stimulate Sales, Others Cite Evils of Plan efforts of the quota period. Also, we 
— w ce get rather sick of our jobs. All ot 
FRANK H. ILLIAMS Which is a mighty bad thingy for 





1) ' , , _ ; business 
Wha 10 mill supply salesmer ment in their salesmen. Yes, Dn ‘a . 
aes ; gk Quotas mean that the company 
Cnink about sales quotas. strong n favor Of sates quotas tor : ° 
; , as Wants a greater expansion ol busi- 
Are they stimulated to greater ac- } eve n h of the veal SE 
4: se a F . : R ness than would normally come, and 
tivity by quotas Imposed every month A () t mimenaation o Saies | ‘ ’ ; ; 
; eas | believe that abnormal business 
reverv tew montns quotas Was viven D a Western mill . . : ' 
; must be paid for just as physical 
Do salesmen actuahiv make vreater SuUppPiV Salesman: . ry r ; . os 
: ; : i abnormality must be paid for. 
Sales When quotas are viven them 1 like the sales quota plan because ‘ . ar 
+} 4} , ‘i + In the case of another successful 
than they would make otnerwise. wt gives me a sense OF security in | . : { 
es aes salesman, the objection raised to the 
Feeling tnat tne sales quota m\ ) ne sald When [| react 1: 
5 aR ed ; ; quota plan was this: 
yroposition has had plenty of pub- ne quota set tor Me, and perhaps fo ” ie ; . : { 
li wa : : , pas . In the first place, it seems to me 
cit from sales Managers and sup- bevond If, e reassurance that mis ° . 
aii that a quota is a slap in the sales- 
ply company executives, but little jOD Is Sate Makes Me ;: etter sare : . = , 
i : . , neg man’s face. It suggests that th 
trom the salesmen themselves, the man. When there isn't any quota 


i “ia company thinks he isn’t doing his 
writer recently interviewed a num- 


ber of tow oteh salesmen on th ¥v utmost t make Si les. This is a 
a ee OE LAE ERIE SENET rather nasty imputation, because the 
' moe _ ee eee cs active salesman tries to do his best. 
epaielige ace iee ce reniealinaa ta Maasai “In the second place, it reduces the 
salesman’s freedom. He likes to feel 


tavor of sales quotas: 


“Yes, I like the sales quot: plan,” 





ne ; pena as - that he is practically in business for 
aged yal “hapa ; himself, and he enjoys the authority 
ies : on eee ee rig with which he talks to customers. 
emcee - Senesce 10 Coe Boas But when the company imposes a 
cnr gl i'n iat i those tellows sales quota, it is telling the salesmaz 
who always gets along best when he to remember that he’s simply an em- 
— one : perform, | plove after all and that he must 
: is, Tv er under tne punch the time clock like other em- 
= else than I do : ploves. That's what a quota is, when 
J ' - vou analyze it—-a time clock for the 
: 4 Sia ave a quota aes alesman. 
to Feach | genera et up to it, and ‘In the third place, the quota is as 
_— I only fall behin 'm always worried as to wheth I'm apt to prove discouraging as it is to 
When I haven't meeting the company’s expecta prove encouraging. If the salesman 
; my sales are ang vl t good Tor me ™ reaches his quota, he is delighted and 
tx ‘ vhen It So mu alesmen whi buoved up. of course, but if he 
x see : I t wel ‘ - ao plal doesn’t achieve it, he is plunged into 
abate ' pa CCa- Now 1 a Nsideralion Or some ol the depths of gloom, which doesn’t 
via the value ot j lota to me.” the arguments against sales quotas: help his selling at all. 
Another salesman who is a deey “It's my experience that sale “T don’t like quotas for these thre 
ne : siness | quotas tend to produce a strain,” sai reasons, and I’m perfectly willing to 
5 ay s quotas alesman who turns in a splendid tell the world I don’t.” 


is t vive volume of business each vear. “We These were the more important 


econ snment strive our vel yest to make tne arguments against the quota ques- 
[ In é sat i race Sometimes this meals a tion as advanced by salesmen who 
t ( \ I*y tremendous effoi vecause the te! were interviewed. The reasons pres 
$s wit ed ( » put t quo ivher that ented both for and against. sales 
mi! O Ise I e it should be quotas may help to crystallize in the 
I’n ymp ng somet! W) ve have a quota staring us minds of sales managers and sales- 
vO) 1”) d ut ip] n the face we do everything possibl men alike their opinions of the pian. 
! » OU qd } ( COUYSE ¢ f VE 
1 ! g feel tnat ou ys are dependen ipon 
‘| t't think ft t some. sale t \ ad up customers with stuf] Rolling Down the Sales Hill 
1 comp executive th n not int and about wh When vou roll a snow-ball down 
e fact that the ay ( tt may plain teriy later on hill, it gets larger every time it turns 
p 0 \ l ressul ethe over. The salesman acquires a suc- 
He ! » tee “ae maki al nd tnis, too, may lead cessful method of approach in one 
r bette to trouble. We vet quite hectic about revolution or more. Self-confidence 
! I ( yy hin he whole thing comes with each revolution. He 
to aim at, he can hit it. Yet some “The usual result is that if the rolls into discouragement in some 
r never do anything at all quotas are reached = successfully, form, and turns over to find that per- 
) arouse this feeling of accomplish- there is much rejoicing in the com- sistence is added to his make-up. He 
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is slow in rolling into an appointment 
with a customer. The result is that 
punctuality becomes his slogan from 
A slow revolution, with its 
accompanying indecision, 
him must 


then on. 


CcOnVINCesS 
d . 
tnat ne 


hereafter think 


“The Mill Supply Salesman’”’ Section 


quickly and accurately. 
ke has completed 
revolutions he 


By the time 
several of these 
has added not a few 
characteristics to his original make- 
up. Magnetism in personality, neat 


appearance, reliability, honesty, be- 


Don’t Miss Making Calls 


Persistent Visits to Little Prospects or Hard Ones 


Often Produce Gratifying Results 


JOHN T. 


“Jones is a crab. 


I'l] pass him up.” 
Black never buys anything werth 
mentioning. I’ll skip him this time.” 

“T don’t call on the little 
They are not worth while. 
little bee buzzes from one big flower 
to the next big flower. That’s the 
way to get honey!” 


fellows. 
This busy 


“There’s no use in my 
sell White Brothers. 


kind of men. 


trying to 
They’re not my 
I couldn’t sell them in 
a million years.” 

“T'll not 
sell him an order, all right 


it the house ought 


call on Johnson this trip 


i could 
not to sell him. 
owes us more money that 


good reasons, and poor 


excuses, for not calling on dealers. 


asons like the last one quoted 


ire comparatively rare. Salesmen 
insufficient reasons are “passing 

ip’ thousands of prospective buyers 

very Wol ! day in the vear. 

The story is told of the new sales- 
vhose sales volume was a sub- 
yf astonishment for his employ- 

ers. They investigated, and the basis 

I _ record Came ut. The sale ~ 

nel Was svstematically calling on 

‘ade which other salesmen did ne 
mn. He was hitting plants out 

ear the edge of car lines, starting 

towns which most salesmen pass 
ip, calling on men that “couldn't be 


sold” and every little while selling 
ne of them. Yes, he hit the big 
the convenient ones, but 
cream among the plants 


traveling fraternity in yveneral. 


The most human of practices, 


salesman has called on a 
several times and never re- 
‘umb of encouragement, Is 
and place the company 
he unealled-on list. Salesmen not 
familiar with the “thirty-third de- 
gree stuff’ of their job repeatedly do 
his. It is a More- 


imagine 


human thing. 


‘ver, a salesman can easily 
it is good judgment. 


In practice, as houses with an 


not called upon by the 


BARTLET I 


enormous aggregate experience in 
selling through salesmen know, the 
keen course is to continue to call on 
the prospect. 
rule, 
salesman 
every plant that is a desirable cus- 
tomer, except when especially in- 
structed otherwise by the house 


have a 
experience, that a 
continue to 


Some houses 
based on 


shall 


call on 


Of course, a salesman occasionally 
finds a prospect who, for some reason 
or other, seems to have a special dis- 
like for him. The man manifests his 
way not to be misun- 
the situation 
fter the party in question has 


feelings in a 
derstood. Sometimes 
comes a 


} 





been the salesman’s customer. Every 
ow 
sgl 
/ 
Tm) \ 
1 \ 
\) J < 
ieee % = 
Sy 4 
{ \ ‘\ 
W%S <y ‘A 





sales Manager realizes how such con- 
av arise, even with the best 


of salesmen, so he does not hesitate 


0 relieve the salesman from the duty 
of calling at that 


plant. Such in- 


stances are comparatively rare, how- 
When the plant is simply one 
has not bought, and whose ac- 
count is desirable, the regular call is 


There 


prospect may be- 


the proper thing. is never an\ 


telling when the 


dissatisfied with present buying 
onnections and give the persistent 


an order. Many 


Stile eases are 
on record of men who have called 
scores of times on a prospect with- 
ut getting a single order, and then 


, } 
thev } 


ave secured the total patronage 


{ t} 
I ! 


° ] 
O 1e@ business. Once a salesman 


: ind he 


is thoroughly sold on the advisability 


has had an experience of this 


105 


lief in his product, clever analysis of 
his prospect and of his territory—he 
may have had all these before, but 
the successful roll down the 
manship hill has made such charac- 
teristics more pronounced. 


sales- 


of calling and calling an:} calling on 


e prospect who does not buy. 


Suppose a plant has a buying con- 
nection of many months standing. 
How can a salesman expect on one or 
two calls to buck that and get con- 
sideration? The only way he can 
hope to make progress in such en- 
trenched cases is through many calls. 

One of the most deadly habits a 
salesman can get into is that of de- 
ciding in advance that a dealer will 
not buy from him. That, of course, 
is an absolute certainty if the sales- 
man does not make the call. No sales- 
man should allow himself to become 
a forecaster, except as he forecasts 
that it will be worth his while to call 
on trade. 
man go 


Let any successful sales- 
back over several weeks of 
work and pick out the cases in which 
he has been surprised at the turn of 
events in actual selling interviews. 
In case after case, it is safe to say, 
he will find he has made s 


he did not 


He 


ales where 
expect to. Gt 
where he 


mace large 
expected only 
man 
hard. These things 


] 


‘ . 1244) 
Sales 


little 


ones, or sold easily a whom he 
thought would be 

are conditions of selling. Wise sales- 
men 


what 


+a] « leave r1+« . lL, « .+ ‘ 
take advantage of tne tact tnat 


will come out of the box, so to 
speak, nobody knows, and 


make the 
maximum 


number of 
fact that the 
many of the 
this trade is a 


which 


history of the rise of 
smaller businesses in 
history of houses 
cultivated 


small factories which the larger and 


assiduously 


have 


] } + 4+ scarey 
older houses were not cultivati 


A salesman may say, “I am given 
two weeks in which to cover my ter- 


ritory. I cannot call on every 


| pros- 
I must do 


some 


pect in that time. 


picking, and I pick the trade.” 


best 
May not such a condition call for 
a reduction of the salesman’s terri- 
tory? it i 


is seldom to the profit of a 


iouse to give a salesman so much 


territory that he can only hit the 


high spots in it. Again and again in 
such situations, houses have re- 
duced territory, given to each man 


11] 


territory in which he could call on 


everybody, and greatly increased 
their sales and profits, and, incident- 
ally, the net earnings of the sales 
men. When the uncalled-on pros- 
pects are visited regularly, they mal 

money for the house and 


men. 
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OR your first test of Ladew 
Belting, pick the 
drive i 


have done this, to their great relief 


toughest 


in your plant. Hundreds 


and satisfaction. Ladew Belting is 
made for exceptional service. In 
the “Proof Book,” a copy of which 
we will be glad to mail to you, are 
pictures and stories of Ladew 
Belts that keep going at maximum 


efficiency after many years of use. 


EDW . R 


LADEW CO. ™ 


BELTING AND OTHER LEATHER PRODUCTS 


Since 1835 


29 Murray Street. New York City 


A Question Frequently Asked— 


“Where Can I Buy Special 
Copper and Brass Work” 


A large percentage of our production is special work in 

opper and brass. With a well equipped foundry, cop 

thine and brass finishin shops, and engineering 

nent, our capacity for this class 

1Ost unlimited These are a few of 
sar buying from us: 





of work is al 
the lines mill supply 


Special Pipe Fittings 


l ! l 


Copper and Brass 
Bolts and Nuts 


Kettles 


Coils and Bends 
= 
4 
Expansion Joints Floats 
S] 
Balance Valves Special 


Valves and Cocks 


Copper and Brass Pipe, Tubing 
and Sheets 


ARTHUR HARRIS & CO. 


Engineers, Coppersmiths, Brass 


Finishers. 
210-218 N. Curtis St., 


Founders and Brass 


Civicago, Ill. 


Established 1884 

















r > Ly ; . ~~ 
Bu »s bi Vietal by th« nm 
~ ee + i. wD . 
el it y t e Pound 


Your profit begins with the buying. Buy 
right and your profit is greater. 


3 € eel 


babbitt 


you can secure 


metal in 


If you sell as much as a ton of 
th , the ton price 


e course of a yeal 
e. . } 
n Monarch Ball 


you need it. 


fetal and have it shipped and 
You 


without stocking 


led as will get the quantity 
beyond your 


current 
needs. May we quote the ton 


price? 


MONARCH METAL CO. Chicago 
119 South Lincoln Street 











SAFE! 


\ LENK PRODUCT 


RED 
DRAGON 
Gasoline 


Blotorch 


SAFE 
built like a skyscraper. 
Heavy gauge polished 
brass tank, powerful 
leak-proof bot- 
valve to 
Both 


pint and quart sizes give 


— because it is 


burner, 
tom, needle 


prevent clogging. 





Fully Guaranteed 


you comfort of cool 


wire handle. 


Extra big value! 








Pm 1g JE IN 


Lenh Mtg Cc Boston, 





‘USA 


M ass , 
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; SST ~@ burgh, has re-entered. ‘the machine: ‘tool ‘busimess as sales’ J 

@ manager for the J. S. Miller Machinery Co., Pittsburgh. | 
; Personals ; ger ttsburg | 
4 es ' Holland Manufacturing Co., Erie, Pa., announces that } 
_ a a a i 


ls, formerly connected with the Rock Island 


The Nicholson File Works, Anderson, Ind., announces that 


Durbin Hollingsworth has been ay} 





; Co., Rock Island, Ill., has been appointed its sales man- 
inted pure! ng agent. } 


ort for the Central West, with offices at 180 North Wacke 4 
William PP. Woodside wa elected president if th Drive, Chicago. H 
American Twist Drill & Tool Co., Detroit, manufacturer of sea ' , , , ' , 
: re Shirley S. French, the newly elected president of the 
igh nee arilis. : 7 . . : eer — } 1) ‘ 
Berger Mfg. Co., a subsidiary of the General Alloy Steel 
W im Dickson, formerly th Walwor % Corporation, Canton, Ohio, was formerly vice-president and 
Oo ited h Ho ( im, manufac ( ! t 1020 ¢ 


general manager of the General Fireproofing Co., with which 
































» Chicago, company he had been associated since 1917. ; 
] ™ ] ‘ , > nm ,¢ ‘ yt ' 
a ae ; : 7 @ : a ve : we a si , : — H. G I nburgh and \ m. H. Carey are now in charge | 

e : : - : i shies of the oil field division of the \V selting & Rubber (¢ a 
chairman of the bo r tha pe Los Angel Prior to association th the Victor Company, { 

James G. V ( yn, forn y with M. L. Kline Co., Port Mr. Van Denburgh was with the Regan Forge and Engineer | 
leur Ore | tributor f the Jame P. Marst ing Works, and Mr. Carey was with the Main Belting Co I 

‘} i : \ ¢ ‘ 
ve., Uhicago, manut or neatin iss J. R. Brandt recent oined the Cleveland office of the } 

a. W..D. Gook 1 now a Clate with the Fairbank Morse Bridgeport Bras Co., and will handle sales of raw mate- 
Co., Three Banks, Mich. He previously was with Newcombe als in the Pittsburgh territory and also in parts of Ohio { 
Hav ey, Ir _ St Charles, HL. a resident manager. He was forme} V connected with the b. Sy. Coppe1 Product | 

James W. Barr, recently appointed sales engineer for the ©. Rome Wire Company and Henning Nickel Rolling Mills. | 
New Britain Machine ¢ New Britain, Conn., was formerly The Queen City Supply Co., Cincinnati, announces that at 
\ the New Y offices f Manning, M well & Moore the last meeting of rectors, Lawrence G. Puchta was elected 

George E. Barr reviou chief enginee r the Bay vice president and A. C. Blaisdell, secretary. The other mem- | 
City Foundry & Machine Co., Bay City, Mich., now vice bers of the board of directors are: George Puchta, presi- | 
re ent of the Lenher Engineering Co., New York City. ent; Fenton ID. Snodgrass, treasurer; Waldo E. Butler, J. H. | 

>} } } , at . 

o EU. Bilinlts aeccends BM. acter ot nee Blackham and J. J. Kauther. 
the office of the Su in Machinery Co., Dallas, Texas. Mr. J. A. McNulty, the eastern manager of Joseph T. | 
Schultz was formerly in the Knoxville office of the company. Ryerson & Son, Inc., Cl go, has been associated with that | 

Paul M. Mueller, previously associated with Pratt & Whit- Company for fifteen years, the entire period with the New 
ney Mfg. Co., Hartford, Conn. has heek annoinbed manager York bran h. In recent years he has been assistant manager | 
of the lock department of the Hartford Machine Serew Unde? Harry R. Heneage, wh ) resigned to become supervisor 
Wels. Barvtlard. of athletics at Dartmouth university. 

Charles W. Hunt, for eleven vears in charge of purchase Paul T. Irvin, for a number of years manager of the 
ind sales for F. R. Phill & Co.. Phil: slike a. has re mail tool department of the Greenfield Tap & Die Cor 

ened to form the Charles W. Hunt Co., of , — yrration, resigned J to assume charge of 
sad ake edniake, teedlien ales for Ben & Mass., wrench manu- 

facturers. Louis Battey has been appointed to take Mr. 

John Parker, formerly ated with the Brown & Sharp« Irvin's place with the Greenfield Tap & Die Corporatio 
Mf Co Providenes n n engines ng c icity, i been ‘ 
ippointed New England re} entative for the Rollway Bear- C. M. Peter, who formerly worked out of the Black & 

ne Co.. Inc., Svracuse, N. Y. ‘ Decker branch at Kansas City, was sent to London a year 
: ago to supervise the formation of Black & Decker, Ltd., 

George B. Dure vice-president and general manager, haS 79 and 79A Great Queen street, Kingsway, London, W. C. 2 
been elected pre ent of the American Fork & Hoe Co., Mr. Peter has just returned from England after having 
Cleveland, succeeding W. H. Cowdery, who become chal} ery successfully completed this task, and S. D. Black, presi 
man of the board of directo ent of the Black & Decker Man ufacturing Company, an 

( | 1s ha p rned | OSitior rene y nage? nounce that Mh Pete ha been placed in complete « rge 

if The Ross-Willoughby Company, Columbus, Ohio, and 1 of all export busin for the comp Col. W. V. 1 nklit 
ucceeded by W, ¢ Hunter, formerly mat } the Spring has been appointe managing ¢ ! f Blac & ’ecKerT 
field) branch f t} cOMpANY Lt Colonel Franklin has us compet it ee ths 

Herhort Glass. wh ee eniit ened a es manager of Visit to this count y get ng tl ighiy acquainted with the 

he ater pump d on f the Dayton Pu “ Mfg Con manutacture OF a = on —_ i 
sacs. Sinaia, Gime Weodak ennitie wiles aang a aaa Waal of merchandising in this country. Oswald C. Kanitz, who 
engineering Company, Dayton has recently been ay nee representative In) Continent 

pi Ku e for the Eng aS T M 

Ph } » Medart 1 nie \ ( re len 1 ( Fred ‘ will sne thros n ; f tl 

Medart Mfg. Co., St. Loui is been appointed president Black & Decke orga his duties 
ind treasurer of the company to succeed Edward J. Medart, broad. Mr. Black state n foreign 
resigned. William T. Mellow has been elected vice-president countries has shown a this year, ‘ 





C. W. Laughlin, one of the founders, and for many years with unusually bright prospects for a very substantial vol- 


a partner in the Laughlin-Barney Machinery Co., Pitts ume during the coming year. 
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AMERICAN SWISS 


Che File of Precision, manufactured to a gauge and with 


quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers 


tributors ind ther interestin ata sent 


Aicetians Sedan Vis & Sead Ga. 


410-416 Trumbull St., Elizabeth, N. J. 


“Var 


Victor Balata 


Belt 


Ampere 


CANVAS STITCHED 
BELTING 

Sold Extensively by 

Mill Supply House 





Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. Factories: 


Easton, Pa. 











MOTOR PULLEYS 


| PAPER AND IRON 


Prompt shipments are made 


from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. 
fill 


Let us 
your motor requirements. 





TELEPHONES 
MONROE 
7053 
7054 





456 N. Union Ave., Chicago 











ELCO Wood Screws 


Prompt shipments are made Iron and Brass 
from our large stock of Iron 
and Brass Wood Screws and 


Machine Screws. 


You will be pleased with the at- 


tention given to your orders 


and instructions 


ELCO TOOL & SCREW CORP. 
at 13th Rockford, Tl. 





Broadway 








“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong 








BROWNIE NOSIS 


Ask 


write 


jobber or 
us for a catalog. 


your 


Furnishec 
either plain or galvanized. 


and durable. 


ae agge “ar. 
Co., 


™ — 
Fort Wayne, Ind. Oe = 





— 








he, ha he he haha ha he Mee jhe he hehe hae he hahahahahahaha hah jhahejhajahjhashiaiaiaia 





VIRB EVRUTVEAAAAAANAVEA AA VAAVAAAAA AA AAAASAAIH3 





“LENOX? .... 


HIGH SPEED 
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HACK SAWS 
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* “The Sooty in the Plaid Bor” 
3 AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 
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Cushman 


Crone Essential “ 










Cushman Chuck Co 


HARTFORD,CONN. 


AI;PLEX SHU 
Centering Ind 


dent, Eccentric 




















SKINNER Clamps 
Stop Leaks 
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Factory Additions 


«wes 








Flexible Metallic Tubing Co., 
a two-story addition, 40x80 feet. 


Philadelphia, plans to build 


Eastern Tool 


Stamping Co., Saugus, Mass., will build a 
me-story addition to its factory. 
The National Lead Co., St. Louis, is planning to build a 


two-story addition at a cost of $75,000. 
The PDeleo-Light Co., Dayton, Ohio, plans to build a one 
tory addition to cost approx 


mately $20,000. 





Sloan Valve Co., Chicago, will build a two-story, 100x155 
feet addition to its factory at a cost of $100,000. 

( | Halbac & Co Brooklv? i rade contract 
for a two-story addition to cost approximate $45,000. 

The Medart Co., St. Loui a rded contract To H 





addition, 110x300 feet, to cost $50,000. 


Mfg. Co., 


extension at an e 


one-story foundry 
The Ternstedt 


and basement 


Detroit, will build a three-story 


timated cost of $500,000. 
awarded contract 


40x80 feet, to cost $25,000. 


The Otis Elevator Co., Quincey, IIl., has 


for a two-story addition, about 
The Oil Well 
one-story addition, 40x250 feet, to cosi 
The National C Cleveland, 


tion of a two-story 


Supply Co., Pittsburgh, plans to build a 
approximately $45,000. 
arbon Co., has awarded contract 
for the construc 


reet. 


factory addition, 70x25) 


American Steam Gage & Valve Mfg. Co., Boston, will 
build a three-story addition to plant at an estimated cost of 


S40, ,000. 


The Arrow Carrier Corporation, Paterson, N. J., will build 


i one-story addition, 75x100 feet, at an estimated cost of 


$23 A000 


e Cleve ne Heater Co Cleveland () will build a 
one-story 1dditior LOOK250 — fe it n ¢ mated cos of 


vat . nn. to build 
nt in Alton Park at an estimated cost 


Iwaukee, building a two 


$20,000 with 


The Walt Steel C Iho ration, Ga aes Ind., 1 repr ted to 


$85,000 


George La Monte & Son, Nutley, N. J., has awarded con 


sal O00 


The Stand: Bra & Mfe. Co., Fort Arthur, Tex., plan 
lit $25,000 

with equipment. 
Russell Grader Mfg. Co., Minneapolis, has filed plans 
for two two-story additions, 84x161 feet an 


about S60,000. 
The Tin lecorating Co., 
vy addition to it plant, 150x200 feet, which will cost 
approximately $50,000. 
The Metric Metal Work 
Janning’ a one-story addition to it foundry, to cost about 


30,000 with equipment. 





Van Shatten & Harvey, Philadelphia, have awarded cor 
tract for the construction of an addition to the plant at an 
Cs mated cost of S25,000. 

standa | yt spe ilty ( Be ( I is, Ps has 
varded a contract for a e-story add mn, 60x84 feet, to 
cost 000 with equipment. 
7 ) 

Che Electric Machine Mf: Co Minneapo . wil yu 
wo-story and basement L-shape ldition, 40x110 feet and 
26x50 feet, to cost about $25,000. 

The Philadelphia Rubbe Works, Ine., Philadelphia, has 


awarded contract for a one-story addition to its mills at 


109 


Oakes, Pa., 50x220 feet, to cost about $100,000 with equip- 
ment. 

The Keokuk Steel Casting Co., Keokuk, Iowa, has awarded 
a contract for a one-story foundry addition, 36x280 feet, to 
cost about $30,000 with equipment. 

The Economy Governor Co., Anderson, Ind., manufacture} 
regulators, is planning to build an addition to double 
its present manufacturing capacity. 

The Empire District Electric Co., Joplin, Mo., 


ng extensions and improvements in its 


+ 


Or fas 


consider- 
Riverside generating 


ation to cost in excess of $1,000,000. 


Meter M io. Co.. 


for the construction of a 


Badge Milwaukee, has awarded contract 


addition, 60x120 feet, 
$50,000. 
Holyoke, Mass., has 


addition to its press 


two-story 
which will cost approximately 
B. F 


a contract for a one 


Sons, lr Cry 
-story 
$45,000 with equipment. 


Perkins & awarded 
shop to cost 
approximately 

The National Radiator Co., 
foundry addition at 
will cost about 


Johnstown, Pa., 
Castle, Pa., 135x300 
S175,000 with equipment. 


is building a 
New feet, which 

The Stevens Cold Storage Co., Chester, Pa., plans to build 
an addition to its cold storage and refrigerating plant, to 
cost in excess of $50,000 with equipment. 

The United Paper Board Co., Wabash, Ind., is planning 
the construction of a one-story addition, 60x300 feet, at an 
estimated cost of $60,000 with equipment. 

Metal Working Co., Plymouth, Ind., will 
superstructure for a one-story addition, 50x150 
feet, to cost approximately $45,000 with equipment. 


The Plymouth 
soon begin 


Geometric Stamping Co., Cleveland, has awarded contract 
for the construction of a one and two-story, 115x137 feet 
addition to its factory at an estimated cost of $50,000. 

The Pennzoil Co., Oil City, Pa., has plans for an addition 
to its plant at Rouseville, Pa., which will be one-story, 50x100 
feet and will cost approximately $45,000 with equipment. 

The Howell Electric Motors Co., Howell, Mich., will build 
a one-story addition, 40x200 feet, to cost approximately $50,- 
O00. KR. S. Gerganoff, Moffat 
Works, Inc., 


-story adaition, 


Detroit, is architect. 


Mich., plans to 
50x100 feet, to cost approximately 
Pierre Trust 


Building, 


Pannewitz Grand Rapids, 
build a one 


S30,000 with 


Michigan 


equipment. Lindhout, 
bullding is arehitec 

Hewitt Electric Co., Hoboken, N. J., 
80x200 feet addition to 
Green & Co., 1 Per 


New York City, are architects and engineers. 


four-story, 


Lockwood, 


o build a 





mately $100,000, 


t 


ower oro ewe 





' New Factories 
\ 











Electric Co., Bloomington, Ind., will build a new 


ictorv at an estimated cost of $40,000. 
The Paragon Refining Co., Toledo, Ohio, will build a new 
oil refinery at an estimated cost of $600,000, 
Market Forg« ~0., Everett Mass., vill build a tw story, 
65x90 feet factory, at an estimated cost of $40,000. 
m, Ohio, is planning the 
e ximately $250,000. 





lis, awarded contract for 
one-story foundry, 67x182 feet, to cost about $40,000. 
The J. S. Heath Co., Waukegan, I]}., will build a 
nt, 100x250 feet, to cost about 
Metal Products Co., 


story, 60x170 feet plant at Callery, Pa., to cost about 


yne-story 
$50,000 with equipment. 


ationa 





Pittsburgh, w build a one- 


$40,000. 


W. A. Ives Mfe. Co., Wallingford, Conn., p bu a 
ne-story, ¢ 242 Tee factory at an estimate cos S79,000, 
Union Ra t ( Johnstown, P v bu one 

vy, 835x124 feet foundry at an estimated cos 40,000 
Woodward Pattern Werks, South Bend, Ind., plans t 
build a one-story factory 10Ox100 fee ( t nbout $40,000. 


The Austin Western 


Mo., has awarded a contract for the consti 
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Electrical Tool d Equi | 
: 
ectrical Tools and Equipment | 
Se 
| Sold by Mill Supply Jobbers | 
. | 
| rype M2 , 1-10 HL. Motor 7 H E & O R R E. & T 
ae fl (GtranD . 
ge | ot Grinder and Buffer | 
Flexible Shaft Grinding, This outfit is ideal for grindin _— 
Polishing and Buffing felding, and for countless oth hi lat | 
Machine pair shops. service stations, || 
is a Mighty Handy Tool eae euch 
When once installed it becomes the ce “oki | 
nost popular machine in the shop wt wverag \ i 
several sizes i , _ M ( 
1-10 to 2 H. P. “ f l 
Catalog l pon Re quest t | 
a oe MARATHON ELECTRIC 
N. A. Strand & Co. MFG. CO. 
5001-09 No. Lincoln St., Chicago, Ill. 50 Island St., Wausau, Wis. j 
' 
saith ad : 
iT “STANDARD” Factory Maintenance with 
; ' ~ 
.,BALL BEARING DRILL | Stow Flexible Shafts | 
JS 
; | | 
) P Universal Motor | 
. 1 Chrome Nickel Steel Gears 
~ ; Made in sizes from i 
— to I! Capacity in i 
Steel j 
| Drilling —Grinding—Buffing and Wire Brush 
' All Sizes—Motor and Belt Drive 
THE STANDARD ELECTRICAL TOOL CoO. |. STOW MANUFACTURING CO., INC. 
Cincinnati, Ohio | Binghamton, N. Y. 
PORTABLE : ! 
IONEER'%:DRILLS | Built for the Work’ 
; i : 
Light sht, yet sturdy 4 ize io) ’ ° 
eee ze Hea ] $28.00 She Cincinnait 
1,” Size = 
fa line of portable electric 
drills, grinders and buffers 
is complete, including all 
types, sizes and prices for 
The PIONEER Line include: every purpose. 
heavy duty and Garage Special : 
drills, center, surface and floor Write for complete catalog 
grinders. Send for catalog and and Jobbers’ proposition. 
jobbers prices | 
Louisville Electric Mfg. Co. Ba!" Bearing bauipped. but cost The Cincinnati Electrical Tool Company 
louisville, Kentucky tools now on the market. } 1525 Freeman Avenue Cincinnati, Ohio 
Electrical Equipment : 
eile 9 _ Managers and Salesmen 
and the Mill Supply Jobber oe a 
7 ae ; | MILL SUPPLIES will welcome letters from Mill 
Che Mill Supply Jobber does not need to become Supply House managers and their salesmen, telling 
- electrical jobber to sell electrical equipment. | of any unusual or successful methods used in the 
Electric drive and electric heat have been applied | sale of electrical equipment. Also photographs of 
to so many tools, machines and other equipment window displays and sales room demonstrations 
used in mills, mines, factories and shops that the | which have interested buyers. We prefer that the 
mill supply house that does not stock such lines is | letters be about lines which may be sold by any 
overlooking one of its most profitable oppor- | well organized supply house without an electrical 
tunities. ) supply department. 
\ Ww ig to A rti 5 1 iM S 
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and two-story 90x125 feet, to 


$55,000. 


plant, cost approximately 


Barnes Mfg. Co., Mansfield, Ohio, plans to build a one- 
story foundry, 52x185 feet, at an estimated cost of $100,000. 
Marcus, Harrison & Sons Co., Muscoda, Wis., will build 
a two-story plant, 60x200 feet, at an estimated cost of $40,000. 
3rewer Bros. Co., Philadelphia, has awarded contract for 
the construction of a factory building to cost about $15,000. 
awarded contract 
approximately 


Dixie Machine Mfg. Co., St. Louis, 


plant, 90x99 feet, 


has 
for a one-story 
$40,000. 


to cost 


Plymouth Metal Working Co., Plymouth, Ind., will build 
a one-story 590x150 feet, at of 
$40,000. 


factory, an estimated cost 


Central Armature Works, Inc., Washington, ID. C., will 
build a new three-story plant, 530x200 feet, to cost about 
$75,000. 

L. Erickson Electric Co., Everett, Mass., is planning to 


build 
$65,000, 


two-story factory, 900x100 feet, to cost approximately 


ve Ssanno 


Foundry «& 

















to build a foundry machine shop at an estimated cost of 
S40, 000, 

The Crane Co., Chicago, plans to build a pipe and machine 
shop, 175x200 feet, at Oklahom Ont ¢ n ed to <¢ t 
S200, 000, 

I Mil Co., Bro ne, Ma planning to build 
one ry elding’ w in estimated cost of $30,000 with 
equ nent 

e P on Se e f Lretroit ) te wo ory 

I Ox130 fee an ¢ mated « t of S50.000 wit 

! ! en) 

he Kk. B. Kelly ¢ n¢ Pg abes- o he co 
truction of a tv y Vv feet l n estim ¢ 

t 
( 

And Co P] elphia, W yuil i yne 
+ + + ] + 

ry f Lan ile, Pa n estimated 
ost of S40,000. 

Edmunds Electric Co., Fort Wayne, Ind., ha warded 
contract for a two-story, 40x121 feet factory at an estimated 
cost of $40,000. 

| \ \ 4 \\ +} +, hy ] 

( Y ey cree! ras « nerst » Go... « umbu Ohio, 
plans to build ne-story plant, 100x520 fee cost $70,000 
W h equipment 

American Laundry Machinery Co., Lo Angeles, ha 
awarded contract for a three-story, 90x90 feet factory t 
oO bout LOO, 

Conso ( G & Ele ec Co., New Y < City, plar 
n onst iction ) to Lp ind " bu ] ling 
t ibout S2ZO00.000 

Underwood Machine ( South Boston, Ma plans to 
build ne ind ft ) vy factory Ox100 feet t an ¢ 
ma if S410,000 

The Standard Boiler & Stee] Work Lo Ange es, is pla 

! ( ection oO i \ ne tory plant I nm « mated 

25.000 u ’ 

Ohio Valley In al Corporation, Wheelit \ bu 
a Tabricatins n t Wellsbu \W \ i t ( t i rox 
mately $525,000 equipment 

The Norton Co., V MM: oc etine ee ee 

two ory ft to ) ( ! tributing ! Detroit 
0 co 200,000 equipment. 

Anch B ! Mf Co Spring fic Mo., ha wat 1 

mntract for the construction of a one and tw ory, Tox200 
feet factory to cost about $40,000. 


| Reliance Specialty Co., Indianapolis, h warded 
‘ontract§ To 1 new nie tory plant, 42x16: feet to cost 
ipproximately $45,000 with equipment. 

The Longview Fibre Co Longview, Wash., will begin 
ork this month on a vy mill for the production of fibre 


board products, which will cost in excess of $2,000,000 with 
machinery. 


Perfect Circle Co., Hagerstown, Ind., plans to build a 
new branch foundry and plant at New Castle, Ind., at an 
estimated cost of $30,000 with equipment. 


The McQuay-Norris Mfg. Co., St. Louis, will build a new 
one-story branch plant at Connersville, Ind., 50x95 feet, to 
cost approximately $25,000 with equipment. 

Inland Mfg. Co., a subsidiary of the General Motors Cor- 
poration, has awarded contract for a one-story brick 
steel factory to cost approximately $250,000. 


and 


National Tube Co., Pittsburgh, will build a two-story re- 
search laboratory, 58x109 feet, to cost approximately $150,- 


000. E. Stotz, Monon Bank Bldg., is architect. 

The Minneapolis Heat Regulator Co., Minneapolis, will 
soon proceed with the superstructure for a new five-story 
and basement plant, 60x165 feet, to cost $200,000. 


Valve 


to build a new 


Chapman Mfg. Co., Indian Orchard, Mass., plans 


machine shop, which will cover more than 
an } 


«Al AC 


‘re of ground, at an estimated cost of $500,000. 


The Mfe. Co., Pittsburgh, plans to build 
a three-story factory branch and distributing plant at North 


Standard Sanitary 


Richmond, Calif., at an estimated cost of $350,000 with 
equipment 

The International Milling Co., Minneapolis, is planning 
to build a flour mill and elevator on Catherine street, Buffalo, 
nine orie 100x150 feet, to cost close to $1,000,000 ith 
equipment 

The Marion Steam Shovel Co Marion, Ohio, plans to 

1 ew facto) rane al distributing plant in the 
Woodswether industrial district, Kansas City, Mo., to cost 


S45.000. 


The Belt-F nklin Co Columbus, Ohio planning the 
on ot ree ory ul ba me? a ce ( \ in 
ral { buil ! 60x190 feet it an estimate cost of SL20 000 


equipment 


Gemmer Mfg. Co., etroit, has awarded a contract 


for a two-story factory and ofhce 81x180 feet and 


100x220 feet, respectively, at an estimated cost of $300,000 
it equipment 
Tl Hammond Lumb Co., Chicago ll buil one- 





orv plant at Riverdale, Ill., at an estimated cost of $200,000. 
The George C. Nimmons Co., 122 South Michigan avenue, 
( cago, cnitec 
March Irrigation C Muskegon, Mich., will build a two- 
ory, 45x65 feet office and one-story 66x200 feet factory 
in estimated cost of $40,000. Vande West & Child are 
Cc! ect l d engines 
e Merchants Refrigerating Co., New York, eporte 
be planning the construction of a new cold storage and 
ef rig ng plar it Ne k, N. J ) COS proximately 
$1,000,000 equipment 
The Binghamton G Works, Binghamton, N. Y., ] 
} i O-story n 18) ement servic wma i DULIGIN: 
C2x1l45 fee oO cost yroximately $50,000. Conrad & Cun 
ming Phelps Buil Q e archite 
Tl Globe Railway Equipment ¢ St. Lou v build 
a new plant at Veedersburg, Ind., con ting of a two-story 
factory, 60x190 feet, and a one-story foundry, 60x150 feet 


to cost approximately $70,000 with equipment. 

Federal Mining & Smelting Co., New York City, w 
ma lant at Wallace, Idaho, is reported planning the es 
tablishment of a new lead work n the vicinity of Spring 
City, Mo., to cost about $75,000 wit equipment. 


mal Smelting & Refining Co., Detroit, will but 


The Nati 


two one and 700x150 feet, at 


ost of $100,000. 


tructures, 






660x200 feet 


Murphy «& 


OSE ACESS 





December, 1926 





Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 

















There are real 
reasons behind the 
erowing demand for 
this quality tool 


Sf.” rite for Catalog Sheet and Discount 


THE LAWSON MFG. CO., Cleveland, 0. 


COCHECO 
LEATHER BELTING 


Always the first choice of engineers 
who know that it pays to buy the 
best in belting 
Cocheco. 


I. B. Williams & Sons 
Dover, N. H. 

14-16 N. Franklin St. 71-73 Murray St. 
Chicago New York 








and that is 


111 Summer St. 
3oston, Mass. 


WE WANT JOBBERS 


WIZAR . \ 

7 

BUEN Sle, |} 
Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising 


Sales guaranteed 


for our jobbers gets the orders 





Write for our proposition. 
RICHMOND BELT DRESSING MFG. CO. 


Richmond, Va. 
May 
| “iy \ 2 
| fy/ \ 


« me. 


Buffalo 
Hose Clamp 





&, 
A i \ie j Made of Sheet Brass 
\ ¥) = 
a 7 Rustproof 
BB ///, Durable 
SZ Economical 


Fries & Company 
91 Main Street Buffalo, N. Y. 









Not Hard To Sell 





Why not sell ME TALLO GASKETS ” Valve Discs to the 

powe l s an piping contractors in your territory? Other 

houses are doing it. METAL Lo GASKETS (corru- 

per and asbestos cord) are a yee itive protection against 

blowouts. 7 , last for years in severe service. You 

ire sate in é ying a »mplete stock hietebanet there is nothing 
in them to Peet rust or crumble. 


METALLO GASKET CO., New Brunswick, N. J. 


The HOLLANDS Line 


will increase your 





—., vise sales 


Send for 
Catalog and 


Terms 


HOLLANDS MEG. Co. 


ESTABLISHED 1887 


ERIE, PA. 


The Schultz 


a successful friction clutch 
Ha- but a few simple parts. 
Any workman can replace friction 
blocks and reassemble the eluteh. 
Takes up slight) mi-s-alignment of 
~hafting. 
Made in solid and split types. 
Cannot engage or dis-engage acei- 
dentally. 
Occupies relatively litthe space on 
shaft. 
Used successfully on hardest drive- 
in many industries. 





‘1. £.. SCRULTZ & SON 
1675 Elston Ave. 
Chicago, Ul, 


tsk for Catalog and Distributors’ Price 


Davis Valve Specialties have 
been performing satisfactorily 
for over fifty years. Thousands of 
experienced engineers know the 
value of Davis design and insist 
upon Davis for repeat orders and 
plant extensions. 

You can take full advantage of 
this established position by han- 
dling the entire Davis line. Write 
for the details. 


The G. M. Davis Regulator Co. 


108 Milwaukee Ave. Chicago, Hi. 


DAY TE S VAIGYIS 





SpECLALIES 


ention Mitt Suppties 











ee 








Burns, 3456 Ca Avenue, Detroit, are architects and eng- 
nee 
The American Contains Co., operate by tne National 
Lead Battery Co., St. Paul, Minn., planning the erection 
a ne factory for the manufacture of battery specialties 
at an estimated cost of $100,000 ith equipment. 


The Panyard Machine & Mfg. Co., Muskegon, Mich., 
anning to build a new plant, consisting of a one-story 
120x165 feet, and a two-story building, 535x150 


feet, to cost In exce f 560,000 with equipment. 


The Phelps-Dodge Corporation, New York, is planning to 


refining plant at Douglas, 


erect a new lead smelting and 


Ariz. It also contemplates a new concentrating plant near 


The entire project will cost more than $300,000. 


~~ ao os 





i 
; New Corporations 
‘ 


——ef 
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Ik. fk. Child Co., Spartanburg, S. C., $150,000, to manufac 


ure textile machine parts, Incorporators: kk. EK. Child and 


associates. 
»,000, to manu- 


) 
Botwh 


y Thermostat Co., Newark, N. J., $1 


e thermostats; incorporators: Ethel 





[CK Belle 
Gornitzky and Corine Jedel. 

Krupp Specialty Mfg. SO.. Brooklyn N. Y.. $50,000, to 
manufacture hardware; incorporators: H. C. Krupp, A. A. R. 
Berg and W. C. Schoppner. 

Automatic Linker, New York Cit 
ture machinery and tools; incorporators: V. H. 
V. V. Vass and J. F. Malarkey. 

New Hyde Park, N. 
manufacture electrical parts; incorporato) 
4. G. Breeneis and H. Fairbank 


] 


Komnick Machinery Co., Detroit, $50,000, to 


$250,000, to 


nanufac 


Oechelin, 


Wichmann Mfg. Co. 


Y., $100,000, t 


J. F. Breeneis, 


manufacture 


machinery and = accessori incorporators: Louis Bollen, 


Arthur Reinold and Franz Wawrous¢ 


A. 


Roberts Specialty Mfg. Co., Boston, $100,000, to manufac- 


ture hardware and supplies; incorporators: Harry P. Rob 
ers, Pred TICK I. Head and Viola a Goff. 


SHOO,000, to 


manufacture a small portable pneumatic grain elevator; 1 
vrators: H. C. Seedorf and EF. L. Soland. 

C. H. Turner Mfg. Co., Statesville, N. C S800,000, to 
manufacture industrial and agricultural machinery; incor- 
porators: C. H. Turner, ID. C. Ritchie and W. L. Willan 

Vacuum Snubit Corporation, Chicago, $200,000, t manu- 
facture automotive vehicles, motors, engines, Machines and 

u ( and engineeril ul ix ar } ink inco 
to R. A. Stear QO. | Bihlmixe nd W im J 
Se in 





i 
; Field Notes 
’ 
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Symons Clamp & Mfg. Co., Chicago, now located at 
1249 Diversey avenue 

The new addr of the St. Louis Machinist Supply Co., 
St. Louis, is 1022-1030 North Sixth street 


The Dreher-Conklin Supply Co., Columbus, Ohio, has 

opened a branch at 184 North Main street, Marion, Ohio. 
Leavitt Machine Co., . Mass., bought the Athol 

Pump Co., Athol, Mass., manufacture 

ny <upplie 

The Sta-Warm Electric Heat n 
plants and offices from Minneapolis to 5538 North Chest- 


Orange 


of pumps and plumb- 


Corporation § } 


as moved 


nut street, Ravena, Ohio. 
The name of the Walworth-Lally Company, of San Fran- 
cisco and other California ¢i 





ies, has been changed to Wal- 
vorth California Company. 

Hydraulic Press Mfg. Co., Mt. Gilead, Ohio, has moved 
its sales and engineering departments to the City National 


Bank Building, Columbus, Ohio. O. Paul Pocock will be in 


& Compressor Co., Easton, Pa., ha 
rk, 549 West Washingtor treet, it 


that territory. 





The Chicago branch of the I. B. Williams & Sons, Dove 
N. H., is now located at 1215 
; h 


new location the company 


Washington boulevard. In the 
jas larger and more modern quar- 
ters. Julius M. Schoen is Chicago manager. 

The Acme Steel & Malleable Iron Works, Buffalo, manu 


facturer of electric, steel and malleable castings, has 
changed its name to the Buffalo Brake Beam Co. It is plan- 
ning to build a one-story addition to cost about $45,000 with 
eulpment. 


It is reported that the American Steel Company of In- 
diana, located at Terre Haute, will resume operations in a 
few months under a new organization. It has acquired the 
property of the old Hoosier Rolling Mill Company, which 
consists of six acres of land, 14 buildings and equipment 
\nnouncement has been made that the Youngstown Sheet & 


fube Company will build a $5,000,000 by-product coke plant 








ts South Chicago mills next year. he new plant will 
contain two batteries of ovens agere ig 120. The econ- 
tract already has been let to fill in fifteen acres « ak 
and river frontage for the site. 
Link-Belt Company announces that a temporary head 


quarters has been established for the New Haven territory 














at street, New Haven. R. H. Hagner, formerly 
of the Philadelphia office, will be Link-Belt’s representative 
in this office, which w ll be devoted to the sale f Link-Belt 
silent chain and Link-Belt roller chain. 

The Chie: 20 Leathe inch- 
eon and meeting at the tC; as 
Steele, of the Page Belt if rates 
for beltmakers’ labor, har = belts 
which was recently adopted vari Ne\ rk City 
leather belting houses. i int bad 

counts Wa 1¢ ld 

f. « Whitlam Mfg. ¢ Wadswort Oh reparing 
to build an addition to and to remodel its plant i = put 

ng in equipment fi the manufacture of asbestos of coat- 
ng and roof cement in connection wit t yte-Unyte” 

pe-joint cement. It = expected that the w W be 
completed and the fac ry be I full ope pout 
February 15, 1927 

Patterson Tool & Supply Co., Dayt Ohio, = been ap 

ointed agent for the Fede Press Co., Elkha It Sene 

Falls Machine Co., Seneca Falls, N. ¥ Stockbridge Ma- 

ne Co., Stockh) e, Mass.; Foote Bu Co. 4 ? 
Rockfo Lathe & I) Co., Rockfo I ; © me, La k 
& Hammo 0...% € Y E.G. At ns & Co I i ~ 
} Ne Olé , Jr., Electric Co Louis ¢ kK 

Construction was begun on Octobe . - ( e’ “ 
tration building of the Ohio Brass ¢ Mansfie Ohio. The 

eleton will be of structural steel wit einforced concrete 
tflool ana the x te 01 to be o brick T =t ( mming 
An ple Hace ll be pro ed 10 the otmeers o al 
~ales officials, and there will be a general display ( n the 
t » floo \ conference oom, seat 2g uy = De oO 
cated on tl hii floo. e=1gned To ~ ile = meetings ? the 

ompany activities 
e Rovyersfoi Foundry & Machine Co., Inc n rer 
= general sales office from 52 N ] street, P le 
phia, to the plant Royersford, Pa n t terest of 
greater efficiency office in Philadelphia is being re 
tained as a city sale s office, in charg rf H. Ss. \\ egana.,. E. 
Harold Neely is n¢ covering Greater New York; J. J. 


} 


Murphy wil 





1 look after New York, Pennsylv: 
and Maryland, and Harry A. Lyon, formerly of the Bock 


Bearing Company, will take care of the company’s interests 


he states just west of Mr. Murphy’s territ 


im t 





Announcement has been made of the merger of the Aetna 
Foundry and Machine Co., Warren, Ohio, and the Standard 
Engineering Company, Ellwood City, Pa., both steel manu 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











Do You Know the No. 208 ECONOMY THUMB. SCREWS 
Torch Has No Equal? 


We can not begin to tell you all 
its good points. Ask for circular 
that tells What Makes a Blow 
Torch Blow and you will then 
see why we ask you to try the 
No. 208. We warrant it to please 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 





No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


Jobbers supply at factory price. | ECONOMY SCREW CORPORATION 

















“a } Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
. : CLAYTON & LAMBERT MFG. CO. ; and Brass Machine Screws, Brass Washers and Soldering Terminals 
o. 208 Tore - ' 
hak Son taeat anled 6257 Beaubien St.. DETROIT, MICH. 5215 Ravenswood Ave., Chicago, Ill. 
SANDUSKY TOOL CORP. | The No. 401 Champion | 
A 142 Meigs Street — Th { a | 
. 3 Steel Rivet Forge 
sal Sandusky, Ohio | j 4 

hen i can be seen working on 99 out of 
| f os) Wanufacturers of i 100 tructural steel buildings ' 
3 cm ates | being built in the United States to } 

: 1 t | The same may be said of all 
; i ri bridge builders, boiler makers ; 
: | t rs, etc The No. 401 Forge | 

= i has not only been adopted by this cla 
i » in the United States, but also 
' tl hout the entire world. 
La ed in tock b all e leading 
mill supply jobbers 
Write for Cat 
' - —— 


Write for No. 52 catalog. 


I — i a — Champion Blower & Forge Co. 
. } S 3 ; . 


Lancaster, Pa. 























E BLAKESLEE JET PUMPS 
rn All partsinter- -changeable--Economical, reliable-* 
4 Freezing doe snotinjure it asit is se If draining. 
e < Sais haut Bie Cc gue 
| = Has No Valves--Cannot wear out--Pumps 
SHERWOOD MANUFACTURING COMPANY | 7 sandy or dirty water equally well--En- 
1715 Elmwood Ave., Buffalo, N. Y. 3 tirely Independent of Engine. . 
: 3 BLAKESLEE MFG. CO. | 
3 10 Q Street, Du Quoin, IIL. 
A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 


Eee 
Cleveland Cap Screws | oad — 


ire made in all standard and Sleeves —— 
sizes and the trade is neve 


= disappointed because we 











¢ 


olid piece—Standard except the flat 
. have a larve s Ses — AN ORDINAR Y "DR ILL SOCKET will drive a twist drill 
meee have a large supply and they | only as long as the drill has a tang. When the tang twists off 
5 ire good Cap screws. Ware | yr the shank breaks, the drill is useless in the ordinary socket 
3 house stocks in New York BUT—grind a flat (time 3 minutes) 


on the broken drill, slip 

Chicago and Detroit | it into a “‘Use-Em-Up” Socket, and it’s as good as a new drill 

S i Furnished in Sleeve or Socket T; 

The Cleveland Cap Screw | ee ga 
Company 


2921 E. 79th St., Cleveland, O. 


ype. Specials made to order. 


Jobber’s proposition, 


LOVEJOY TOOL WORKS 


328 West Ohio Street 





Chicago 








anes 
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facturing concerns. The consolidation was effected by the 
organization of the Aetna-Standard Engineering Company, 
with a capital stock of $2,000,000. M. I. Arms, who has 
been president of the Aetna Foundry and Machine Company, 
is now president and treasurer of the new company. The 
other officers are: R. C. Stiefel and R. J. Wean, vice presi- 
dents; J. R. Paisley, secretary; J. S. Taylor, assistant secre- 
tary and assistant treasurer. 


The Export Serew Association of the United States, 101 
Park Avenue, New York City, has filed papers under the 
Export Trade Act (Webb-Pomerene law) with the National 
Trade Commission, for the purpose of exporting wood screws. 
The officers of the association are: H. B. Plumb, chairman; 
Louis C. Parker, vice chairman; A. Ribadeneyra, treasurer, 
and S. Foster Hunt, secretary. Members are: The Amer- 
ican Serew Co., Providence, R. 1.; The American Hardware 
Corporation, New Britain, Conn.; The Bridgeport Screw Co., 
Bridgeport, Conn.; The Charles Parker Co., Meriden, Conn., 
and The Eagle Lock Co., Terryville, Conn. 





CLASSIFIED ADVERTISEMENTS 


Classified Lime Advertisements under heads of Wanted, For Sale, etc., 
wtll be published in this Department at a rate of 25 cents a line, each 
tmsertion Count nine words to a Itne 


MANAGERS WANTED 


WANTED—Man thoroughly familiar with mill supply line 
for manager of mill supply department. Must be able to 
handle salesmen. Are employing six salesmen at present 
time. Address No. 877, care MILL SUPPLIES, 537 S. Dear- 
born street, Chicago. 


THERE IS A YOUNG MAN about 35 years of age who 

now a successful assistant sales manager selling engine 
room supplies, packing, ete., direct and through the trade. 
He knows the best way to compensate salesmen, and how 
to get them to work. He is not a high pressure false alarm, 
but his experience has shown him that careful, consistent, 
continuous application pays the largest returns. If you 
are this man and want to come with a manufacturer of 
patented article with a complete line, where you can make 
an attractive connection with a real opportunity for the 
future, if you make good, write a complete letter giving all 
details about yourself—age, nationality, experience, 
now getting, etc. Address No. 878, care MILL SUPPLIES, 557 


S. Dearborn street, Chicago. 





SALESMEN WANTED 


WANTEL—Several salesmen for New York City Metro- 
politan district as well as Northern New Jersey, who have 
had experience in selling mill supply and machinists’ tools, to 


become connected with one of the oldest concerns in New 
York City. Applications are only desired from men who 


have established clientele in this vicinity. Address No. 876, 
care MILL SUPPLIES, 557 S. Dearborn street, Chicago. 

WANTED—Salesman not over 35 to assume complete 
charge of plumbing supply department of Southern mill 
upply house. lo not apply unless you have sufficient experi- 
ence and executive ability to handle a difficult but lucrative 
job. Address No. 875, care MILL SUPPLIES, 537 S. Dearborn 
treet, Chicago. 


WANTED Salesman—Transmission Leather Belting, 
Pennsylvania Territory. State reference, experience, ete. 
Address M-28, MILL SUPPLIES, 537 S. Dearborn Street, Chi- 


Li t 
capo. 


WANTED—Salesman calling regularly on mill and ma 
chinery supply dealers and jobbers to sell high grade line 
of grinding wheels as side line. Attractive proposition; fast 
turnover. Samples weigh one pound. 


Goodrich Grinding 
Wheel Co., 1500 West Madison st., 


Chicago. 


WANTED—Traveling salesman, well educated, experienced 
2 } 


in mill supplies, pumps, motor and power transmission. Age 


thirty to thirty-five. 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


Iowa territory. Address No. 879, 


ee es AN FE AS NN A NEST IIE TOE 


SITUATIONS WANTED 
EXCLUSIVE AGENCY in New England territory for 
high grade product in the mechanical line, by a man with a 


thorough business and mechanical experience. Address No. 
873, care MILL SUPPLIES, 537 S. Dearborn street, Chicago. 


SALES ENGINEER, clean cut, capable, energetic, 35 years 
old, married, desires to make change first of year, proven 
record, with seven years general mill supply experience, 
specialized in pumping equipment, steam specialties, machin- 
ery, tools, mechanical rubber goods, transmission material 
and oil engines, wishes to represent manufacturer, live job- 
ber or distributor in Middle Western states, Illinois or 
Wisconsin preferred. Address No. 874, care MILL SUPPLIES, 
537 S. Dearborn street, Chicago. 

PURCHASING AGENT—Versed in mill, mine, factory, 
railroad and contractors’ supplies, either for jobbing or for 
industrial operation and maintenance. Knows material and 
constructive buying. Address No. 872, care MILL SUPPLIES, 
537 S. Dearborn street, Chicago. 

SALES AGENT, energetic and capable, desires connection 
as distributor in New Jersey territory, with selling rights 
both direct and through dealer. Address No. 869, care MILL 
SUPPLIES, 537 S. Dearborn street, Chicago. 

MANUFACTURERS’ AGENT desires to take on addi- 
tional lines open to representation in Louisiana and adjacent 
territory, with headquarters in New Orleans. Address No. 
870, care MILL StpPLies, 537 S. Dearborn street, Chicago. 


PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEE TH 
NO CRUSHED POINTS ~ GUARANTEED 


JD:BURRILL & SON~ ILION.NY. 















\X 


Write for story of Delta Files that is 
told in a surprising booklet entitled 
“Files that Cut.” 


to anv shop. 


DELTA FILE WORKS 


P OCU Gi 


It is worth money 


BRIDESBURG PHILADELPHIA 











For Sure, Quick Profits and Satisfied Cus- 
tomers stock with 


Porches 


Huffman fir Per. 


wis) Furnaces 


\ sturdy, high heat pro 


ducing gas furnace for 


all purposes 


Literature on request 


Huffman Mfe. Co. 
Dayton, Ohio 
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“Fortirvy For Fire Figurine” 
DIENER SAFETY FIRE APPLIANCES 


—si- Approved and labelled by 
Underwriters Laboratories, Inc. 


“PERFECTION” 
‘oe OILY WASTE CANS 
TAODY There is not only a definite de 
Pero 44, mand by; iH industrial plants 
appRO %) for oily waste cans but garages, 
WASTE* {| both public ind private, are 


( és : ” 
wr’D ie | live a S Perfection 


GEQW IENER No Cc ; are wonderfully well 
Xa yin ” acd) ma ie 
ES oo 


Diener Products are sold 


=—=— 


—- > 
— 


| 


through jobbers. 
, 
If u do not now carry the Diener line of Safety 
Fire Appliances write for catalog and particulars of 
their profit making possibilities 


Manufactured hy 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave., CHICAGO, ILL., U. S. A 








Blow torches made by 
Diener established a 
standard by which qual 
ity of torches is meas- 
ured. They are made for 
partic ular mechanics 
who demand and expect 
the best. The price is 
reasonable and_ profit 
for the jobber attractive. 
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The Valve with the Reversible Disc & Seat 


BQO ND BPD Seat and disc of Nicu- 
Q i lanium — a hard, tough, 
— jn 
' close-grained nickel alloy 
3 


resists effectively the cut- 

ting, wearing action of! high 
temperatures and pressures, 

P) that 


economy of Reverso Valves. 


is one factor in the 


my 
< ™ 
pL. 


To this is added the re- 
V ersible feature. W hen one 





side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
for 200 Ibs. pressure. Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
No. 780 perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 




















GENUINE 


Self Lubricating - Anti-Frictional 





Mabb’s Chicago Rawhide 
Hydraulic Packing 


The sania nese Mfezg. Co. 


1285 Elston ae Chicago, Ill. 


BRANCHES 
9 Broad St., New York 28 !. Fo St., Los Ange 
$ Hroada St., Boston 2428 Riversi Drive Minne apo 











SELF-OILING 


A RECISTEREO TRADE NAME 


BULLDOZER 


POWER PUMPS 


—~FOR GENERAL SERVICE 


ith Myers Self-Oiling 


he original patente 
stvl 











SELF-OILING 
SAFE 
SILENT 
SURE 











THE F.E.MYERS¢BRO. C* frente nauiatian :/ 
MYERS PUMPS FOR EVERY PURPOSE 
ASHLAND, OHIO. HAY TOOLS «»c DOOR HANGERS 

bee 





e mention Mitt Supptries 











advent aaahooithel scr nine aia eo. 
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» BUY ADV ERTISED PRODUCTS | : 
5 A Classified Index to the Products of Advertisers in This Issue . 
E Index te Advertisements on Last Page 5 


























AIK) COMPRESSORS BELTING, IMPREGNATED BOLTS, GALVANIZED AND MONEL 
AIK TANKS 3ELTING, LEATHER BOLTS, MACHINE | 
} « i & Nut Co 
ALCOHOL BLOPORCILES t ‘ ee , 
ANVILS on eet BOLTS, SINK, STOVE AND PLOW 
eis “a W .s & Nut ‘a 
1>} delphia : - « Mie. Co, 
APRONS, LEATHER : Dictator aoa Na 
“ j . ‘ A & ifTc, Go, 
; BELTING, LINK BOXES, TOTE 
i hi ) Mu Bod 
‘ae: ARBORS BELTING, ROUND BRACKETS, WALL 
), I j M t na indr & Ma 1ine Co, 
AL TOMATIE BLOTORCHES . an 8 I eM ry 
BABBITT METALS + MI ne & yundry Co 
0 j I I . . 
Ho Le & Sor Be 2s. WORE: i . 
rhe BRAKE LINING 
Mi 4 BELTING, RUBBER TOitie whew vilie tae S 
BARKELS, STEEI n i & Rubber Co BRANDING TORCHES 
M bber »., Inc. | hot M 
BARRELS, TUMBLING ae ‘ ; BRASS GOODS. STEAM 
BEARINGS, "BRONZE ‘ R I Ca 
I ‘ n BELTING, THRESHER M 2 
BEARINGS, SHAFT, BABBITTED Canin Sherwood Mar g Co. 
I i nd & M I ‘A y Tl) \"> Pow 
H & s Ss Mf ‘ 
I 1 , yn Jew 3 tine & Packing Ce The PD. T. Williams Valve Co 
Fa it & M t : & BRONZE BARS, (CORED AND SOLID 
The H ‘ itch M hine & Foundry Co, } } tu er at Bear. 
T} ‘ Moog: & Son The int : Bronze Co. 
Ro ord ind & M r ) V & Text I ng Co Arthu rris & 
TI is : ite BROOMS, FACTORY, w AREHOUSE AN 
BEARINGS, SHAFT, BALI BELTING, TRACTOR RAIL — 
. iste: ; Baiting Ga ' tOAD 
‘ } & Ss tit o pila Indianapolis Brush & Broom Mfg. Co. 
SK , ; I } i BI LTING. rWISTED The Jo 1 Lay Co 
\ " ‘ Edw Ladew Cx In T Osborn I Co 
. BEARINGS, SHAFT, OLLLESS Victor | & Textile Belting Co BRI SHES. BE NC i, PLOOR, ETC. 
"BEARINGS, SHAPT, ROLLER BELTING, WATERPROOF ee eo ee ae 
Bo t M nery Co ! whide Mf [ om Lay Pe 
seat aca avanPauaaeecnt sc The Os lanu 
Dodge Ma acturing C¢ phy “iets ae Ir ‘BI Cc KETS, LEV ATOR 
a ; badeoes ee ee mann & C% I Ww aa ted & 
Tt eI aa ale : = ag co. _ Cr ‘ps sa slo , Saler Mu : iy Corporation 
= ‘ ; ° B VI ERS, ELECTRIC 
; ‘BELT ‘DRE ESSING : ; ‘e sane i k & De r Mfs 
Chic: Re MI . Vict J & Textile Belting Co neinnati E ) Cc. 
} g “- . uM 
sep) BELTS, WELL DRILLING MI n Ele , 
WS BENCHES (WORK), JEWELERS ‘ stat Lo rs 
; a tp BURNERS, GASOLINE AND KEROSENE 
BENCH LEGS t “ 
: M . Fon ea? BUSHINGS, BRONZE 
S r =t Runt & 
BELT FASTENERS BITS, TOOL HOLDER & Co. 
, : & St CANS, OILY WASTE 
‘reacent Belt Faster BLOCKS, CHAIN Uy Mf 
BELT LACINGS, LEATHER CANS, REFUSE 
~~ = a 
. . T Vitt rr mpany 
BLOCKS, PILLOW CANS, SAFETY, GASOLIN® 
NI a \ ‘ M 4 
S CARDS, ENGRAVER 
BELT LACINGS, METALLIC a a oS : ; CAR-MOVERS 
CASING, WEL 
BELT SHIPTERS 
‘ — = 
: BLOCKS, TACKLI : rigger rRUCK 
BELT TIGHTENERS 
I BLOWERS, FORGE CASTINGS, BRONZI 
BLOWERS, GAS AND OTL COMBUSTION CASTINGS, GRAY AND MALLEFART® 
BELTING. BALATA BLOWERS, PORTABLE, PLECTRIC a ‘ 1 x“ sundry C= 
; SELTING, CANVAS STITCHED : ~ 4 
7 BLOWERS, SANDBLAST CASTINGS, SEML-STERFT 
\ nz Co BOILERS, TUBULAR AND WATER TUBE y&™M ’ . 
BELTING. CONVEYOR rae Ae 
I 1 CATALOGS, SUPPLY Howesr 
as BOLT CLIPPERS < 
econ ' ae Cc BOLT ENDS CATCH BAST? 
rT? Yr ubl TY) > “ \ . 
=r r : rat BOLTs, CARRIAGE CEMENT, ASBESTOS 
Vv t “ ? ! t ’ W \ & ‘ \ 
RELTING COTTON. SOLID WOVEN . & Mf. CEVENT. LEATHER BEIT 
Star tins Corr tior BOLTS, EYE, HOOK, RING AND LAG 1 M 
v Ralata & Textile Belting Co uy yr Ser & | M s 
hi \ t \dver ri M 3 





December, 1926 







































hi Belting Company The Medart Company DRIVES, POWER 4 
Edward hk. Ladew ¢ Lt Royersford Foundry & Machine Co, The Oster Mfg. Co. 4 
s. A. Sch en Ci T. B. Wood Sons Co, The Toledo Pipe Threading Machine Co, 
CEMENT, PIPE JOINT COUNTERSHAFTS, SMALL DROP FORGED VISES 
ixon Cruci Co Birkle Machine Work Fulton Drop Forge Co 
CHAIN BELTS N. A. Strand & Co DROP FORGINGS, LIGHT 
iwell & Son Co COUPLINGS, SHAFT Fulton Drop Forge Co 
CHAIN, WELDED ane site a sages oe Sh rig er « AST IRON 
MecKit ; Palls Clut & Machinery Co, The h Foundry & Machine Co 
CHAINS, TIRE The H itch Machine & Foundry Co. The pat 
Mek n ¢ th M t n iny T. B. Wood Sons Co, 
CHARGING SETS, BATTERY ee ee ee EJECTORS 
M } i M oak ste Dy a ee ae American Injector o i 
CHUCKS, DRILL T. B. Wood Sons Co. Penn ne Co Goold) 4 
€ bert nije to 'o | 
M I ‘ M ne Co, COUPLINGS, SHAFT, FLEXIBLE Sherwood Mfc. Co : 
CHUCKS, LATHE Sek Soeur a Wichita & ELECTRIC GLUE HEATERS, COOKERS j 
2 i L Fc ry & ine Co. AND POTS 4 
CLAMP FIXTURES ee ean ‘ch ia S Panway a Sta-Warm Electr tieater Corporation | 
, The Medart ELECTRIC LAMPS, ADJUSTABLE 4 
CLAMPS, BAR T. B. Wood Sons Co. Appleton Elect Compan heelite 4 
COUPLINGS, SHAFT, FRICTION CUT-OFI ELIMINATORS, OLL j 
CLAMPS, BELT io Mf: : The D. T. Williat Valve Co, 
“ Sol o. E it M ne ( rT ENGINE AND BOLLER FIPTINGS { 
CLAMPS, “Cc” t & M } merican Injector Co, 4 
( M tcl M hine & Fkoundr Co, McRae & R Co { 
‘ I M . t ( i \W Pow ( 
Brown M I Me rt ( I Sherwood Mt Co. 
The I t Mts \ L. S ult & Sor l T. Williat Valve oO 
H ms < ; ert Wee pa EXPANDERS, TUBE 
CLAMPs, CARRIAGE COUPLINGS, SHAFT, MARINE rhe Watson-Stillman Ct 
‘ t I i 1 & M hi ( Lovejoy Too! Wor j 
CLAMPS, PIPE REPAIR COVERING, PULLEY EXPANSION TANKS 4 
M. B.S ( Pu ae ee ft Wm. B. Scaife & Sons Co 
CLEANERS, FLUE CRANES, HAND POWER EXPELLERS, OIL AND MOISTURE 
Fric & The oO Moore Mfg. Co. ‘he V. Db, Anderson Co H 
Sherwood M CRANES, OVERHEAD, TRAVELING AND JIB EXTENSIONS, TAP ; 
CLIPS FOR PNEUMATIC SETS The ( olm-Mov Mfg. Co. The Allen Mfg. Co ; 
Love Tool Works Richards-Wileox Mfg. Ci EXTINGUISHERS, FIRE a] 
CLOSETS, FROST PROOF Phe Yale & Towne M Geo. W. Diener Mfg. Co, 4 
4. Vogel | CRANES, PORTABLE Pyrene Mfg. Co | 
CLOTHS, WIPING Richards-W < M Cc FANS, VENTILATING, ELECTRIC ; 
tr or Mang 1 CRAYONS, LUMBER Marathon Electric Mfg. Co 
Louisville Sar iN Inc eph Dixon Cru aie FASTENERS, BELT i 
CLUTCHES, FRICTION CUPS, LEATHER The Bristol Company 
} a indr & M t ‘ ee sate lipper Be Lacer Company j 
Pulle & SI tir or Ab os ~ _ of Cres t I ner Co % 
M ifact tion Wha ‘WiateskeHtiimnen Gc.” Flexible Steel Lacing Co eI 
remont Machine Th ; , : : Ee ay TER . i > "y % 
s hatch & i ; CUPS, OIL AND GREASE what es _ o FENER Pag pineal y 
The H tch } R undry Ce American It t Co, The S : ve tia 
ins-Mar t It Detroit Lu t ‘ 


W rtwout (or 
ce vt FEEDER VALVES, STEAM HEATING 
sig} P The W Pow , BOILER 








Sehu & Ss Tr. V Valve Co PILES { 
B. W Sons Co, CUTTERS, BELT American Swiss Wile é& Te 0. i 
COCKS, AIR Clix ¢ ( , Ly le Work : , 
‘ Seat 1 Importing Co, Ltd 3 
Ar ; CUTTERS, BOLT, WIRE AND CHAIN Sisnotda Saw &- Steel 4 : 
Vict “ I te l 4 
TI , : FILTERS, WATER 
a CUTTERS, GASKET AND WASHER R. s ® Sone co i 
I : ig aah : I | 
COCKS, BALI : FIRE EXTINGUISHERS 4 
a : CUTTERS, GLASS Diensr Mis. 4 P 4 
os S & M : } ne Mf , 2 
COCKS, CORPORATION CUTTERS, MILLING FIRE PREVENTING EQUIPMENT 
COCKS, GAGI ‘ FIPTINGS, HIGH PRESSURE 
CUTTERS, PEPE bantu Mame Machine P ‘ 
M & * - . FITTINGS, HOSE, BRASS 
I WV ¢ j e & Ru Co, j 
CYLINDERS, WATER, AIR OR GAS ss ys ; 
COCKS, STEAM AND SERVICE i PEPTINGS, HYDRAULIC 
— ar ~ W T ‘ I “ { 
T DIES, THREADING 3 
et P FITTINGS, PIPE, MALLEABLE 
7 , M Iron 
COILS AND BENDS, PIPE M ' - M pat 
Avthur Siarris: 2 Co, 7 M FITTINGS, PIPE, STEEL 4 
" 1 5 , I nne orge & ‘I Vo 
COLLARS, SHAFT M J Mahe 
, - M DIPPERS, COPPER a fie i a 
DISCS, VALVE FLEXIBLE SHAPT EQUIPMENTS 
r ! ne? W Tru t M (‘o 
Met . ¢ Stow M u tu Ir 
M DOGS, LATHE ‘. &. ot Lo 
FLOATS, ALUMINUM, LEAD COATED 
S x AND STEEL 
DRESSERS, GRINDING WHEEL \rtl i & 
COLUMNS, WATER Scand Ltd FLOATS, COPPER 
or DRILLING POSTS The V. D. A n ¢ 
COMMERCIAL DROP FORGINGS i ‘ & Co, 
( FLOOR STANDS 
COMPOUND, PIPE JOINT : i DRILES, ELECTRIEt ™ & aksas 
y I < \ M 
COMPRESSORS, AIR M MI 
CONVEYORS, FOR ALL PURPOSES tow 2 M soaciig 
COPPERSMITHS FLUX, SOLDERING 
COPPERS, SOLDERING ; PLY WHEELS 
DRILLS, POST aha ap sir ok ) 
COUNTERBORES My fill Clut M & Foundry Cc i 
r I M t I 
i t Loc v 
. DRILLS, RATCHET 7 dls — t 
COUNTERSHAFTS t I ee ene eae ; t 
_ I I ' FORGES, BLACKSMITH 
dge Manufacturing Cort DRILLS, TWIST hampion Blower & rge Co 
{ : ( FORGES, RIVET 
M e Tw t & M n ce Lc I \ 
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SAE ESTEE PETIT," 








Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 
HARVEY, ILLINOIS 


Chicago Phone: Pullman 6490 


Chicago Warehouse: | 
1023-1025-1027 West Jackson Blvd. 


Phone: Monroe 5356 and 5357 


he PROPER AIR SUPPLY 
in Heat Treaung 
Saves Timee 


























lows th. 


BLOW PIPE 
and 


ALL GAS 
= ieee, 


7 18S ATR PUMPS 








Pressure or Vacuum from the same Few parts, and those — and stron Also used for Fuel Oil Burning 
n lif for the max n { vo ad ¢ rt ( 

Machine 2 a. on +} re . eh. : ae ka elf Thousands are in daily se teec ling paper in 
; ible wi other air pumps, you owe it to yours STI saniians nd other bot 
The inlet give wane vacuum am . — putlet to try Leimans because they are continually dis +] piped ; wae Pe 4 aa og Bes 
the pressure yithout reversing the rotation slacin sth makes in the most difficult servic les and tubes with t icts otf the 
Centrifugal force holds the wing out against ry and actor homes with 
I ylinder as they revolve, scooping up the The machine 1 ery ly ing an t 1 a mp 
air This centrifugal force is always present being furnished and _ fitte ip et 2m hine n for 
and never wears outa sprin o S¢ 

Our complete illustrated cata- I EIMAN BROS 23 WALKER STREET 
log is free for the asking. S NEW YORK 
Vakers of good machinery for nearly half a century 
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FRAMES, HACK sAW » Pu & SI ing Co MACHINE TOOLS 
& ii i ! ) tl | ‘ , Nl 


PRAMEs, WALI “ 1 . 1 I hine Co 


MACHINERY CLUTCHES 


HEADS, ENHAUCS' 
PULRNACEHS, GAS, INDUS TRIAT 
HEATERS, FREED WATER 

PLENACES, SOLDERING ° 


HEATERS, GLUt ELECTR MACHINERY, COAL HANDLING 


. HEATERS, GLUI STEAM AND GAS 
MACHINERY, CONVEYING AND ELEVATING 
HELMETS AND RESPIRATORS i ! 
LENACEKES, MELTING 
. HORS . ‘ 
GAGES, HYDRAULIC : MACHINES, GRINDING AND POLISHING 


; HOISTS, CHAEN 
GAGES, IRON, AMMONIA AND CHEMICAI : 


GAGES, WATER ; 
HOISTS, ELECTRIC M | 
HOISTS, HAND MACHINERY, ICE AND REFRIGERATION 
MACHINES, PIPE CUTTING AND 


‘ ASI ETS I PHREADING 
, . HOLDERS, TOOL & y 


! VI ' ( 
HOOKS, BEL MACHINES, PUNCHING AND SHEARING 
\ hoyersford oundry & M hi Co, 
GASOLINE BLOTORCHES MACHINES, TIRE ROUGHING 
HOS! COTTON I OF Stat , I 
GAUZE, TUBULAR KNITTED MACHINERY, WOODWORKING 
GEARS 
HOSE, RUBBER - M 
. : MALLETS, WOOD 
’ : ‘ MALLETS AND HAMMERS, RAWHIDE 
{ d \ Mi 
GLASSES, GAGI : ns «& MANDRELS 
T HYDRAULIC LEATHER MATS AND MAPTING, RUBBER 
GLUE HEATERS, COOKERS AND POTS i r ¢ It 
GRAPHITE FOR ALL PURPOSES > I New ¥ : 
i » Ss MERCHANDISE CONVEYORS 
GRATES, ROCKER AND DUMP INJECTORS kK. M & 


METAL, BEARING 
GREASE, LUBRICATING I 


M i M 


r M INSULATING MATERIALS \ 
GRINDERS, BELT. ROPE AND MOTOR M H M 
Se <r -eg* IRON PRESERVATIVES ee b 
GRINDERS, BENCH AND FLOOR Dee: , ( 
:, M IRONS. SOLDERING MILL LEATHERS, ALL KINDS 
- = I I ] 
JACKS, LIFTING ; uM 
M JOINTERS, WOODWORKING 
- M MONORALTL SWITCHES AND TURNTABLES 
1 JOINTS, ENPANSTION, COPPER «& | ne M 
GRINDERS, DIS¢ ‘ MORTISERS 
KETTLES, STEAM JACKETED nt Machir 
GRINDERS, DRILI ' MOTORS, ELECTR 
KNIVES, MACHINE ’ Elect M 
GRINDERS, ELECTRIC MOVERS, CAR 
‘ . Ml 
LACERS, BELT 
: Q MULE STANDS 
mare LADLES, MELTING 
N. A. Stra LAMP GUARDS 
MPS < ; NUP SETTERS 
aaa cane LAMPS, ELECTRIC, ADJUSTABLE . 
LATHES, LABORATORY, ELECTRIC NUTS, MACHINE SCREW 


LATHES WOODWORKING 
GRINDSTONES 1 af 
OIL PUMPs, HAND 


NUTS, WING 


GUARDS, ELECTRIC LAMI LEATHER SPECIALTIES } - 
On WELLE ACCESSORIES 
GUARDS, CABLE, HIGHWAYS ra : ; If 
iaaiieas” Ghiaie eaten aulaedeacel OILERS. HAND 
LEATHERS, HAND OILING DEVICES 
HAMMERS LEGS. BENCH 
HANGERS. BALL BEARING LOCKS, INDUSTRIAT = aq 
T e \ 
UBRICANTS, BALL & ROLLER BEARING PACKING, AMMONIA 
HANGERS, DOOR ; sel a : : 
LUBRICATORS M 
HANGERS. PIPE ur M 
. 7 Ww , t ting \ ne 3 
HANGERS. SHAFT M nr pu 


Pr 
w 


ACKING, HYDRATLIC 
hide Mfg " 


in 
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GOULDS 


Pump 


Built in three sizes — for hand o1 
power drive 


Write for copy of Catalog “M 
GOULDS PUMPS, Inc. 


Seneca Falls New York 
2S —CUMASS OC ESE ESS CE eas Cs BSE 
LPTSE= ESE iSE_iWsgSS OC SEEEACLLhLHS. iS 
=z = ESF SS SS DZ=:UCOC ERS CCDS 
os= = = BBZ BS B= 
a 
———[—= - 
BS SBS BS2 ==> SS 
—— = — — 
— 
GAZA B 2B =S> 


Fig. 1223 Contractors 


For pumping out sewers, 


cellars, excavations, etc. 





Nason Immersed 


Valve Water Feeder 


5 @ 








It maintains the water level in house heating boi‘l- 
ers, thus providing priceless insurance. Write us. 
NASON MANUFACTURING CO. 


Steam Spectalty Specialists Since 1641. 


71 FULTON STREET NEW YORK 








Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 
Catalogs will be sent you free upon 
request. 


Catalog upon Standard Friction Clutches 
with single disc for moderate speeds. 
Catalog upon Standard Friction Clutches 
vith double disc for moderate speeds. 
Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 
Catalog upon Standard Friction Clutches 
with sleeves for use with American Steel 


17 . 
lit Pulleys. 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 








Malleable 
Melting Ladles 


Made in one single casting. the handle of 
the Emco Malleable Ladle cannot work 
loose from the boul. 


Cast of the finest malleable. Emco Ladles 
will not break or crack under the wear and 
tear of daily service. Experience has shown 
that they are far superior to wrought tron 


ladles. 


Packed one dozen to a Box 


The Eberhard Manufacturing Company 


> Tard 


2734 Tennyson Road Cleveland. Ohio 





on Miu 


Dp 

















Johns-Manvi Lr 
l I i k 
} Ww an | 
t I ck M I 
The Me n Kubt cc 
New Yor B yr & Pa ig Co 
Chas. A, Schieren Co, 
The Watson-sti n ¢ 
I, B, Williams & Sons 
PACKING, PISTON 
Di 1! r Co., In 
\T 
MI I 
The M t o 
New Yo E & cing ¢ 
Th r 
PACKING, SHEET 
r t as 
I Ru Ir 
J 9 Jer ns Bros 
M 
I Mechart I t ( 
New Y B I i ng Co. 
The Repu Rub . 
P AC KING, VALVE STEM 
Diamond Rubber Co,, In 
ul Ru r Co, 
ting & Packing Co, 
tubber Co, 





—_— KS 
PAILS, CORRUG ATE D METAL 


=f AINTS, INDUSTRIAT 
Joseph Dixon Cru 


PANS, rOoTE 


PANS, VACUUM 


(PASTE SOLDERING 
Chicago Solder 
PEGS OR PINS, BELT LACING 
Ch iwt le Mfe. ¢ 


C) pper Belt La er Co. 


“PIPE THREADING TOOLS 


ri Co. 











Armstrong Bros. 
The Oster M 
Toledo Pit Thre y Machine Co 
PIPE, HIGH PRE SSU RE 
The Watson-St 
P IP E, STE EI 
iL. 3 ter 
Nat I t 
PLANERS WOODWORKING 
4 + MM : 
1 S r M ; . 
PLANES, WOOD 
PLATFOR MS, LIFT TRUCK 
ae PI IF RS 
Bonr & T 3 
PLUGS, BRASS AND FUSIBLE 
at awumeeel Mic : 
» v . Powe 
POLES, TUBULAR STEEI 
; POTS, GLUT 
vi I Cory 
POWER TRANSMISSION APPLIANCES 
Are t ; 
Bor ndr M 
H, Caldwe & Son 
Chi » Pu Shafting 
Dodg M f ) 
F Al y T 
: ut AT 
I M 
T M & te ¢ 
Royer u & Machine Co 


‘PRESSES, DRE. L, JEWELERS’ SENSITIVE 


Leiman Br 

PRE SSE Ss, DR _ AND Foor 
Royersford I hine 

gon Bao 
Detroit Lubricator Co, 
McRae & Roberts Co, 
PROTECTORS, ELECTRIC LAMP 
PULLEY COVERING 

BEARING 


PULLEYs, BALI 


PULLEYS, CAST TRON 


& M 








H, W. Caldwell & Son Co. 
Dodge anufacturing Corporation 
Falls Clutch & Machinery Co 
The Hi lt h Ma «& -Ioundry Co, 
The Medart Companys 
Royersford Foundry & Machine Co, 
Zo Wood Sons ) 
PULLEYS, Acai aaa 
Anmut 2 ip 
HH. W awe & 3s 
\ aai 4 i 
& M 
I M & 
The M t n 
r ( \ Pulley s, li 
PULLEYS, FLANGE 
M tu ng ( orporation 
& M t ( 
I M I 
I M re.-< 
oO \ Ii 
KK Ss Pu 
Saginaw Mfg 
y W Ss o 
Pl 1 LEYS, FRSCTION CLUTCH 
B Foundry & Ma ine Co 
Ch o Pulley & Shafting Co, 
Di M tur Corporation 
Tt ig ine ,0 
I s ut nery C¢ 
T) 
TY : _ 
Re Ss ulle . 
A. I Schult Son 
PULLEYS, IRON CENTER 
Dodge Manuf tur x Corporation 
Tt Medart 
7 ) \ u Works, In 
R es Pulle 
Ss w Mfe 
Hy Woo Sons 
PULLEYS, LOOSE 
Ch o | u v & Shafting Co. 
I M acturing Corporation 
& Machir v 
1 M 
I M t Compan 
( \ | Ir 
Re : Wl 
S naw Mf oO. 
— | 
PULLEYS, MOTOR 
I M t \ 
| Mf r tior 
M 
M . 4 pan 
S Ww Mf . 
PULLEYS, PAPER 
PULLEYS, ROLLER BEARING 
Pr t LLEYS, STEEL 
z > P iny 
M uf lring ration 
PULLEYS, STEEL RIM 
The M t mpan 
PULLEYS, STEP AND TAPER CONE 
-« Manufacturing Corporation 
M ( 
Ss w Mf 
PULLEYS, wooD SPLIT 
» Pr v & SI g Co 
[ Manuf uri? r ition 
I Med I 
S iw Mf ‘ 
PUMP JACKS 
T Gou bis 
I M & Bro, Co, 
PUMPs, AIR 
B q 
PUMPS, CENTRIFPUGAI 
PUMPS. ELECTRIC 
I I ‘ 
PUMPS, GAS AND VACUUM 
PUMPS, HAND AND POWER 
I M I ‘ 
PUMPS, JET 
I Mf , . 




















PUMPS 


MINE 
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ulds Pumps, Ine. 
i, EE. Myers & Bro. Co, 
PUMPS, OIL 
Detroit Lubricator Co, 
Leiman Bros, 
Sherwood Mfg. Co, 
PUMPS, TANK 


ny Pumping Machinery Co 





F, E. Myers & Bro. Co, 
PUNCHES AND DIES 
Royersford Foundry & Machine Co, 
PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH 


Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
KAILS, STEEL 
L. B. Foster Co. 





RANGE BOLLEKS 
\ Bb. Scaife & Sous Co, 
RASPS 
Delta File Works 


Scundinavian Western Importing Co,, Ltd, 
RATCHETS 
Armstrong Bros, Tool Co, 
REAMERS 
Cleveland Twist Drill Co, 
Greentield Tap & Die Corp. 
Mx Pwist Drill & Machine Co, 
REAMERS, ELECTRIC 
> ecker M ("o 
Phe Van born Electric Toe ( 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 
REELS, ELECTRIC LAMP 





Appl n Electr Company ‘Reelite’ 
RESEATING POOLS, VALVE 
rh Black & Decker Mfg. Co. 
M. I Skinner Co 
RIVETS 
Burdsall & Ward Bolt & Nut Co. 
ROOPFINGS, ASBESTOS 
hns-Manville ne 
ROVE DRIVES 
H. W. Caldwell & Son Co. 


Dodge Manufacturing Corporation 
} ( ut & M ! ne co, 
The Hill Clutch, Machine & Foundry Co, 
The Medart omy any 
a B. Wood Son 
ROPE, wine 


Rt BBE R GouDs, MEC HANICAL 











Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Jenkins Bros, 
The ’ Rubber Co, 
New York Belting & Packing Co, 
The Republic Rubber Co, 
SAFE TY DEVICES 
so Eye § ( pany 
rhe Crescent. Machine Co, 
Dodge Man turing Corporation 


SAND BLAST OUTFITS 


SAWs, BAND 

Amer n Saw & Mfg. Co, 
t M ichine Co 

I s 1 M ! I 
SAWS, CIRCULAR 


SAWs, HACK (Blades) 


American Saw & Mfg. Co, 
iw Wot Inc. . 
SAWS, SWING, CUT-OFF 


The Crescent Machine Co, 
SCREWDRIVERS, 

Black & Decker Mfg. Co, 

neinnati Electrical Tool Co, 

t Wolf M hine oO 


ELECTRIC 





Init er " +. | : 
‘ I I Co 


s¢ keWDK VERS, HAND 


American Saw gz. Co, 
S¢ RE Ww M at HIN® PRODUCTS 
Screw oO. 
Pressed Steel Co 
SCREW PLATES 


( f I & I Corp 
Morse Twist Drill & Machina Ma. 
SCREWS, BENCH 


SCREWS, CAP AND SET 


I t M 


SCREWs, HAND 


SCREWS, LAG 


i l & Sere Cory 


SCREWS, MACHINE, BRASS AND TRON 


To & Screw Cor 


SCREWS, SAFETY SET 


Alfie 


PRESSURE VERTICAL 
rUB 


December, 1926 


Air Tanks, Gasoline or Oil Tanks, Expansion Tanks 
Riveted—Welded—Copper Brazed; Plain or Galvanized 


We are prepared to manufacture Copper-Brazed Tanks in conformity with 
4. S. M. E. Unfired Pressure Vessel Code 


WATER FILTERS and PURIFIERS for every use 


Range Boilers 


ee 
wn. B. & SONS & eee i 


FOUNDED PITTSBURGH 


= [FILTERS | 


New York—26 Cortland St. Chicago—38 So. Dearborn St. ‘ i an = 




















ILLINOIS MALLEABLE IRON CO. | 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 





es 











THE COLUMBUS Clear glasses 
ANVIL & FORGING CO. and clear profits 





C.lear and tough §$1ts a certain 


forecast of the qualities of any CPERTH 9 
Moncrieff Genuine Scotch for steam 


Gauge Glass 





Mor Glasses are the kind CuNiFic 2 
hat ct steady business i ic cuainc ua anaes 
I Tr de by J. Moncrieff 

pP }, Scot d. 


The Famous “Arm & Hammer” MN Gale Glasses Scote) WAtTE ENAMEL ® 


Ww 


Wrought lron Anvil JENKINS BROS. 


Crucible Steel Face 











































(Re —. ; 
New York, N. Y. \SEACON SESS ' 
§24 nt B + + Mas @ } | 
Prompt Shipments Made From Stock 133 . hil ia, Pa | 
64 31y » Ill : 
5 
Main Office and Plant, 115-129 Frankfort Street i 
Columbus, Ohio, U. S. A. (CUBRICATOR 9 i 
General Forgings of Wrought Iron and Steel is PE " | 
2 “4 s d Ste OOS 2 
: oe FF Wry ' 
SS FoR Wns 

IN Sue 
~ ee — = ssc delbdnanaboausanigidaa a <a 

\\ 
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‘ | rOOLS, MACHINISTS’ VALVES, POP SAFETY AND RELIEF 
St 5 ‘ S e & Tool Co Detroit Lubricator Cx 
SCREWS, THUMB che Wm. Powell” 
\\ s VALVES, PRESSURE REGULATOR 
scREWs, WOOD 7 ‘ Cor — , C M 1 o ‘ 

SEPAR : \ = exe ; 
is cae oe M VALVES, PUMP, RUBBER 
I y u n rooLs, PLUMBERS AND STEAMPITTERS' » 4 

SHAFTING, FLENIBLI ] 3S 
New Ye gy & P g Co 
& VALVES, QUICK OPENING 
SHAPTING, STEEI : 
& M VALVES, RADIATOR 
“ rooLs, sAW t Hu : 
‘ rOOLS, VALVE RESEATING Walworkic Canmeans 
” rORCHES, BLOW VALVES, THROTTLE 
SHAPERS. WOODWORKING ‘ ; 
Sis AT. Visks, BENCH, WITH CLAMP 
SHEAVES, MANILA AND WIRE ROPE Scar Vest Import = li 
re & Ss VISES, DKILL PRESS 
& PRACK SYSTEMS, OVERHEAD \ M 
I M & M VISES, MACHINISTS’ 
a i PRACTORS, INDUSTRIAL, ELECTRIE ee eh 
a ACI AND EYE PROTECTION PRATLERS, INDUSTRIAI . ‘Dr o 
SHINGLES, ASBESTOS PRANSMISSION, VARLABLE SPEED \ 
SHOVELS, HAND % ss 
SHOVELS. POWER rRAPS, AIR AND SEDIMEN1 VISES, PATTERN MAKERS’ 
i Neopia ht mpany VISES, PIPE 
~ \D t 
Se ee SOCREES, SUES PRAPS, RADIATOR 
rRAPS, STEAM 
SOLDER, BAR AND WIRE \ , Hollar Mfg. Ce 
k Met , : : : 
SULDERING COPPERS, FLUX, PASTE AND I I Mact UC 
SALTS I \ 
S ; Sy shai \ M 
SPEED) TRANFORMERS rROLLEYS VISES, WOODWORKERS’, RAPID ACTING 
SPLITTERS, NU ; M 
WASHERS, BRASS 
SPROCKETS PRUCK CASTERS 
WASHERS, LEATHER 
: rRUCKS, HAND, PRESSED STEEI : 4 
STANDS, DRILI ‘ ; ‘ 
: PRUCKS, INDUSTRIAL, ELECTRIC WASHERS, RUBBER 
STANDS, EMERY WHEEI i 
rRUCKS, LIFT 
STEAM SPECIALTIES Tr RES. BOILER WATER CLOSETS, FROST PROOI 
rUBING. RUBBER WATER FILTERS AND SOPTENERS 
rUBING., STEEI WATER LEVEL CONTROL 
rURNBUCKLES WATERPROOFING 
WHEELS, GRINDING 
LCNIONS, BRASS AND TRON ‘ ‘ ! 
WINCHES 
STEEI : ‘ 
VALVE LEATHERS WIPING CLOTHS, MACHINERY 
STOCKS AND DIES 1 
VALVE-UNIONS 
\ WIRE ROPI 
VALVES, BALANCED, FLOAT 
‘ WIRE SOLDER 
STRAINERS VALVES, BLOW OFI —_ 
WOODWORKERS, VARIETY 
\ ~ M ( 
STRAPS, LEATHER WRENCH SETS 
VALVES, CHECK \ ' : 
SWAGES, UPSET d WRENCHES, ADJUSTABLE 
¥ ) & | \V yr 
rABLES, SAW VALVES, COLD WATER, BALATA “HW paige 
WRENCHES, HOPPER CAR 
VALVES, GATE, GLOBE AND ANGLI Ml 
rABLES, STEAM M WRENCHES, OPEN END 
PAKE-UPS 
TANKS, PRESSURE WRENCHES. PIPE 
rAPE, FRICTION VALVES, HIGH PRESSURE a 
: ‘ ‘ - yson \Nt Cn 
PAPER PINS I r W as eae a : 
‘a4 Her V M ne | H. Williams & Co 
PAPPERS, ELECTRIC Waiworth. ( : ; WRENCHES, PIPE, CHAIN 
cars VALVES, HYDRAULIC H. W & 
fel ; i WRENCHES, SOCKET 
ven i 
TILING, RUBBER, INTERLOCKING ‘ pao wemeige on 
; i wort r The | & 1 M ( 
rOOLS. BORING The Watson-S ! ae : 
na : : . : 
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BLACK & DECKER 


ELECTRIC GRINDERS 


Product of Marschke Grinder Division of the Black & Decker Mfg. Co. 











5 







ed battery of Black 
& Decker 18 inch 5 
Horsepower Heavy 
Duty Grinders re- 
cently ordered by one 





of the country’s large 
Automobile Plants. 


Mill Supply Jobbers Take Note 


In accordance with our established policies, 
all Black and Decker products are sold 














A battery of Black & through Jobbers only. 
Decker 20 H. P. Grinders 
(Cc 7 installed in a large He protect the Jobber. 






Foundry * 7 ¢ 





WHE BLACK & DECKER MFG.CO. 








TOWSON, MD., U.S. A. 
Ly Yl ———- Black & Decker Mfg. Co., Limited, Toronto, Ontario Black & Decker, Limited, London, England 
Branch Offices and Service Stations in: 
+. hf ] J , ‘ BOSTON NEW YORK OAKLAND, CAL, ATLANTA DETROIT BALTIMORE KANSAS CITY LOS ANGELES 
6 inch 1 orsepou er BUFFALO PHILADELPHIA. ST. LOUIS DALLAS CHICAGO MINNEAPOLIS CLEVELANI SEATTLE 
Black G Decker Electric Prod 
— roducts: 
Bench Grinder ¥ ¥ Exrecrric Grinpers F.ectric Taprers Frecrric Screw Drivers 
Execrric Vaive Reracers Portasce Exectric Driitis Exectrric Socket WRENCHES 


You can purchase Black & Decker Products from the leading Supply Houses 








When writing to Advertisers please mention M1L_ Supp ies 
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‘It reatly is) remark 
abe to look back anit 
consider the many, 
many thousands of 
Washing machines we “We have had the very 
“—he weiter has uscd have equipped with best success with your 
Arguto Searings “Arguto”’ Oilless Bear 
your bearings in a throughout amd the ings. We are very 
great many places complete : of fussy about dirt and 
where nothing else any compli these Where grease is likely 
would stand up, much beurines."’ to come in contact with 
Sous. lant I do not our product we have 
: substituted your bear 
need to be told of nae’ Gh. kee Of CHE 
their merit.’’ = type that has to b 
i ; oiled.” 



















































































; 
; 
, 
“J called on one of “We believe that we 
my customers a few have sume of the most 
. unusual conditions in 
days ago and he the country to which 
showed me a Pulley bearings are subjected 
which I bushed = with due to the powdered 
Arguto in 1912, and Carborundum and 
this bushing wags still powdered cara Re 
in good shape showing We Use as a apping 
hardly a reeptible ompound., These ~ 
grinding compounds 
weal It is a loose have proven most de 
pulley on a high speed structive to our Dear 
wood working ma ings previous to. the 
chine,”’ use of Arguto.’’ 
: 
; 














“The Arguto Bushings 
with which the Na 
tional Acme Auto 


matic Serew Machines 


“Thes* loos pulleys 


babbitt 





ted only a 
short tim We have are equipped have been 
running in our factory 
for TWENTY YEARS 


th n sinn ( 


tw Arguto Sushings 


in A-1 condition that 








Were put in’ September 
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ARGUTO OILLESS BEARING CO. 


WAYNE JUNCTION, PHILADELPHIA, PA. ; 
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Process Patent, Aug. 5, 1913 


Ferry Process Screws 


Furnished in 


Low Carbon— High Carbon 
Nickel Steels 


With complete Metallurgical 
Laboratory and Heat Treating 
Department at Your Service. 


== A Recognized 
pi aces Standard 


A complete line 





Set Screws 
A complete line 


of high quality and workmanship 
with 


National Reputation 


The only line of Screws and Bolts 
Stamped with Emblem of Quality below 


By Invitation Member 


UU 


° ’ ° Emblem of - 
King, Spring, BUSINESS CHARACTER Connecting 


Tie Rod Bolts acitiees ss 
Socekclh hasdioaia If it’s upset—it must be heat-treated 
and ground parts 


Rod Bolts 


Special nickel 
THE FERRY CAP AND SET SCREW CoO. es 
Cleveland, Ohio 


PROCESS SCREWS 


PRINTED BY ATWELL PRINTING & BINDING CO., CHICAGO, ILL. 
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